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as a public service by Hoggan & Hall Adver- 


Agency. Prices based on quotations 


furnished by 


franchised new car dealers in Salt Lake City, Utah. 
prices quoted are for new 1955 models, delivered Salt 


seess 2,232.00 


210 Series 


i: 


CHRYSLERS, NEW 1955 FACTORY WARRANTED 


Windsor De Luxe *1 
6-Pass. Sedan . 


(Herd Top) 3,03 
Coupe .... 
*3 


_ 


New Yorker De Luxe *2 


Price Clarification in Salt Lake City— 


Representative new-car dealers in Salt Lake City are seeking to restore public} cars and divergent opinion among 
confidence in the automotive price structure by publishing a “New Car Buyer's dealers, Automotive News asked 
| Guide" weekly in local newspapers. Not all dealers are going along with the idea,; NADA’s president, Charles C. 
| but, to date, the guide has included prices of Cadillac, Chevrolet, Chrysler, DeSoto,/ Freed, and its executive vice- 
Plymouth, Pontiac and Studebaker. Hoggan & Hall, an advertising agency, sells space | president, Frederick J. Bell, for 
in the ad to individual dealers. No dealer names are displayed. Public reaction is | NADA’s position in this matter: 


_ feported as highly favorable. 


Car Production Spurting 
Toward 3rd Highest Year 


By Thomas M. Hewitt 
Staff Writer 


the five-millionth car of 
the year behind them, U. 8S. 
auto makers now are threatening 
' to put 1954’s car total over the 5.5- 
million mark, which would be the 
third-highest year in history. 
With only.16 working days left 
the year, the pace this week 
expected to remain ag hot as 
was last week when, according 


55 Fever Slows 
Used-Car Market; 


te Automotive News estimates, 
145,020 cars and 21,595 trucks 
were turned out. The car total 
was the highest in 19 months. 
In the preceding week output to- 
taled 144,995 cars and 21,661 trucks. 
Cadillac, which two weeks ago 
(Continued on Page 49, Col. 3) 
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Trade Practices Conference in Prospect? ... 


Spread of Packs Adding 


To Car-Price Confusion 


By Robert M. Finlay 
Managing Editor 
ss confusion is spreading in 
the auto industry in spite of 
efforts of some dealers to stem the 
tide of packed prices, according to 
a@ survey by Automotive News. 


While Charles C. Freed, presi- 
dent of NADA, declared at the 
recent convention of Utah deal- 
ers that some method must be 
found to clear up confusion on 
prices, dealers in a cross-country 
check indicated that packed 
prices have spread rapidly with 
the introduction of 1955 models. 

" Temes cven speak of “fac- 

ecénimne afi Mads, while 
Se} ih fniae fhealterm “fac- 
tory-tolerated” packs more ac- 


pect 3 1954, () 
Feet oi cS f pit re, by the 


by the 
0 actory- 
feliverea’ prices. 

The packed price is higher 
than the factory-recommended 
price, but lower than the buyer 
actually pays, since the packed 
price now is going hand in hand 
with the discount or overallow- 
ance. 

A shopping survey by AUTOMOTIVE 


NADA Is Studying 
Packed Prices 


nee note of widespread re- 
ports of price packing on new 


Here is Bell’s reply: 

“NADA’s position on pricing 
practices in general and packed 
prices in particular is one that, 
of course, will have to come 
about as a result of policy state- 
ments on the part of our board. 

“Having heard the views of 
several of our directors, I am 
confident that the subject will 
have an important place on the 
agenda of the board meetings in 
Chicago (at the NADA conven- 
tion Jan. 29-Feb. 2).” 

President Freed replied: 

“The board of directors has not 
taken an official position on this 

(Continued on Page 46, Col. 1) 


Inside Automotive News... 


Kaiser-Willys cuts its car offerings to three 
models for ’55 to concentrate on commercial ve- 


hicles. Page 2. 


Tight new-car sales race puts squeeze on regis- 
tration counters. Page 45. 


Parts distribution plans of General Motors and 
Ford stir concern at jobber convention. Page 2. 


What has ha 
report, 


to dealer profits? A detailed 
on NADA survey, is on Page 3. 


Auto installment paper drops despite consumer 
credit rise in other lines. Page 8. 


News reporters (see Page 48) in- 
dicates that the auto buyers still 
come out ahead on the 1955 models. 
And NADA dealer profit figures 
for the first nine months (see Page 
3) show that car buyers got most 
of the dealers’ margin of profit on 
1954 models. 
* o * 
THE other hand, the low 
“factory-delivered price” creates 
confusion, for the prospect gets a 
shock when he learns how much 
more it costs to actually put the 
car in his garage. 
A further complicating factor is 
the fact that some optional acces- 


sories, like automatic transmis- 
sions, have been so well sold to 
the public that buyers now look 
on them as standard equipment. 


the horizon which will clear up 
(Continued on Page 46, Col. 4) 


Other Stories 


On Pages 12, 46, 47 and 48 are 
other stories dealing with new- 
car pricing. 


U.S. Position on Prices 


Agencies Indicate that Free Competition 
Is Only Curb on Dealers 


ASHINGTON. — Public confu- 

sion on new-car prices is no 
concern of Federal government 
agencies as long as no deception is 
involved and there is no conspiracy 
to act jointly to fix prices. 

This was the comment Auto- 
motive News received from the 
Federal Trade Commission and 
the anti-trust division of the De- 
partment of Justice in answer to 
queries regarding charges of 


packed 

In other words, a dealer may 
charge what he can get away with, 
as long as he does not act in con- 


e tJ 
Factories Give 
e 8 
Their Views on 
s e s 
Pricing Policy 
'T'HE six concerns, which make 
the 18 cars vying for today’s 
market, were asked last week to 
explain their respective policies on 
retail prices. 

Identical letters were sent to 
each by Automotive News. The 
letters said: “It seems to us that 
confusion on new-car pricing 
practices is increasing in the in- 
dustry, at the same time that 
some groups are calling 
for clarification.” 

Here is Chrysler Corp.’s reply to 
the accompanying questionnaire: 
. 2 ” 
1 HAS there been any change 
© in your pricing practices re- 
cently — in view of antitrust 
trends, or for other reasons? 

“Our recent change in pricing 
includes the prepayment of 
freight to dealers and the estab- 


2. Does the factory expect the 

factory-dealer ive adver- 
tising charge to be passed on to 
the buyer? 

“This charge is an element of a 
dealer’s cost of operations and, ac- 
cordingly, should be taken into ac- 
count for profitable results.” 

: + e 
WHAT is the factory posi- 
© tion on dealers “packing” the 
(Continued on Page 46, Col. 5) 


cert with other dealers or adver- 
tise deceptively. 
* *€ = 

JT IS understood that the govern- 
ment takes the view that com- 

petition will keep prices in line. Its 

job is to prevent combinations that 

would thwart competition. —- 


On the other side of the packed- 


Until recently it was accepted 
practice to use an “advertised de- 
livered price” which included the 
retail list price suggested by the 
factory, provision for Federal taxes 
and suggested delivery and han- 
dling charges. 
+ * 

O* LATE, some ads, apparently 

factory-dealer cooperative ads, 
have used “factory-delivered prices” 
which do not include the suggested 
dealer delivery and handling 
charges. Some of the ads note that 
prices will vary with the individual 
dealer’s pricing practices. 


This appears to be in line with 
the rule that the factory “sug- 
(Continued on Page 46, Col. 1) 


Top Cars 
New-car registrations for nine 
months, plus 21 states for Oc- 
tober: 
1954 Pos. 
1—1,067,790 


Make 
Ford 
Chev. 


1953 Pos. 
823,216— 2 
1,066,804— 1 


Olds. 
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Diversification, Taxes Hit .. . 


GM and Ford Policies 
Draw NSPA Fire 


By Sam Sampson 

Staff Writer 

HHICAGO.—Concern over the out- 

come of the changed parts dis- 
tribution plans of General Motors 
and Ford, efforts to eliminate ex- 
cise taxes on jobber operations and 
diversification were the principal 
points of interest at this year’s Na- 
tional Standard Parts Assn. con- 
vention here last week. Jobbers 
convened prior to the opening of 
the Automotive Service Industries 
Show. 

Despite the fact that the trend 
to diversification is a main concern 
to many jobbers and wholesalers, 
Harold Halfpenny, legal counsel for 
NSPA, declared at the final meet- 
ing of the convention that sharp 
changes to non-automotive lines 
may encumber many specialized 
auto wholesaling operations. 


said that he thought 


peal Doubted 
As duPont Wins 
U.S. Trust Suit 


CHICAGO.—Sources close to the 
five-year-long antitrust suit against 
the duPont family, E. I. duPont 
de Nemours & Co., General Motors 
and U. S. Rubber last week said 
they doubt that the Government 
will appeal the decision which up- 
held the defendants. 

However, Earl A. Jinkinson, 
chief of the Government antitrust 
division in Chicago, said his office 
will study the opinion to decide 
whether to recommend an appeal. 

Shortly after the verdict was 
announced, Harlow H. Curtice, 
GM president, said: “We are, of 
course, gratified with the deci- 
sion. The conclusions announced 


plete 

In dismissing the suit, Federal 
‘Judge Walter J. LaBuy declared 
that the Government had failed to 
prove “conspiracy, monopolization, 
a restraint of trade, or any reason- 
able probability of restraint.” 

The dismissal appears to be an 
important reverse for the New 
Deal’s hostility to big business. 
Antitrust attorneys believe the 
decision will cause a reluctance to 
press views inherited from the 
Truman and Roosevelt administra- 
tions. 


The dismissal could result in 
Bethlehem Steel pressing for a 
merger consumption with 
Youngstown Sheet & Tube, thus 
risking a Government suit to 
block the deal. The Justice De- 
partment of the Eisenhower 
regime has ruled that a Bethle- 
hem - Youngstown merger would 
be 


illegal. 

The Federal suit had charged 
that the duPonts had purchased 
GM and U. S. Rubber stock to 
establish a monopolistic market for 
duPont products. 

It also contended that for more 
than 30 years the duPonts had 
built a monopolistic empire culmi- 

(Continued on Page 4, Col. 5) 


high, and that in many cases, 
I is Impossible to predict the re- 
turns from these ventures in ad- 
vance. 

Throughout the talks on the con- 
vention floor, many speakers made 
reference to the “threat of the GM 
parts plan,” but none of the speak- 
ers seemed sure just what the plan 
would mean to the jobber and 
wholesaler. ° 


A special study committee of 
NSPA has been carrying on a fight 
in two main lines, Halfpenny said. 
First, some progress is being made 
in striking the word “genuine” from 
the parts packages of auto factory 
replacement parts. 

Secondly, the committee is look- 
ing into the tendency of the larger 
car manufacturers, with huge buy- 
ing power, to sell replacement parts 
with greatly increased discounts. 
Such a condition could ruin the 
price schedules for replacement 
parts handled by independent 
wholesalers and jobbers, it was felt. 


* = + 

A RESOLUTION passed by NSPA 
urged that all efforts be made 
to use the Robinson-Patman Act 
wherever possible to keep auto 
makers from establishing a price 

advantage over the independents. 
The association also asked for 
abolition of the excise tax on jobber 
operations—or at least a reduction 
in the tax rate from 8 to 5 percent. 


ered before the Automotive Ware- 
house Distributors Assn. by 
George J. Burger, vice-president 
of the. National Federation of In- 
dependent Business. 

“The increasing monopolistic 
trend in the invasion of certain car 
manufacturers into the automotive 
parts business,” Burger said, “is 
destroying the business life of auto- 
motive jobbers who are a needed 
factor in the automotive servicing 
field.” 


Burger condemned the “ever in- 
creasing monopolistic control” by 
auto factories over their dealers, 
warning that it would result in 
“captive” auto organizations with- 
out free enterprise. 

“If the auto dealers are to be 
relieved of the pressure being 
placed upon them to take excessive 
inventories of automobiles, acces- 
sories and parts,” he said, “the cor- 
rection must be made at the source, 
and never can be corrected through 
new ——— 3 

+ ce 
NEW iets of the Motor and 
Equipment Wholesalers Assn. 
convention, also held here, was the 
showing of non-automotive prod- 
ucts to wholesalers in the exhibi- 
tion room. 

More than 115 manufacturers of 
non-automotive products displayed 
wares ranging from kitchen uten- 
sils to lawnmowers. Twenty-three 
of the exhibitors showed products 
with fractional, internal combus- 
tion engines. Several of these man- 
ufacturers commented at the dis- 
play that millions of dollars in busi- 
ness also were available in parts 

(Continued on Page 43, Col. 2) 


Business Barometer 


Auto Production—166,415 cars, 
trucks in week vs. 105,775 year ago. 
Bankruptcies — 221 in week vs. 


202 year ago. 

Building Activities—$1.5 billion 
in November, down 24 percent from 
October. 

Department-Store Sales — Same 
volume as year ago. 

Factory Sales — $200 million in 
October vs. $202.2 million year ago. 

— 583,515 cars 
vs. 596,230 year ago. 

New-Car Sales — 4,259,208 to 
date vs. 4,525,121. year ago. 

New-Truck Sales — 649,740 to 
date vs. 732,121 year ago. 

Oil Stocks — 267,869,000 barrels, 
1,810,000 less than week before. 

Steel — 81.5 percent of 


capacity vs. 81.4 percent in preceding 
week. 

Personal Income — $285.9 billion 
annual rate in October vs. $287.8 bii- 
lion year ago. 

Used-Car Price index — $700 
overall average (December to date) vs. 
$711 in November. 

eR © 


Common Stocks 
mee Bee. 1954 


High 
Am. Motors 11% 10% 1% 
Chrysler 66% 63% 
GM 93 90% 
Kaiser 2 1% 
S-P 12% 12% 


Average 37.27 36.07 
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Traffic Death Ratio Whittled Down— 


Safe-Driving Day this Wednesday reminds Americans of immense toll in lives and 
money taken each year by highway traffic. However, seen in light of steadily increas- 
ing mileage traveled, ratio of traffic fatalities has decreased over years. Figures on 
left side of chart express number of miles traveled in particular year and are reflected 
in solid line, while figures on right give number of fatalities per 100 million vehicle 


miles, shown by broken line. 


K-W Cuts Car Offerings 
To 3 Models for 


By Robert M. Lienert 
Associate Editor 

NEW YORK. — Utility vehicles 
are going to carry the load for 
Kaiser-Willys in 1955. 

That was made plain last week 
when the firm unveiled its new 
sales plans as Well as its new 
models in a series of closed-circuit 
television meetings for dealers, dis- 
tributors and financial representa- 
tives. The nationwide proceedings 
originated in the studios of ABC- 
TV here. 

Meetings were keynoted by 
Edgar F. Kaiser, president, and 
Steve Girard, general manager, 
but the show belonged to Hick- 
man Price jr., sales vice-presi- 
dent. 

They announced: 

1. Price cuts assessed at $300 and 
more than $400 on Willys cars. 

2. Preparations to step up the 
dealer discount on the Kaiser. 

3. The first “all-new” Jeep since 
World War II. 

4. A “streamlined” passenger-car 
program which cuts the available 
models to three for 1955 from last 
season’s 10. 

5. An allout drive to capture— 
at a profit—what K-W termed a 
“noncompetitive, untapped” mar- 
ket for utility models. 

6. Virtual completion of a move 
to centralize operations in Toledo. 
The Henry J, long out of produc- 
tion, received no mention in the 
firm’s plans for 1955. There will be 
only one Kaiser model, a Manhat- 
tan four-door sedan with super- 
charger. 

Price said the Kaiser would be 
available “in limited numbers.” He 
said the ’55 had undergone only 
minor changes from the ’54. 

K-W’s two other '55 passenger 
models will be a restyled Willys 
four-door sedan and hardtop. 

The sedan, tabbed the Custom, 
replaces one in last season’s Ace 
family, although it has been 
lengthened seven inches. The new 
price is $1,725. Price said this was 
$300 under the counterpart 1954 
figure. 

Style leader will be the Bermuda 
hardtop at $1,795. This, Price said, 
represents a cut of more than $400 
from last year’s comparable Eagle 
hardtop. 

The price of the Kaiser Manhat- 
tan remains unchanged at $2,670, 
but dealers were told that their 
discount would be boosted and that 
details would be announced shortly. 

The Jeep was publicly introduced 
Thursday (Dec. 9) and the pas- 
senger cars will make their debut 
Jan. 6. 

The selection of models was cut 
to three, dealers were informed to 
increase manufacturing efficiency 
and economy and to reduce inven- 


tory problems for distributors and 
dealers. 


Declaring that “the Jeep and 
related vehicles offer a more dy- 
namic and faster expanding mar- 
ket,” Price told the dealers bluntly: 

“Put your efforts where the 
profits lie.” 

Kaiser, in opening the meeting, 
said that financial figures for Oc- 
tober showed K-W operating at a 
profit. He added, however, that 
heavy expenses earlier in the year 
would make the 12-month opera- 
tion show up in the red. 

For the first time since the war, 
the civilian Jeep has donned a new 
attire. Features include new colors, 
a streamlined hood, contoured fend- 
ers, larger windshield, roomier 
seats both front and rear, new 
all-weather top and side — 

Other new features 
back - lighted instrument chaden, 
passenger -car-type handbrake, 
passenger safety rail and glove 
compartment. 

The 1955 Jeep is nearly three 
inches wider and its wheelbase is 
one inch longer than last year’s 
model. It is powered by the 75- 
horsepower, four-cylinder, F-head 
“Hurricane” engine. 

“This year,” Price said, “we have 
made the Jeep more eye-appealing 
to the consumer. As a matter of 
fact, while dressing up the Jeep, 
we actually have produced a stur- 
dier, more rugged vehicle. Its uses 
as a workhorse have been in- 
creased. The new, beefier Jeep car- 
ries a bigger payload, and more 
passengers in greater comfort.” 

*~ 


Jeep in New Dress— 


S-D Day Rallies 


Makers, Dealers 


United Support Marks 
Dec. 15 Observance 


By Gerhardt Neumann 

Staff Writer 
ANUFACTURERS and auto, 
dealers this week were putting | 
the finishing touches on efforts to” 
arouse the interest of the public 
Safe-Driving Day, proclaimed by } 
President Eisenhower for Wednes-/ : 
day (Dec. 15). oh 
General Motors has announced ‘ 
that Henry J. Taylor, in his pro- — 
gram, “Your Land and Mine,” f 
which switches to NBC tonight © 

(Dec. 18), will devote most of his | 

time to an appeal for support of 
S-D Day by motorists and pedes- 
trians. 

All GM divisions have sent out 
bulletins to their dealers, urging © 
them to set an example in the ob- | 
servance of S-D Day. They are also | 
planning appeals on their radio } 
and television shows. ; 

* * ” 

HEVROLET, for instance, is 

using the slogan, “Drive With 

Care ... Everywhere! Make Dec. 
15 and Every Day Safe-Driving — 

Day!” This will appear in two ad- 
vertisements in approximately 6,000 — 
newspapers. : 

Chrysler Corp. has supported S-D i | 
Day by radio and television pro- 
grams, billboards and newspaper § 
advertising. Lucille Pieti, Chrysledy 
staff engineer, who has been select- § 
ed “Theme Girl” by the Los Angeles 7 
Advertising Club, will cooperate : 
with the club not only in the pro- § 
motion of S-D Day but in a month- § 
long safety campaign. i 

Nash also has asked its dealers 
to devote their interest to S-D Day. | 
The firm has not planned any ad-"| 
vertising on a national scale, but 
has had radio and TV announce- § 
ments on a number of local shows. 


An ordinary day of the week 
was chosen by President Eisen- 
hower’s committee to emphasize 
the fact that traffic safety is an 
everyday possibility. i 

Frederick J. Bell, executive vice- 
president of NADA, said in a state- | 
ment that the nation’s new-car | 
dealers are being mobilized toward — 
local action in support of S-D Day. 

* - t 
“FpeaLens” said Bell, “are ac- © 
customed to accepting respon- © 
sibility for local leadership in all © 
programs of community value, espe- | 
cially when driving safety is a 
factor.” . 

Bell recalled that during the 
1953-54 school terms, new -car 
dealers provided 7,300 autos to 
high schools for training pur- 
poses. 4 

“In response to President Eisen- © 
hower’s appeal,” he added, “our 
31,000 members join with other 
community and civic leaders every- © 
where in urging every motorist and © 
pedestrian to observe the letter and 
spirit of all traffic regulations; to 
be courteous to every other driver 
and pedestrian, and to give full at- 

(Continued on Page 4, Col. 1) 
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A new version of the Willys Jeep, introduced at dealerships around the world last 
week, is said to be more rugged, roomier and more comfortable than its predecessors. 
It is powered by a 75-horsepower Willys F-head Hurricane engine in combination 
with four-wheel drive. Wheelbase is 81 inches, compared with 80 in previous models, 
and overall length is 131% inches, compared with 129. 





ee Be i de le Ll 





Si i eX | 








V7HAT are the industry goals for 
1955? Most factories have al- 
ready announced their production 
foals; some factories hope to 
gdouble production in 1955. 
If this aim would apply generally, 
would mean ten million cars for 
2955. Of course, these hopes will 
ot materialize but factories have 
ot spent millions of dollars to tool 
p for new models and billions of 
ollars, since the war, for new 
plants and equipment for the pur- 
‘pose of holding down production. 
The real goal of a factory 
» executive, of course, is profit to 
stockholders. It’s the measure of 
his ability. Profit for automobile 
manufacturers means volume. 
It’s axiomatic with some fac- 
| tories that the best way to obtain 
volume is to pressure dealers to 
take more and more cars. A well 
stocked dealer, they claim, is the 
best sales stimulator. 
But the factory goal, definitely, 
profit. Profit for them can be 
obtained only through volume. 
That's the way it should be, and 
that’s the way it’s going to be. So 
may as well make up our minds 
and be guided accordingly. The 
ord have pity on any individual 
for any business institution that 
does not have a goal. 


; * * * 
Dealer’s Goal 
WW/HAT is the goal for the dealer? 
Profit, of course, but volume 
only incidental to obtaining that 
‘profit. In thinking about the goal 
‘of automobile dealers, I am re- 
/minded of ships that I see out of 
'my twentieth story office window 
-overlooking the Maumee River in 
Toledo. The Maumee River is the 
| largest body of water draining into 
'the Great Lakes system. Toledo 
has 21 miles of harbor front. More 
coal is loaded than in any other 
| port in the world. 


| This year I have watched 62 for- 
| eign boats land within one thou- 
' sand yards of my office. They come 
| from all quarters of the world but 
| principally from the ports in the 
| European countries and the Carrib- 
' bean Sea. They unload package 
'merchandise from these countries 
"and take on American products. 
| I also see Erie Canal barges 
| unloading the product of sugar 
_ refineries located on the eastern 
| coast. We see vessels transfer- 
ring loads of sulphur to freight 
_ cars and bringing polishing sand 
to our glass industries. We ob- 
serve also a nearby wheat ele- 
vator terminal shipping, almost 
daily, boat loads of wheat to the 
east. Among these ships are U. S. 
Engineering vessels. They keep 
the harbors dredged and the 
navigation buoys in place and in 
working order. We see the coast 
| guard cutters who maintain the 
_ life saving stations. 
| These last two categories are 
_ government boats employed to pro- 
-Mote and protect the important 
_ business of navigation. In other 
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Dealers tell me 


By John 0. Munn 


words, it is the government in 
business. No one objects because 
they do for navigation what no 
individual or private corporation 
can do. Surely automobile dealers, 
who maintain the internal trans- 
portation of our country, are no 
less important than the transporta- 
tion using our waterways. 

One thing is missing on the Great 
Lakes—war ships—even though the 
lakes are the boundary line be- 
tween two world powers. I sailed 
the Great Lakes 50 years ago. I 
think I know something about 
ships and something about their 
crews. I yearn to sail again. If I 
ever come up missing, you will 
know where to find me. But no 
longer could I be much more than 
a deck watchman. 

First, they all have a goal, a 
destination and every crew mem- 
ber works unitedly to arrive at 
that goal. To reach that goal means 
profit. But to enable them to reach 
that goal they have a compass, and 
they are guided by it. 

* 


* * 


Not Compass, but Formula 


T SEEMS to me that dealers 
could well follow the tradition 
of the sea by having the same 
goal as the automobile manufac- 
turers — profit. But instead of a 
compass they could use a formula 
on which all could work together 
to arrive at that goal. 

Now we know that one of the 
navigation hazards in our field is 
over-production. Competition will 
be rough. We know, too, that one 
of the hazards this year was pad- 
ded new-car prices, aided and abet- 
ted by the factories who urged 
dealers not only to discount cars 
at the start of the new year but 
who added extra margins starting 
the first of May which also con- 
tributed to a false list price and 
thereby encouraged bootlegging 
and made it profitable. 

I was groping around for such 

a formula when I recently at- 
tended the Ohio dealers conven- 
tion at Akron and heard an ad- 
dress by James Berry, president 

of the Cleveland dealers associa- 
tion, who made the recommenda- 

tion that dealers, beginning with 
the 1955 lines, should immediately 
eliminate all “packs” and thus all 
start on an equal competitive 
basis and then, because the fac- 

tories are reluctant to set up a 
suggested delivery price or to 
enforce it, dealers should work 
out their own formula on mark- 

up. 

He related that markup in the 
furniture business is 100 percent, 
on the jewelry business 200 percent, 
and on most service business 100 
percent. Traditionally auto markup 
has been 33 1/3 percent, which 
makes 25 percent discount on the 
normal price of the car. Therefore 
he recommended the following 
pricing formula: 

1.A markup of one-third of 
everything on your invoice—this to 
include not only the cost of the 
car but the transportation, E.O.H., 
advertising and factory-installed 
accessories. 

2. Markup of 100 percent on the 
cost of preparing the car for de- 
livery, plus the amount equivalent 
in dollars to the number of hours 
you spend in free inspection as 
specified on the coupons attached 
to the service policy which you 
present to the owners at the time 
of delivery. 

The adoption of such a formula 
by all dealers in all lines would 
eliminate confusion in the minds 
of the public, the dealers and sales- 
men, and an orderly and relative 
pricing structure would be estab- 
lished in our industry on a fair 
and honest basis and without price 
fixing. This sound formula pricing 
basis would be the compass of our 
industry, the guiding point. I am 
certain that if we would concen- 

(See MUNN, Page 8, Col. 5) 


How Dealers Fared on Expenses, Profits 


Eprror’s Note: The following figures are taken from the NADA bulletin, “Operating Averages for 
the Automobile Retailing Industry.” 


FIRST NINE MONTHS, 1954 
OPERATING PROFIT BEFORE TAXES 


GROUP III 


Pet. Per New 
Total Unit 
Sales Retalled 


100.0 $4,221 


14.6 618 
4.4 185 
8.2 347 


12.6 532 
2.0 86 


INDUSTRY 
AVERAGE 


Pet. Per New 
Total Unit 
Sales Retalled 
$4,651 


711 
184 
9.6 448 


13.6 632° 
1.7 79 


GROUP IV 
Pet. Per New 


Total Unit 
Sales Retatled 
100.0 $3,724 


14.6 544 
4.3 162 
8.5 315 


12.8 
18 67 


*GROUP I GROUP II 
Pct. PerNew Pct. Per New 
Total Unit Total Unit 
Sales Retailed Sales Retailed 
100.0 


$4,931 100.0 $4,751 
15.5 


762 «15.5 7139 

3.7 183 4.1 196 

10.2 501 9.8 466 
13.9 


684 «13.9 662 
1.6 78 1.6 


100.0 


15.3 
4.0 


TOTAL SALES 


GROSS PROFIT ... 
Selling Expense ........ 
Operating Expense . 

TOTAL EXPENSE .. 


OPERATING PROFIT 
Reserve from 
Finance Companies . ‘ 6 30 8 35 38 32 5 7 31 


Operating Profit 
Less Finance Reserve .. 1.0 48 38 42 1.2 54 13 47 1.0 48 


* Groups are based on the volume of 1953 retail deliveries of new cars and trucks as follows: Group I, 1 to 149 units; 
Group II, 150 to 399 units; Group III, 400 to 749; Group IV, 750 and over. 


New Cars and Trucks 
Inventory per dealer, Sept. 30, 1954 


Trucks 
(Per Truck 
Dealer) 


2.3 
44 
76 
12.5 
3.0 


Finance Reserve 
Smaller Factor 
In Dealer Profit 


Loan Increment Dips 
To $31-a-Car Average 
For First 9 Months 


—V from finance compa- 

nies is playing a smaller part 
in the new-car dealer’s profit pic- 
ture than it did earlier in the year, 
according to NADA’s latest Busi- 
ness Management Survey. 

Overall operating profit, accord- 
ing to NADA, amounted to 1.7 
percent before taxes for the first 
nine months, At the end of the 
first half, this profit was 1.9 per- 
cent. 

For the first half, however, the 
finance reserve amounted to 1.1 per- 
cent and the operating profit, less 
this reserve, was 0.8 percent. For 
the full nine months, finance re- 
serve amounted to 0.7 percent and 
operating profit, less reserve, was 
1.0 percent. 


Pct. Gross Profit 
to Sales 
(First nine months) 
Cars Trucks 
21.3 18.1 

22.3 


17.7 
22.6 18.6 
21.8 16.8 
21.8 


18.0 


Cars 
Days’ Supply 
Cars Trucks 
46.7 
40.8 
29.9 
30.3 
41.2 


23.7 


Used Cars 


Ratio Used-Unit Gross Trading Loss 
Per Used Unit Sold 
9 Mos. Mos. 


1964 
$ 51 
101 


Average Selling 
Price Per Unit 
9 Mos. 6 Mos. 
1954 


$718 
748 
727 134 
687 . d 157 
724 é J 81 
Percent of Used 
Vehicles in 


9 Mos. 
1954 


139 
Industry Average 705 


Average Cost 
Supply in Per Used Unit 
Inventory In Inventory 

Sept. 30, June 30, Sept. 30, June 30, 

1954 1954 1954 1954 


$686 $727 
734 741 
789 748 
752 762 
709 733 


No. Days’ 


* * 


* 

~ DOLLARS, finance reserve for 

the nine months averaged ~$31 
per new unit retailed, and other 
operating profit was $48 per new 
unit sold. ; 

This compares with first - half 
profit figures of $50 per unit in 
finance reserve and $41 per unit 
in other operating profit. 

Figures on overall operations for 
the first nine months, as compared 
with the first half, show a decline 
in sales, gross profit and total ex- 
penses, as well as in profit before 
taxes. 

* * * 


"FOTAL sales per new unit sold 
amounted to $4,687 on the aver- 
age at the end of the first half, but 
were down to $4,651 at the end of 
three quarters. 

Gross profit amounted to $734 
at the end of six months, but was 
only $711 at the end of nine 
months. 

Variable expense was up from 
$180 per unit to $184 per unit, but 
a reduction in fixed expense from 
$463 per unit to $448 per unit cut 
the total expense from $643 per 
unit at the end of six months to 
$632 at the end of nine months. 

4 +* * 


Parts 
(Accessories Not Included) 


Percentage of 
Gross Profit 
to Sales 
9Mos. 6 Mos, 
1954 1954 


30.4 30.2 
30.7 30.4 
28.7 29.4 
27.5 28.4 


Average Sales 
Per New Unit 
Sold 


9 Mos. 6 Mos, 
1954 1954 
$385 $386 
313 329 
257 
Group IV .... 235 
Industry 


Average ... 331 330 30.1 30.1 


Customer Labor 


Average Sales 
Per New Unit Sold 
9 Mos. 6 Mos. 
1954 1954 


$279 
257 
190 
161 
246 


Percentage of Gross 
Profit to 
1954 
9 Mos. 
42.3 
46.7 
48.4 
49.8 
44.7 


169 


Industry Average ... 242 


Total Service Sales 


(Includes labor, parts and all other service and stockroom sales, 
except accessories with new vehicles) 
Average Sales Percent of 
Per New Unit Gross Profit 
Retailed to Sales 
9 Mos. 6 Mos. 
1954 1 
31.5 
34.8 
36.0 


zr REsaED in percentages, 
gross profit fell from 15.6 for 
the first three quarters. Variable 
expense was up from 3.8 percent to 
4.0 percent, and fixed expense 
(Continued on Page 10, Col. 1) 


Maloy New Head 
Of Akron Assn. 


AKRON. — Willard Maloy, head 
of Maloy Motors, Inc. (Nash), is 
the new president of the Akron 
Automobile Dealers Assn. He was 
elected at the annual meeting to 
succeed Ralph Yontz, president of 
Yontz Mercury, Inc., who served 
during the past year. 

Others elected were Robert Falor, 
head of Falor Motors, Inc. (Plym- 
outh-DeSoto), vice-president; Har- 
very Dean, manager of Hull-Dobbs, 
Inc. (Ford), treasurer, and E. John 
Lehman, reelected secretary-man- 


ager. 


*Percentage of 
Service 
Al 
9 Mos. 
1954 
58.0 
56.5 
61.0 
5 36.8 63.0 
Industry Average 33.2 58.3 


* The percentage of operating (or fixed or semi-fixed) expense covered by gross 
profit from all service and parts operations. Officers’ or owners’ salaries included. 


Percentage of Departmental Sales to Total Sales 


New Cars Used Cars Total Service Miscellaneous 
Parts 


and Trucks and Trucks and 

9Mos. 6Mos. 9Mos. 6 Mos. 9 Mos. 6Mos. 9% Mos. 6 Mos. 
1954 1954 1954 1954 1954 1954 1954 1954 
50.9 17.9 1.6 


50.0 28.8 28.2 18.7 
56.2 55.2 26.3 26.7 15.9 16.5 1.6 
60.6 60.3 24.9 23.7 13.9 14.2 6 
63.1 64.6 20.8 20.8 14.5 13.1 1.6 


Group I 
Group I .... 
Group III .. 
Group IV .. 
Industry 


Average .. 1.4 


54.7 53.9 27.0 26.6 16.9 16.6 
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But Early Upturn Is Expect ted . 


55 Fever Slows U. C. Market 


(Continued from Page 1) 


believe, likes to look at all the new 
models and toy with the idea of 
buying one before he turns back 
to the used-car market. 

* * * 


UCTION operators report that 
55s are “hurting” on the block. 
As a result, fewer are showing up. 

It’s tough, they say, for a used- 
car dealer to compete with a fran- 
chised dealer on price, let alone on 
warranty and service. 

They report bidders are back- 
ing away, prices are down and 
co mts, as a result, also 
have fallen. 

The early demand at auctions | 
for ’55s, they said, was created by 


S-D Day Tag— 


used-car operators who wanted the 
new models as attention-getters 
for their lots. The value of new 
models for such purposes has now 
considerably lessened 
* * + 

OME believe also that many of 

the ‘55s were consigned by 
franchised dealers who wanted to 
test their new “babies” before the 
world’s toughest critics—the whole- 
sale used-car buyers. 

Buyers are laying off '55s at the 
auctions, and have also tightened 
up on all other models. Only units 
really in demand are exceptionally 
clean pieces—and they may be of 
any vintage. 

Meanwhile, used cars are mov- 





California's preparations for Safe-Driving Day next Wednesday (Dec. 15) go into 
high gear with the presentation of gold-plated safety license frames to Gov. Goodwin 
J. Knight (third from left) and his department heads by Les Schwimley (right), of 
Sacramento, a director of the Northern California Motor Car Dealers Assn. 





Makers, Dealers Link Up 
For Safe-Driving Day 


(Continued from Page 2) 


tention to safe driving and safe 
walking. = 


* > * 


Au state associations have urged 
their members to support S-D 
Day. For example, the Missouri 
Automobile Dealers Assn. reminded 
its members that they could gain 
“tremendous prestige through 
building up S-D Day.” 

“Paint a huge ‘S-D Day, Dec. 15’ 
on your front window,” the bulletin 
urges. 

“Here is an opportunity to 
prove that today’s faster cars 
with high horsepower are the 
safest implement built by man— 
if only the driver remains cogni- 
zant of the safety features the 
car contains and his responsibili- 
ties through cautious operation 
to his fellow motorists and pe- 
destrians.” 

In Harrisburg, Pa., the Pennsyl- 
vania Motor Truck Assn. promised 
full support to the President’s pro- 
gram and announced that its spe- 
cial activities will include radar 
speed tests on strategic highways 
and meetings with truck fleet own- 
ers to encourage maximum safety 
precautions during the observance. 

> ok * 

N WASHINGTON, a macabre 

motorcade, featuring coffins and 

wrecks of smashed cars, moved 
through downtown streets to pre- 
pare the public for S-D Day. The 
parade was planned by the Com- 
missioners’ Traffic Advisory Board 
in cooperation with the National 
Capital Area Automotive Trade 
Assn. 


There were 20 tow trucks, each 
hauling a wrecked auto. One of 
them carried the message, “Don’t 
Take a Slay Ride.” Another pro- 

“A Tree Only Hits a Car 
in Self-Defense.” 


Three trucks carried a total of 
48 caskets, symbolizing the num- 
ber of fatalities in the nation’s 
capital this year. 

S-D Day is sponsored by the 
President's Action Committee for 
Traffic Safety, in cooperation with 
the Inter-Industry Highway Safety 


Committee and the National Safety 
Council. 

S-D Day directors have been 
appointed by the governors of 
the states to coordinate and pro- 
mote the event on the state level. 
Similarly, the mayors of most 
cities have named S-D Day direc- 
tors to direct local activities. 

In 1953, a total of 38,300 persons 
died in traffic accidents. Fatalities 
in the first 10 months of this year 
totaled 29,350 and may exceed 36,000 
at the end of the year. 

More than 1,350,000 persons were 
injured in 1953 to the point where 
they were disabled beyond the day 
of the accident. 

It is estimated that the cost of 
careless driving amounted to $4 
billion last year, including medical 
expense and property losses. 

a” * * 
We the absolute figures are 
grim enough, the chart accom- 
panying this story shows that there 
also is a brighter outlook in the 


picture. 

The figures over the past 15 
years prove that traffic deaths 
related to miles traveled have 
gone down from 114 per 100 mil- 
lion vehicle miles in 1940 to less 
than seven this year. 

However, the President and his 
advisors feel that such progress as 
has been made over the years is 
not sufficient to relax in the fight 
against reckless drivers. 


* * * 


HE President's Materials Policy 

Commission, with an eye on the 
future, estimates that by 1975 there 
will be 85 million vehicles on the 
road and that in order just to hold 
our own and keep f; ities at pres- 
ent level of around 38,300 per year 
the mileage death rate will have to 
be cut from 7.1 to 4.5. 

That it can be done has been 
proved in several states. Rhode 
Island had a mileage death rate 
of 2.8 last year, Connecticut's 
rate was 3.6, and Massachusetts’ 
4.0, 


If the Rhode Island rate had 
been equaled nationally, only 14,000 
would have died in traffic acci- 
dents, instead of 38,300. 






ing slower than they have at any 
time since late last winter, al- 
though some dealers say they 
have noted business picking up 
again in recent days. 

New models, they believe, will 
depress the price structure through- 
out the used-car market. 


As the market works its way out 


of the transitional period, they ex- | 


pect to see volume reach former 
proportions, at the expense of 
lower prices. A heavier concentra- 
tion of late models also is antici- 
pated. 
+ + * 

| gpncernages will go down, used-car 

men say, in proportion to dis- 
counts offered by new-car dealers. 
Some used-car prospects have been 
lured into new cars, they say, by 
heavy discounts, low downpayments 
and long terms. Frequently, used- 
car operators complain, banks and 
finance firms make it easier for a 
buyer to swing the purchase of a 
new car than of a used car. 

The rush to buy the new mod- 
els is expected to add more clean 
units to used-car channels, as 
tradeing become available. 

Sales activity at auctions last 
week declined to 70 percent. It was 
the first time in five weeks that the 
proportion of sales to offerings had 
been that low. 

The overall average price of used 
cars sold at wholesale auction 
plunged $16 last week to level out 
at an even $700, according to Avu- 
TOMOTIVE News’ index. 

* * * 


YY models to withstand down- 
ward pressures were ’48s, which 
went up $10 to $215. 

Heaviest losses were taken by 
later models. The average price 
of ’52s fell $35 to $817; ’54s went 
down $32 to $1,836; ’53s dropped 
$25 to $1,188; ’49s were off $16 to 
$315; ’561s declined $14 to $604; 
473 skidded $10 to $168, and ’50s 
fell back $9 to $457. 

The declines resulted in record 
low prices for '53s, 52s and ’49s, 
and matched the record low for 
’*5ls set two weeks earlier. 

The price spread between models 
after last week’s adjustments was 
(previous week’s spread in paren- 


theses): ’54 to '53, $648 ($655); 53 
to ’52, $371 ($361); ’52 to ’51, $213 
($234); ’51 to ’50, $147 ($152); ’50 to 


49, $142 ($135); °49 to ’48, 
($126), and ’48 to ’47, $47 ($27). 


$100 


Minn. Quashes 
‘Bootleg’ Case 
Against 3 Lots 


ST. PAUL. — (UTPS) — Com- 
plaints charging three used-car 
dealers with selling new and un- 
used cars without being licensed to 
do so have been dismissed by Mrs. 
Mike Holm, secretary of state. 

The Minnesota Automobile Deal- 
ers Assn. called the ruling a serious 
setback to its efforts to curb boot- 
legging. 

At the same time, Mrs. Holm 
called for action by the incoming 
Legislature to clarify State law on 
licensing car dealers. 

Motor City and Goldie Motor 
Sales, both of Minneapolis, and 
Schmidt Motor Sales, of South St. 
Paul, were named in complaints 
signed last April by Raymond 
Hans, who bought cars from all 
three dealers while acting as an 
agent of MADA, 

Mrs. Holm said the two Minne- 
apolis firms might have sold new 
cars to Hans, but because of the 
law’s vagueness there was a “rea- 
sonable doubt” that it had been 
violated. 

In the Schmidt case, Mrs. Holm 
said evidence “clearly disclosed 
that the car ... had been used 
and driven for considerably more 
mileage than appeared on the 
speedometer.” 

Mrs. Holm recommended that a 
law be enacted making it illegal 
for dealers to tamper with speed- 
ometers, with a penalty of revoca- 
tion. of their license. 

She further recommended that 
the law defining a “new and un- 
used” car be clarified. 






From left: 






MISSOULA, Mont. — Bootlegging 
of automobiles “destroys the com- 





plete automotive service necessary 
for safe, dependable transporta- 
tion,” new-car dealers were told at 
the 39th annual convention of the 
Montana Automobile Dealers Assn. 
here last week. 

William D. Hamilton, director of 
publications for the National Auto- 
mobile Dealers Assn., said the 
NADA “intends to rid the country 
of auto bootleggers.” 


Dean Chaffin, of Bozeman, re- 
gional NADA vice-president, said 
there is some bootlegging in 
Montana's larger towns, such as 
Great Falls, Butte, Billings and 
Missoula. 

Hamilton said bootlegging of cars 
is not in the public interest because 
a franchised dealer sells transpor- 
tation and service as well as a 
car or truck. Bootlegging destroys 
this, he said. 

He also assailed what he called 
the “discrimination” of the 10 per- 

cent excise tax on new cars. The 
tax is “very definitely discrimina- 
tory against essential transporta- 
tion,” Hamilton declared. 

“There is much more to the pur- 
chase of a car than the price,” 
he stated emphatically, and he 
urged dealers to consider the 
necessity of operating all business 
on a truthful basis. 

More than 70 dealers registered 
for the two-day meeting and total 
attendance, including wives and 
representatives of manufacturers 
was estimated at near 150. 

Walter Cooper, of Ft. Collins, 
Colo., a NADA director, hit at the 
same thing—bootlegging—in his 
talk at a later session. 

Cooper said car manufacturers, 
in efforts to popularize their prod- 
ucts, have succeeded so well that 
people have been convinced and 


How's That Again?— 

That hand belongs to Marvin Smith, 
Aiken (S. C.) attorney, and it's pointing to 
some lettering on his 1955 Pontiac, which 


spells ‘“Ponaiac." McElmurray Sales & 
Service, Aiken, which delivered the car, 
insists however that this particular car is 
@ renegade and that all others bear the 
correct spelling. 








Oregon Dealers Elect Officers— 


Edward Fox jr., general manager of the Oregon Automobile Declers 
Assn.; Don Cady, secretary-treasurer; D. D. Moore, first vice-president; C. A. McRobert, 
president, and D. D. Logan, second vice-president. 


‘Banish the Bootleggers!’ 


NADA Official Tells Montanans of Service Threat, 
Serves Notice of Allout Push 


S| Small-Business Group 





























started to buy the vehicles any- 
where they could find them. 

But the product, he argued, is 
not enough. The franchised dealer’s 
job, he declared, is to convince the 
public there is more than price to 
be considered in buying a car. Here 
he was thinking, he said, of service, 
maintenance, satisfaction and reli- 
ability. By contrast, he said the 
used-car lot operator is through 
when the sale is made. 

Cooper told the dealers they are 
the ones who have to fight this 

(Continued on Page 50, Col. 1) 


peal Doubted 
As duPont Wins 
U.S. Trust Suit 


(Continued from Page 2) 


nating in alleged violation of the 
Sherman Antitrust Act and the 
Clayton Act. 


The defense said duPont had 
exercised no monopoly and had 
purchased the stock of other cor- 
porations solely as investments. 

Dismissal of the suit meant that 
the Government had failed to force 
the duPont company to sell its 20 
million shares, of GM stock and to 
force members of the duPont 
family to dispose of their U.S. 
Rubber shares. 

Current value of duPont holdings 
in GM has been estimated at $2 
billion, and U.S. Rubber holdings 
at $140 million. 


Cost of the defense has been 
estimated at $5 million. The de- 
cision was 220 pages long. 

On the Government charge 
that duPont controlled the direc- 
tion of GM through selection of 
the latter's directors, LaBuy 
ruled that “the record shows 
consultation and conference, but 
not domination.” 

Dealing with the allegation that 
duPont had virtually seized control 
of GM in the depression of the 
1920s through a large stock invest- 
ment, LaBuy said: 

“The court finds . . that no 
agreement was made in connection 
with duPont’s investment in Gen- 
eral Motors, or subsequent thereto, 
which bound the latter to buy any 
portion of its requirements from 
duPont ... duPont did not invest 
in General Motors with the purpose 
of restricting that company’s free- 
dom to purchase in accordance 
with its own best interests.” 


* * * 














































Demands duPont Appeal 


WASHINGTON.—Because the 
“very foundation of the antitrust 
laws is at stake,” the National Fed- 
eration of Independent Business 
last week demanded an immediate 
appeal by the Government of the 
Federal Court ruling upholding 
duPont and General Motors. 

George J. Burger, vice-president 
of the federation, contended that 
a case of such magnitude would 
never have been instituted had the 
Justice Department not possessed 
“factual evidence to sustain the ac- 
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..-collection service is without equal” 


says MR. THOMAS M. LUCAS, President 
of Thomas M. Lucas, Inc., DeSoto-Plymouth 
dealer in Stockton, California. 


€¢ AFTER several unsatisfactory connections, we 
switched to ComMeERcIAL Crepit Pian 15 

years ago. This long connection has been harmon- 
ious and highly profitable to our agency. Their fac- 
tory to consumer financing plans have met our 
rigid tests and their collection service is without 
equal. We learned the importance of a dependable 
financing connection during the difficult war 
years. Despite strenuous efforts to lure us away 
we continue to do business with COMMERCIAL 


Crepit. They have earned our utmost confidence 
because time has proven their advice and recom- 
mendations to be sound. 


COMMERCIAL CREDIT DEALERS 


ARE Successful DEALERS 


Let us show you how CoMMERCIAL CREDIT’s broad 
experience, large resources and complete financing 
facilities can contribute to your success. Write, 
wire or phone your nearest COMMERCIAL CREDIT 
office. You’ll get prompt action. 


CODA ae 


tyabd iB 


COMMERCIAL 
CREDIT 


CORPORATION 


A service offered through subsidiaries of 
Commercial Credit Company, Baltimore .. . 
Capital and Surplus over $150,000,000 
+ +» Offices in principal cities of the United 
States and Canada. 





Business Group 


Prodding FTC 


Calls for Protection 
For Independents 


WASHINGTON.—George J. Bur- 
ger, vice-president of the National 
Federation of Independent Busi- 
ness, says it is time for the Fed- 
eral Trade Commission to take all- 
out action to protect independent 
business at the local level where 
the transactions are in interstate 
commerce. 

“We have repeatedly urged the 
small business committees of the 
Congress to thoroughly explore the 
enforcement of the Price Discrim- 
ination Act by the FTC,” Burger 
said, “and we have demanded that 
these committees put all emphasis 
on that action as the No. 1 item 
in the 84th Congress.” 

Burger said it appears that Fed- 
eral agencies are “twiddling their 
thumbs” while states are compelled 
to move in “to save independent 
business.” 

He pointed out that New Jersey 
recently ordered 12 major oil com- 
panies to defend discrimination in 
gasoline prices to service station 
dealers or face suspension or revo- 
cation of their licenses. 

“The Federation,” he said, “has 
been deluged with complaints from 
independent retailers all over the 
nation, not alone from gasoline 
dealers, all leading up to one thing: 
That big industries must be taking 
it for granted that they can expect 
no real vigorous action upon the 
part of Federal agencies who are 
entrusted with enforcement of the 
Price Discrimination Act.” 

He added that in 1947 a high 
Government official told a Senate 
committee that for 35 years the 
administrations had merely given 
“lip service” to enforcement. 
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500 New Models on U. C. Lots... 


Bootlegging Continues 
To Haunt Texans 


Enjoying the Fruits of Victory— 


Col. 


J. G. Vincent (left), then Packard engineering vice-president, is shown with 


Ralph de Palma, famous race driver, during tests which led to a world speed record 
of 149.87 miles per hour in 1916. The car had a twin-six V-type engine designed by 
Col. Vincent and considered the most powerful of that period. 


Packard’s Vincent Retires 


Designer of World War I Liberty Engine Holds 
Over 400 Engineering Patents 


. DETROIT. — From the famous 
Liberty engine of World War I to 
the new V-8 engine of the 1955 
Packard—that is the story of Col. 
J. G. Vincent, who was Packard’s 
engineering vice - president until 
1948 and has been a director for 
the last nine years. 

Col. Vincent’s retirement was 
announced last week by James J. 
Nance, president of Studebaker- 
Packard, at a luncheon here. 

William H. Graves is now Pack- 
ard’s engineering vice-president. 

Packard will not lose Col. Vin- 
cent completely. He will continue 
as an engineering consultant, es- 
pecially for the newly established 
division which is working on gas- 


Used-Car Bulletin from Detroit dt" 
Latest Auction Prices 


(Copyright, 1954, by Automotive News) 


(Aptco Auto Auction. Sale every Wednesday.) 


Dec. 8 
(Sale very good and fast. Sold 97 
cars out of 121 entered.) 


BUICK—’53 RM Riviera coupe, $1,485* 
(ps), $1,430* (ps). '52 Super Riviera 
coupe, $1,125* (ps). '51 Super 4-dr., 
$750*, $690*, $610*; Special 4-dr., 
$540. °49 RM 4-dr., $255°*. 

CADILLAC — '53 (62) 4-dr., $2,600* 

- (ps), $2,530*. °52 (62) 4-dr., $1,- 
895°. '50 (62) 4-dr., $1,130*. 

CHEVROLET—’'53 Bel Air club coupe, 
$1,275*; 4-dr., $1,145*, $1,055; 2-dr., 

; Two-ten 4-dr., $890; 

panel, $550. ‘52 SL Deluxe 

, $745; 4-dr., $740, $550*. °51 

SL Deluxe 4-dr., $605; 2-dr., 2 at 
$500*, $400; Bel Air, $585*. 

CHRYSLER — ’'53 NY 4-dr., 
(ps). "51 NY Newport, $755*. 

"52 Custom 4-dr., $850* (ps). 
*50 Custom club coupe, $410. "49 De- 
luxe 4-dr., $280. 

DODGE—'53 Coronet club coupe, $1,- 
025; Wayfarer 4-dr., $870, $850. '52 
Wayfarer Sport coupe, $820. '51 Cor- 
cous club coupe, $530*°; 4-dr., $520, 

15. 


FORD—’54 Custom (8) 2-dr., $1,400. 
’53 Crest (8) Victoria, $1,335*; Cus- 
tom (8) 4-dr., $1,005*; 2-dr., $925; 
Custom (6) 2-dr., $1,020; Main (8) 
2-dr., $895, $830. °52 Custom (6) 
2-dr., $800; %-ton pickup, $530. ‘51 
Custom (8) Country Squire, $695; 
4-dr., $620; Victoria, $500*. '49 De- 
luxe (6) 2-dr., $325; club coupe, $135. 

HUDSON—’53 Wasp club coupe, $890. 
"61 Hornet 4-dr., $500*°. ‘50 Pace- 
maker club coupe, $295. 

KAISER—'53 Deluxe 4-dr., $790*. 

LINCOLN—’52 4-dr., $1,060*. 

MERCURY—’52 Monterey club coupe, 
$1,225*. °50 club coupe, $310. 

NASH — ’54 Metropolitan conv., $925. 
"62 Rambler club coupe, $550. “49 

* Statesman 4-dr., $120. 

OLDSMOBILE—’53 (98) Holiday, $1,- 
600°; (88) 2-dr., $1,550* (ps). °52 
(88) 4-dr., $965*. ‘50 (88) 4-dr., 
$465*. °49 (98) 4-dr., $300°; (76) 
2-dr., $275°. 

PACKARD—'51 4-dr., $605. 

PLYMOUTH— 54 Belvedere 4-dr., $1,- 
125. '53 Cranbrook club coupe, $900; 
4-dr., $800; Cambridge club coupe, 
ga taxi, $345. °52 Cambridge 4- 

dr., $525; club coupe, $525. '50 Spe- 
fe. sass Deluxe 4-dr., $425. ‘49 Deluxe 


powriads4 Chieftain (6) 4-dr., $1,- 
325. "53 Chieftain (8) Catalina, §$1,- 
500°; 4-dr., $1,300° (ps), $1,245°. 
$1,065*. "52 Chieftain (6) 2-dr., $700. 
"61 Silver Streak (8) 4-dr., $615*, 
$575". '46 Torpedo (8) conv., $105*. 
52 Commander Sport 
e, $675. 


"650 Champion 4-dr., 
WILLYS—'53 (6) 2-dr., $435. 


0S —’53 Henry J (6) 
2-dr., 70. ‘51 Henry J (6) 2-dr., 
$140. 


$1,275* 


Dec. 1 


(Snowing—wet and cold. Sold 92 
cars out of 130 entered.) 


BUICK—’54 Super Riviera coupe, $2,- 
280*. '53 Special Riviera coupe, $1,- 
275, $1,245; 4-dr., $1,200*. '52 Super 
conv., $1,060*. °'51 Special Riviera 
coupe, $745*; Super 4-dr., $585*. 
$550; 2-dr., $395. '47 Super 2-dr.. 
$155. 

CADILLAC — '53 (62) 4-dr., $2,580* 
(ps). °52 (62) coupe deVille, $2,225° 
(ps). '51 (60) 4-dr., $1,700*. '49 (62) 
4-dr., $575*. °48 (62) conv., $625°. 


‘VROLET—’54 Bel Air coupe, $1,- 
615*. ’53 Bel Air 2-dr., $1,150*; Two- 
ten 4-dr., $980, $925; 2-dr., $935, 2 
at $925. °51 SL Deluxe 2-ar., 2 at 
$515, $500*; 4-dr., $505; club coupe, 
$480*; Carryall, $450. ‘50 SL Deluxe 
2-dr., $340; 4-dr., $290. '46 FL Aero- 
sedan, $175. 

CHRYSLER—’'53 Windsor club coupe, 
$1,180*. °51 Windsor 4-dr., $540*. 


DeSOTO—’51 Custom club coupe, $525°, 
$500*. '50 Deluxe club coupe, $380. 
’47 Deluxe club coupe, $125. 


DODGE—’'54 Coronet (8) club coupe, 
$1,575*. °53 Coronet (8) 4-dr., $1,- 
020°, $840*. °52 Coronet (8) club 
coupe, $800*. °51 Meadowbrook 4-dr., 
$475*. '50 Meadowbrook 4-dr., $350. 


FORD—'54 Crest (8) 4-dr., $1,595* 
(ps); 2-dr., $1,405*. '53 Custom (8) 
2-dr., $1, 125°. "52 Crest (8) Victoria, 
$990°; 2-dr., $820*, $790. '51 Custom 
(8) Victoria, $620; club coupe, $630; 
Deluxe (6) '2-ar., $465; conv., $440. 
"50 Custom (8) "4-dr., $430; Deluxe 
(6) 2-dr., $250. °48 Deluxe conv.. 
$115. 

HUDSON—'52 Pacemaker club coupe, 
$600*. °51 Pacemaker 4-dr., $420, 
$300. ’50 Super club coupe, $160. 

KAISER—’52 4-dr., $630*. 

MERCURY—'53 Custom 4-dr., 
"51 4-dr., $540*, $510. 

NASH—’51 Rambler station wagon, 
$395; Statesman club coupe, $320. 


OLDSMOBILE—’52 (98) 4-dr., $930*. 
"50 (98) 4-dr., $460*°. 47 (98) club 
coupe, $100*. 

PACKARD—’51 4-dr., $665*, $625°. 

PLYMOUTH—’54 Savoy club coupe, $1,- 
330°; 4-dr., $1,300*, $1,275*°. ‘53 
Cranbrook 4-dr., $875; club coupe, 
$725. 52 Cranbrook 4-dr., $625; Cam- 
bridge club coupe, $505; 4-dr., $460. 

PONTIAC—’53 Chieftain (8) Catalina. 
$1,550*; 2-dr., $1,200*. ‘51 Silver 
Streak (8) Catalina, $825*, $735°; 
station wagon, $800*; 4-dr., $550*. 

STUDEBAKER—'52 Commander Sport 
coupe, $710. '50 Champion club coupe, 
$190; 4-dr., $130. '49 Champion club 
coupe, $230. 

WILLYS—’53 (6) 2-dr., $600. 


$1,180. 


*Indicates automatic transmission or overdrive, and (ps), power steering. 


Other Auction Reports are on Pages 35, 36, 39 


turbine power plants for military 
and automotive use. 

Col. Vincent, now 74, holds more 
than 400 engineering patents. He 
was instrumental in the design of 
the first aircraft engine with 
standardized parts for mass pro- 
duction, as well as in the develop- 
ment of 12-cylinder V-type engines 
and of diesel aircraft engines. 

Joining Packard in 1912 as 
chief engineer, Vincent rose to 

engineering vice-president in 

1915. 

Following design of the Liberty 
engine, he entered the Army in 
1918 with the rank of major and 
was promoted to colonel the follow- 
ing year. He built the experimental 
engineering station in Dayton, O. 

When after the armistice of 1918 
the problems of balance in V-8 
engines were studied, Col. Vincent 
emerged with an eight-cylinder in- 
line engine with inherent balance. 


Career Highspots 


Liberty Engine— 


One of the outstanding achievements 
of Col. J. G. Vincent was the Liberty en- 
gine during World War |. This 12-cylinder 
engine and its automotive counterpart, the 
Twin-Six V-type 12-cylinder engine used 
by Packard from 1915 to 1923, were the 
first in the long line of engines developed 
by Col. Vincent during his 33 years as 
Packard's chief engineer. 


At Proving Ground— 


Col. J. G. Vincent (left), retiring Pack- 
ard director, and Ray P. Powers, vice- 
president of Studebaker-Packard, watch 
testing at the Packard proving ground, 
Utica, Mich. 


AUSTIN, Tex.—Bootlegging con- 
tinues in full swing in Texas, the 
Texas Automotive Dealers Assn. 
said last week in its bulletin, “de- 
spite the pious pronouncement by 
officials of leading car manufac- 
turers ... that they are opposed to 
it and would take varying meas- 
ures to control it... .” 

Within three days after most 
1955 models were shown, and in 

some instances prior to the debut 
date, the new creations appeared 
in “appalling numbers” on Texas 
used-car lots, the bulletin said. 

A spot check of seven cities, it 
said, showed nearly 500 new models 
on open lots. All major makes were 
represented, it said. 

Hotbed for bootlegged models ap- 
peared to be Fort Worth, it said, 
although there were plenty of ’55s 
noted in Dallas, Houston, Wichita 
Falls, Longview, Lubbock and Cor- 
pus Christi. 

In some of these cities, TADA 
said, stocks on open lots exceeded 
the supplies in the hands of au- 
thorized dealers. Some franchised 
dealers said that when their own 
supply was extremely low, the 
used-car lots appeared to be ade- 
quately stocked. 


“It must be borne in mind,” 


Eisenhower OK’s 
Visit to NADA 
Chicago Conclave 


WASHINGTON. — President 
Eisenhower will make an appear- 
ance at the NADA annual conven- 
tion in Chicago, according to 
NADA President Charles C. Freed. 

Following a visit to the White 
House Wednesday, Freed told 
AuTomotTivE News that the Presi- 
dent said he “would surely show 
up, if only for a brief greeting, and 
possibly a major speech.” 

The NADA Executive committee, 
meeting here last Wednesday and 
Thursday, called in a body on the 
President. Their spokesman was 
Postmaster - General Arthur Sum- 
merfield, an old auto dealer him- 
self (Chevrolet-Flint). 

NADA men promised the Presi- 
dent fullest cooperation in his 
traffic safety efforts and in his 
proposed highway program, which 
is expected to run into billions. 


“We should have had that pro- 


gram 10 years ago,” quipped Freed. 

“That’s right,” he quoted Mr. 
Eisenhower, “But I wasn’t Presi- 
dent then.” 

General convention plans occu- 
pied the attention of the executive 
committee during its session. 

“Blueprint for Profit” will be the 
theme of the 1955 NADA conven- 
tion and equipment exhibition, 
Convention Director Ray Chamber- 
lain announced last week. 

Chamberlain disclosed the names 
of four speakers who will appear 
before new-car dealers after two 
days of guided automotive sales 
and service clinics. Chicago’s Con- 
rad Hilton Hotel will be the exhi- 
bition scene Jan. 29-Feb. 2, with 
business sessions set for Jan. 31- 
Feb. 2. 

Speakers will include Paul M. 
Mazur, partner in Lehman Bros., 
New York investment bank; E. La- 
Mar Buckner, president of the U. S. 
Junior Chamber of Commerce; C. 
Hamilton Moses, chairman of Ar- 
kansas Power and Light Co. and 
founder of the Arkansas Economic 
Council, and Vince Baker, selling 
expert and sales manager for W. K. 
Hurd Pontiac, Pueblo, Colo. 


Maryland Dealers 
Elect Chenowith 


BALTIMORE.—(UTPS) — Marc 
Chenowith was elected president 
of the Automobile Trade Assn. of 
Maryland at its annual meeting 
here. 

Frank J. Marsden was elected 
vice-president, and Thomas J. 
O’Donnell was reelected secretary- 
treasurer. 


TADA said, “that the figures of 
nearly 500 are from only seven 
cities, and that they include only 
the number of cars which were 
visible from the street. 

“How many might have been in 
warehouses or in transit is a sub- 
ject for speculation that is even 
more appalling.” 

* + 


55s Fill U.C. Lots, 
Akron Paper Reports 


AKRON. — New models of most 
makes can be bought at reduced 
prices at used-car lots in Akron, 
the —— Journal reported last 
week. 


“It shows,” the newspaper said, 
“that the new-car dealers and 
the manufacturers have made 
little progress in stamping out 
what they said was a ‘terrible 
practice’: Cut-rate sales of the 
new models through the used-car 
lots.” 

The newspaper said the used-car 
dealers were offering to deal 
through out-of-state points so that 
the buyer could avoid payment of 
state taxes. 


One used-car dealer, the news- 
paper said, offered to supply any 
new Ford with any equipment de- 
sired for $100 above dealer price. 
His sources, the paper said, are 
two dealers “out in the country.” 

The used-car dealer, said the 
Beacon Journal, claimed to be “al- 
most the sole distributor” for one 
of the dealers. 


The franchised dealer, the pa- 
per said, pockets the entire $100 
margin, and the used-car dealer 
who does the actual selling, 
makes his profit from handling 
the tradeins on the ’55s. 

The newspaper quoted a bootleg 
price of $2,350 on a fully equipped 
Ford Fairlane. An Akron dealer, it 

said, quoted a delivered price at 
$2,840 on the same car, but “whit- 
tled it down to $2,400 after a half- 
minute of conversation.” 


Tooker Steps Up 
To Presidency 


In Reo Revamp 


LANSING. — John C. Tooker, a 
veteran of 30 years with the com- 
pany, has been elected president of 

Reo Motors, Inc. 

S. D. Den Uyl, 
president of Bohn 
Aluminum & 
Brass Corp., 
which purchased 
Reo’s assets last 
November, also 
announced the or- 
ganization of a 
new Reo board 

; of directors and 

disclosed that the 
J. OC. Tooker transfer of own- 
ership will be completed Dec. 31. 
Thereafter, Reo will be operated as 
a subsidiary of Bohn Aluminum. 

The new board will consist of 
Den Uyl; Tooker; James B. Alley, 
of New York, and Howard J. Stod- 
dard, president of- the Michigan 
National Bank of Lansing. 

Alley is a member of the law 
firm of Hooker, Alley & Duncan, 
counsel for Bohn. Stoddard had 
been a member of the Reo board 
and also is a director of Bohn 
Aluminum. 

Tooker, who had been vice-presi- 
dent and assistant to the president 
at Reo, will succeed Joseph S&S. 
Sherer jr., who has been president 
of Reo since 1948. 

Den Uyl said V-8 truck engines 
will be the keystone for an aggres- 
sive sales and production program 
and that all of the company’s plani 
space will be required to meet Reo’s 
production schedule as a result of 
this program. 

Tooker joined Reo in 1925. He 
became sales distribution manager 
in 1935, sales engineer in 1938 
Washington representative in 1941, 
assistant general sales manager in 
1948. He became vice-president and 
assistant to the president in 1951, 
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Mercury's new MONTCLAIR SERIES: 198-hp V-8. Only 58.6 in. hig 
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New Upholste 
P wats 
Blends Fabric, 

az a 
Vinyl Designs 

DETROIT. — U. S. Rubber Co. 
has developed a method of perma- 
nently applying vinyl designs to 
upholstery fabric. 

The new upholstery material, 
known as Breathable Naugahyde, 
is said to combine the “breathable” 
feature of fabric with vinyl’s dur- 
ability and resistance to soiling. It 
offers an opportunity for design, 
texture and color effects which, it 
is stated, could never be achieved 
with vinyl before. 

Breathable Naugahyde was in- 
troduced to the American Institute 
of Decorators at a New York meet- 
ing. Furniture upholstered with the 
new material was displayed. 

In the automotive field, the new 
upholstery is being used on the 1955 
Dodge convertible in three colors 
for seat cushions and seat backs. 
It igs also being used in the 1955 
Chrysler Town and Country for 
seat cushions, seat backs and side 
wall trim, and is being considered 


Let’s talk turkey about 
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Now Totals $10,340 Million... 


Auto Credit Down $25 Million 


For Cooler Seating— 


Smoke blown through Breathable Nav- 
gahyde, developed by U. S. Rubber Co., 
demonstrates how fabric qualities are re- 
tained although vinyl designs are perma- 
nently incorporated in the new material. 


by other auto manufacturers for 
1956 cars, U. S. Rubber said. 

Four patterns are available. They 
are Oriental, made in 10 colors, 
quadrille in 12 colors, and sequin 
in 12 colors. These are 53 inches 
wide. 


WASHINGTON.— Automobile in- 
stallment paper outstanding de- 
creased $25 million during October, 
according to a consumer credit re- 
port issued last week by the board 
of governors of the Federal Re- 
serve System. 

According to the board, auto 
paper outstanding at the end of 
October totaled $10,340 million 
dollars, or slightly less than half 
of the $21,952 million in outstand- 
ing consumer installment credit 
of all types. 

The total auto paper was $33 mil- 
lion less than it had been a year 
earlier. In its breakdown, the board 
showed auto paper held as follows: 
Commercial banks, $3,870 million, 
down $40 million during the month; 
sales finance companies, $5,491 mil- 
lion, up $17 during the month; 
other financial institutions, $589 
million, down $2 million, and auto 
dealers, $390 million, unchanged 
from the previous month. 

In the last year, according to the 
report, paper held by banks has 





service 


declined $271 million. Paper held 
by sales finance companies has in- 
creased $219 million; by other fi- 
nancial institutions, $12 million, 
and by auto dealers, $7 million. 
The $25 million drop in auto 


20 DeSotos to Transport 


OSU Gridders on Coast 


DETROIT. — DeSoto has _ as- 
signed a fleet of 1955 automobiles 
to Ohio State University for use 
by OSU officials and the Buck- 
eye football squad at the Rose 
Bowl. 


James L. Wichert, DeSoto di- 
rector of advertising and sales 
promotion, said the 20-car fleet 
will include four-door, converti- 
ble and hardtop DeSotos in the 
Ohio colors of cardinal red and 
gray. 

The cars will meet the Big Ten 
champs upon its arrival at Bur- 
bank (Calif.) Airport on Dec. 18. 





Selling service is like selling any- 
thing else—the more customers, the 
better the business. 

That’s why you'll find the majority 
of the nation’s car dealers and in- 
dependent repair shops located in 
Country-Side America. The 
19,000,000 families who live here— 
in towns under 10,000, in crossroads 
villages, down country lanes, and on 
farms—keep most of the nation’s 
automotive dealers in business. They 
own well over half the cars in the 
United States. They account for 
most of the service work done. 

That’s why more and more manu- 
facturers are supporting their deal- 
ers through advertising in the Coun- 
try-Side Unit—the combination of 


Farm Journal and Town Journal 
magazines. Farm Journal is Ameri- 
ca’s largest, most influential farm 
magazine. Town Journal is the only 
dual-appeal magazine devoted ex- 
clusively to Main Street family in- 
terests. Together they reach and sell 
the whole Country-Side Market. 
Dealers, of course, are delighted 
with such support. It gives them 


Fre ane ait 
lown Journal 


coverage like a local newspaper 
among their own best customers and 
prospects. 

If you’d like to see what Country- 
Side families can mean to you, send 
for the Country-Side Analysis Folder 
for your territory. Naturally, it’s 
free. Write Dealer Service Depart- 
ment, Farm Journal, Inc., Philadel. 
phia 5, Pa. Do it today. 


THE COUNTRY-SIDE UNIT... 


4,450,000 of the best families 
concentrated in America’s biggest 
automotive market 

SELLS THE WHOLE 
COUNTRY-SIDE MARKET 


paper during October occurred in 
the face of a $17 million increase 
in overall outstanding consumer 

installment credit, according to 
the board’s figures. 

The October climb in overall 
credit, the board said, compared 
with an increase of $185 million in 
October, 1953, and $521 million in 
October, 1952. 

New extensions of credit amount- 
ed to an estimated $2,454 million in 
October, while repayments totaled 
an estimated $2,437 million. 

Total short and intermediate- 
term consumer credit outstanding 
at the end of October was esti- 
mated at $28,975 million. That was 
$119 million above a month earlier 
and $375 million above a year 
earlier. 


Zeller Annexes 
Both Blue Crown, 


Jerry Colonna 


DEFIANCE, O. — Jerry Colonna, 
movie, radio and television com- 
edian, entered business last week 
as vice-president of Blue Crown 
Spark Plug Corp. in a deal involv- 
ing consolidation of the country’s 
fourth largest producer of spark 
plugs with Zeller Corp., of Defi- 
ance. Blue Crown has moved its 
facilities from Chicago to Defiance. 

Colonna’s interest in the Defiance 
concern stems from his appearance 
two years ago as star of the annual 
Christmas party show of Zeller 
Corp., which long has been a major 
producer in the automotive prod- 
ucts field. 

At that time, Zeller officials 
learned to know a different Jerry 
Colonna than that known by the 
millions who have laughed uproari- 
ously at his comic antics. Colonna, 
during the course of a plant tour, 
revealed an inventive bent, which 
has resulted in development of sev- 
eral marketable ideas over the 
years. 

Blue Crown also announced ten- 
tative plans to re-enter auto rac- 
ing. Blue Crown Specials built up 
the greatest all-time winning rec- 
ord in Indianapolis 500-mile race 
history, sweeping to victory in 
three consecutive races, 1947, 1948 
and 1949, and also taking second 
position in 1947, 1948 and 1950. 

Colonna soon will tour all Blue 
Crown marketing outlets. 


Munn 


(Continued from Page 3) 


trate on it, difficulties would be 
largely eliminated. 
= 7 . 


One Project at a Time 


Rates to the ships, we 
can compare the U. S. Engi- 
neers and the Coast Guard to our 
trade associations. They can work 
on the problems to make naviga- 
tion in our field profitable and safe. 
The U. S. Engineers and the Coast 
Guard concentrate their efforts on 
one thing at a time, deepening a 
channel here or removing an ob- 
struction there. They don’t scatter 
their efforts. They work on one 
project at a time. 

Our trade associations can be 
compared to these government 
agencies. We have a lot to do, 
but we won’t make progress un- 
less we concentrate on overcom- 
ing one hazard at a time. 

So the one basic effort this year 
should be on the removal of the 
contract clause—“cancellation with- 
out cause.” That is the rock that 
limits our opportunity in reaching 
the goal of dealers. It is a rock 
that has not been successfully at- 
tacked in 50 years. There is only 
so much effort to be exerted to 
improve our channels of trade. Let’s 
not disperse our efforts on many 
things that perhaps should be done 
but concentrate on the one obstruc- 
tion—the proper relationship be- 
tween the producing and selling 
end of this wonderful business. 


Appich Elected 
Carl W. Appich, president of 
Emrich Chevrolet Sales Corp. 
Richmond, Va., has been elected 
to Chevrolet’s national dealer plan- 
ning committee. 
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see the NEW 1955 


JAGUAR 


*x NEW! Precision race car steering for extra safety 





*x NEW! Up to 30% more power now available for the engine 
that made Jaguar the world’s fastest production car 


*x NEW! Enlarged cockpit —more leg room, greater comfort 
* NEW! Redesigned chassis—even greater roadability 


*x NEW! Smart refinements of the same sculptured beauty 
that made Jaguar the world’s most admired motor car 







XK-140 SUPER SPORTS ROADSTER 


More powerful than the XK-120 — 
the world’s fastest production car! 


From $3450 at Port of Entry 
Wire wheels and White wall tires extra 


For years, the car no others could copy, 

try as they might. And now...when a car even finer 

than the Jaguar XK-120 appears... 

it’s a Jaguar XK-140! More than ever, the car you'll drive 





XK-140 CONVERTIBLE 
2-3 seater for the sheer fun of it! See it in action — 


call your Jaguar dealer for a demonstration drive. 


Four distinctive models: XK-140 Super Sports Open Two-Seater, 
Convertible, Hardtop Coupe and classic Mark VII-M 
Family Sports Sedan — all roomier, sleeker, faster — 


XK-140 HARDTOP COUPE all with optional overdrive or automatic transmission. 


2-3 seater 


now more than ever, the finest car of its class in the world! 


S oe CHARLES H. HORNBURG, Jr., INC. THE HOFFMAN MOTOR CAR CO., INC. 
dealer inquiries 9176 SUNSET BOULEVARD. 487 PARK AVENUE, NEW YORK CITY 
invited LOS ANGELES, CALIFORNIA 65 EAST SOUTH WATER STREET. CHICAGO, ILL. 


DISTRIBUTOR WEST OF THE MISSISSIPPI DISTRIBUTOR EAST OF THE MISSISSIPPI 
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In 9-Month Dealer Statements .. . 
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Finance Reserve Gets 
Smaller Profit Role 


(Continued from Page 3) 


dropped from 9.9 percent to 9.6 per- 
cent. 

Total expense was shaved from 
13.7 percent at the end of June 
to 13.6 percent at the end of Sep- 
tember. 


“Overall profits declined from an 
indicated second-quarter average 
of 2.9 percent to slightly more than 
one percent in the third quarter,” 
NADA said, “bringing the nine 
months’ average to 1.7 percent. 


“These figures include reserves 
from finance companies set up on 
the dealers’ books as an offset to 
repossession losses.” 

+ + * 


oe operating-profit record for 
the year now stands at 0.8 per- 
cent for the first three months, 1.9 
percent at the end of June and 1.7 


percent at the end of September, 
NADA said. 


“The third-quarter drop was not 
unexpected,” the association added. 
“It was the inevitable result of 
pressure to liquidate top-heavy new 
and used stocks ahead of model 
changeovers.” 

NADA said that 20.1 percent of 
the dealers included in the sur- 
vey, or one dealer in five, oper- 
ated in the red for the nine 
months. 


The average dealer’s total ex-|and supplies, $19.50; rent and ex- 
pense of $632.42 per new unit re-| pense in lieu of rent, $47.65; adver- 
tailed, is broken down as follows: | tising, other than factory coopera- 

Warranty and policy and deliv-| tive, $36.60; insurance, other than 
ery expense, $48.80 per new unit} building, $17.56, and all other ex- 
| pense, $141.65. 


sold; salaries, commissions and 


other compensation to salesmen, | 


$94.50 per unit; all other salaries, 
except mechanics’ earnings charged 








Veena NEW aby as 
made possible by th SRA aS 


Keep weather strip- 
on hoods from 





Eliminate speed- systems. 
ometer cable noise. Stop distributors 

Prevent battery and fan belts from 

terminal 


Breakdown of Dealer Expense 
NINE MONTHS, 1954 
(Percentage of Total Sales) 


Group 
I 


95 


Group 
til 


1.21 


Group 
Il 


1.10 


“— 
Warranty, policy, delivery ........ 1.19 
commissions, 
compensation to salesmen 
All other salaries, wages; 
except mechanics 
Shop tools and supplies................. 
Rent and expense in lieu 
of rent 
Advertising, other than 
factory cooperative 
Insurance, other than 


2.23 2.22 2.28 
4.97 


Al 


4.07 
35 


4.32 


‘building... 
All other expense .................00000. 


Total Expense .......... 
—From NADA Survey 


to labor costs, $226.16; shop tools 
of the first half. 

New-car inventories as of Sept. 
30 were 36 percent lower than 
they were on June 30, NADA said. 
The average stock last June was 
12.4 curs per dealer, compared 
with 7.9 cars per dealer at the 
end of September, according to 
NADA. 


* * * 


| ALL cases except salaries other 
than salesmen’s, each item of ex- 





pense was lower than at the end 





— 


Stocks were said to have repre 
sented a 37.3-day supply at the end 
of the first half. At the end of nine 
months, however, stocks were in 
25.6-day supply on the average, 
NADA reported. 

In used cars, stocks representd 
more than 32 days’ supply at the 
end of both periods. Supply was 38 
days on June 30 and 32 days on 
Sept. 30. 

+ o = 
7 quicker turnover was con- 
fined to a smaller percentage 
of the overall stock for the Sep- 
tember stocks than it had been for 
June stocks. 

In September, 48.2 percent of 
the used vehicles had been in 
stock more than 30 days. These 
“nailed-down” vehicles repre- 
sented only 42.7 percent of all 
stock at the end of June. 

Parts sales held steady in a com- 
parison between the two periods. 
In both instances, percentage of 
gross profit to sales was 30.1 per- 
cent and the rate of turnover was 
identical at 2.1 times per year. 

Parts sales of $330 per new unit 
sold in the first half had crept 
upward to $331 per unit for the 
nine months, however. 
am * * 


USTOMER labor sales dropped 

























































corrosion. 











STOP RUBBER SQUEAKS, RETARD CRACKING, 
WATERPROOF IGNITION SYSTEMS 


Trying to lick trouble spots such as those 
shown above? New greases now being made 
with General Electric silicones are the answer! 
Ideal for protecting rubber parts against heat 
or cold . . . for stopping squeaking and sticking 
... for guarding against moisture and corro- 
sion ... these new greases take advantage of 
the remarkable properties of G-E silicone fluid 
SF-96. Temperature-resistant between —80 
and +400 F, SF-96 makes possible greases 
which won’t melt or freeze, which shed water, 
prevent sticking and add to the life of rubber 
parts by resisting sunlight and weather. 


@ For information on greases made with G-E 
silicones, just write to General Electric 
Company, Silicone Products Department, 
Section 464-12, Waterford, N. Y. 









Typical of the new greases made with 
G-E silicones is K-2 PROTECTIVE 
COMPOUND, a product of Marson 
Corp., Revere, Mass. A simple applica- 
tion on doors, trunks, hoods prevents 
squeaks, sticking. 


G-E silicones fit in your future 


GENERAL @@ ELECTRIC 


slightly — from $246 per new 
unit sold to $242—but the percent- 
age of gross profit to sales was up 
from 43 percent for the first six 
months to 44.7 percent for the 
three quarters. 

Total service sales were up— 
from $780 for the six-month 
period to $787 for the nine 
months. Percentage of gross 
profit to sales also increased 
slightly, from 33 percent to 33.2 
percent. Service absorption, with 
owners’ salaries included, was 
up from 56.0 percent to 58.3 per- 
cent. 

Miscellaneous sales accounted 
for a smaller proportion of total 


Dealer Profit Picture 
At a Glance 


Three quarters compared with 
first half, 1954 


Percent Percent 











Up Down 
Total Sales .............. 0.8 
Gross Profit ............... 3.1 
Variable Expense .._ 2.2 
Fixed Expense ........ 3.2 
Total Expense ............. 1.7 
Operating Profit ........ 13.2 
Days’ supply 
new cars . 31.4 
Days’ supply 
BEY des anscsgstisceces 15.8 
Parts sales .............. 0.3 
Labor sales .................. 1.6 
Service sales ................ 09 
Service absorption ... 4.1 


sales during the nine months than 
they did during the first half. New- 
| vehicle sales accounted for 53.9 
| percent of all sales in the first half, 
|compared with 54.7 percent in the 
|nine months. 

| Used vehicles represented 26.6 
| percent of total sales in the first 
half and 27 percent in the three 
| quarters, while service sales were 
|up from 16.6 percent to 16.9 per- 
| cent. 











Industrial Sweeper— 


| 


A heavy-duty power sweeper, called the 
| Hydra-Sweep, is being marketed by In- 
dustrial Sweeper Co., South Bend. It ‘s 
driven by hydraulic power, and its brush 
speed is said to be constant, regardless 
of travel speed. According to the maker, 
it will operate at speeds up to eight miles 
per hour, and at six miles an hour will 
sweep a clean strip 61 inches wide, cov- 
;ering an area of 150,000 square feet 
| every hour. On this basis, it is stated, the 
sweeper will save 60 to 75 man-hours per 
hour. Sweeping width is adjustable, from 
30 to 61 inches. 
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STEERING AND BRAKING 


sets new standards 


of driving ease 
and safety 


— “Baady”* \on pedal 


POWER brake 


Specified by more car manu- 
facturers than any other make, 
Bendix Low Pedal Power 
Brake makes possible quick, 
sure stops by merely pivoting 
the foot from stop-and-go con- 
trols. No need to lift the foot 
and exert leg power to bring 
the car to a stop. Result—more 
driving comfort, less fatigue 
and greater safety! 


l 


POWER Steering 


Because Bendix Power Steer- 
ing is of the linkage type, ve- 
hicle manufacturers find it es- 
pecially adaptable for produc- 
tion line installation, without 
extensive engineering changes. 
Manufacturers can now meet 
the increasing demand for 
power steering.more efficiently 
and more economically with 
Bendix Power Steering. 





Gondi HYDROVAC? 


POWER brake 


With over four million in use, 
the Bendix Hydrovac is by 
all odds the world’s most 
widely used power brake for 
commercial vehicles. This 
overwhelming preference for 
Hydrovac is a result of sound 
engineering design, excep- 
tional performance, low orig- 
inal cost and minimum serv- 
ice upkeep. 


" ii a 








“Sond” KiR-PAK* 
POWER brake 


With one simple compact unit, 
Bendix Air-Pak combines all 
of the well-proven advantages 
of hydraulic brake actuation 
with an air brake system. An 
important advantage of Air- 
Pak is that brakes can be ap- 
plied by foot power alone 
when braking is required be- 
fore air pressure builds up or 
if it should fail for any reason. 

*REG. U.S. PAT. OFF. 
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AUTOMOTIVE AUTOMOTIVE NEWS PLATFORM 


™ 7 !. Fair and equitable contracts between manufacturers and dealers in 
a motor vehicles, parts and accessories; 


i 2. Every dollar of gasoline and oil taxes, collected t 
e governments, applied to the building and fadeeene ae 


¥ 3. Guard the precepts of individual freedom, which made the U. S. A. 
" = -_ =~ citizens more of the better things of life than man 
else in world. 


“Which Is Public's Choice: 
Trader or Merchant? 


HICH way should we go? As “Trader Doe, the Hi-Dollar 
Joe?” Or as “Joseph Doe, Auto Merchant?” 


_ When you strip away the obfuscation from the controver- 
sies raging in the auto retail field, you get down to these 
simple questions. 


In one trend of thought, dealers would like to become 
— merchants, operating on a dignified, one-price 
asis. 


Another group represents the wheel-and-deal theory, 
using wild tactics that leave the customer in a daze but 
with his name on the dotted line. 


Perhaps still a third group would like dealers to have the 
name and standing of dignified merchants, but with a little 
razzle-dazzle thrown in to move the customer. 


As firm exponents of the volume theory of selling cars 
—which results in forcing the market—factories believe 
it’s the only way to keep competition going. 


Many contend that the auto business is a trading business 
end that the dealer discount contains a margin for trading 
—or overallowance for the buyer’s tradein. 


Yet many dealers contend that the vastly increased invest- 
ments that dealers have made in buildings and equipment 
since the war have wiped out the margin. 


To provide the trading allowance, they add a pack to the 
top price and give it away on the tradein. This results in 
public criticism of packed prices, and charges that packed 
prices open the way for new-car bootlegging. 

Nearly every dealer association bulletin is asking the 
question: “Which way are we going?” 

A solution might be for the auto industry to embark on 
a pro to find out. Auto men say blithely that auto 
customers like to trade; that they would rather get more 
for their tradein than pay less for the new car. 

A well thought-out public research program, sponsored by 
NADA, might give the answer — perhaps before it is 
too late. 


















Dealer Conventions 

Dec. 14 — Milwaukee County Automobile 
Dealers Assn. Convention, Milwaukee 
Athletic Club, Milwaukee. 

Jan, 29-Feb, 2—NADA Annual Convention, 
Hotel Conrad Hilton, Chicago. 

Feb. 28-March | — Louisiana Automobile 
Dealers Association Annual Convention 
and Exhibit, International Room, Hotel 
Roosevelt, New Orleans, La. 

Sept. 16— Nebraska New Car Dealers 
Association, Paxton Hotel, Omaha. — 
— 16-17 — New Mexico Automotive 
a Asen., Nickson Hotel, Roswell, 


Sept. 18-20 — 32nd Annual Convention, 
New York State Automobile Dealers, 
Inc., Saranac Inn, Saranac, N. Y. 

Sept. 19—Minnesota Automobile Dealers 
Association, Radisson Hotel, Minneapo- 


lis, 

Nov. 13-14 — 20th Annual Convention, 
Automobile Dealers Association of 
— Tutwiler Hotel, Birmingham, 

rc *. * 


Dealer Auto Shows 

Jan. 8-13 — Houston Automobile Show, 
Sam Houston Coliseum, Houston, 

Jan, 8-16—26th Annual Auto Show of the 
National Cap?tal Area, District of Co- 
lumbia National Guard Armory, Wash- 
ington, D. C 

Jan. 8-16—Chicago Auto Show, 
tional Amphitheater, Chicago, 

Jap. 10-16—Grand Rapids Auto Show, 
Grand Rapids Clvic Auditorium, Grend 
Rapids, Mich. 

Jan, 21-29—Andianapolis Automobile Show, 
Manufacturers Bidg. Indiana State Felr 
Grounds, Indianapolis. 

Jan. 21-30—Los Angeles Automobile Show, 
Pan Pacific Auditorium, Los Angeles. 
Jan. 24-30 — Seattle Automobile Show, 

Seattle Armory, Seattle. 

Jan. 22-29—Baltimore Automobile Show, 
Fifth Regimeat Armory, Baltimore, 
Maryland. 

Jan. 22-30—St. Louis Automobile Show, 
Kiel Auditorium, St. Louis. 

Jan. 29-31—Tri-State Auto Show, 
ville Automobile Dealers Assn., 
ville Armory, Evansville, Indiana. 

Jan. 29 - Feb, 5—Rochester Auto Show, 
Rochester Armory, Rochester, N. Y. 

Jan. 29-Feb. etroit Auto, Show, Michi- 
gan State Fair Grounds, Detroii 

Jan. 29-Feb. 6 — Qued-Gity Autorama 
Davenport, lowa, Rock Island, Moline, 
ast Moline, Ill.), Rock Island Armory, 
Rock Island, Ill. 

Feb. 2-6—San Diego Automobile Show, 
Electric Building, Balboa Park, San 
Diego. 

Feb. 5-12— Milwaukee Auto Show, Mil- 
waukee Auditorium, Milwaukee. 

Feb. 5-12—Des Moines Automobile Show, 
Veterans Memorial Auditorium, Des 
Moines, 

Feb. 5-12 — Buffalo Automobile Show, 
Masten Avenue Armory, Buffalo. 

Feb. 6-13 — Schnect Auto Show, 
aia Armory, nectedy, Mew 
‘° 


Interna- 


Feb. 8-13 — oF ha Automobile Show, 
oe New Clive Auditorium, Omaha, 
eb. 


Feb. 13-20—San Francisco Auto Show, San 
Francisco Civic Auditorium. 

Feb. 20-27—Syracuse Auto Show, Onon- 
daga County War Memorial Bldg., 
Syracuse, New York. 

Feb. 24-27—Sioux City Automobile Show, 
Sioux City Municipal Auditorium, Sioux 
City, lowa. 

Feb. 26-March 5—Kansas City Motor Car 
Show, Exhibition Hall, Municipal Audi- 
torium, Kansas City, Missougi. 

March—Lewiston Automobile Show, Lewis- 
ton Armory, Lewiston, Maing, 

March—Spokane Automobile Show, Spo- 
kane Coliseum, Spokane, Washingtop. 

March 4-6—3rd Annual Kansas Automobile 

w, Hutchinson Sports Arena, Hutch- 
inson, Kansas. 

March 29-April 3—Secramento Auto Show, 
Civic Auditorium, Sacramento, Califor- 
nia. 

April 20-23—Danville Auto Show, Danville, 
Virginia. 

a a 


General 


Jan. 10-13—American Road Builders’ As- 
sociation Convention, Roosevelt Hotel, 
New Orleans, La. 

Jan. 10-l4—Nafional Annual Meeting and 
exhibits, Society of Automotive Engi- 
neers, Sheraton-Cadillac and Statler 
Hotels, Detroit. 

Jan. 11-14—34th Annual Meeting of the 
Highway Research Board, Building of 

(Continued on Page 42, Col. 4) 


20 Years Ago... 
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readers, an 


OPS Regulation 

I have been a long time sub- 
scriber to Automotive News and 
look forward to receiving it every 
week. 

In my opinion, the Nov. 22 issue 
had one disturbing reference in 
“Capsule Comment.” Quote: “For 
the OPS ‘experts’ who concocted 
the new-car maximum price regu- 
lations, a deserved obituary.” 

Is this an implication that New 
Car Maximum Price Regulations 
posted on a large showroom chart 
was out of order and not good 
practice? Nine out of 10 dealers 
would rather operate and sell new 
cars with honest prices and sup- 
ported as they were during OPS 
administration, rather than operate 
on today’s conditions with Packs 
and inflated new-car prices and 
other deceptive practices. 

Whoever on your staff inserted 
the above quote certainly must 


The Big Stories 


Declaring that auto salesmen in general are underpaid and that 
many dealers can attribute poor car sales to poorly qualified men, 
Aaron DeRoy, Detroit Hudson and Terraplane distributor, announced 


that effective Jan. 1 all salesmen’s drawing accounts against com- 
missions will be substantially increased to a minimum of $25 a week 
. .. Hudson announced prices for 1935 models ranging from $595 to 
$1,195 . . . Wholesale automobile financing in October totaled $46,- 
495,841, a sharp decline from the $56,848,511 total in September... 
Title to all assets of the H. H. Franklin Mfg. Co. was passed to the 
recently incorporated Franklin Motors, Inc., headed by John E. Wil- 


liams, formerly Franklin sales manager . 


. . Automotive exports in 


October totaled $12,764,001, compared with $8,901,846 in October, 1933. 


—From the files of Automotive News. 





‘Honest Prices . 


pen forum for the discuss 
your letters are welcom 





9 


nm of any subject of interest to our 
| No attention is given to unsigned 


letters but you may sign your name with the assurance that it will not be 
used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 


have a very poor conception of the 
retail end of the business, and the 
many deceptive practices in force 
that has and is gradually destroy- 
ing public and owner goodwill. 

“OPS experts” had the courage 
to force Honest New Car Prices in 
the open and being shown to the 
public—which practice is not ad- 
hered to today by any manufac- 
turer.—EASTERN DEALER. 

* * * 


Strike Date? 


I have followed with interest Joe 
Callahan’s story concerning the 
Guaranteed Annual Wage plan 
concocted by the United Automo- 
bile Workers Union. 

The final paragraph in the Nov. 
15 story states that showdown ne- 
gotiations are only weeks away. 
As the proceedings will vitally af- 
fect our credit policies, I would 
like to know the exact date nego- 
tiations are to commence. 

Also, if possible, please tell me 
the date a general strike will zo 
into effect, if an immediate solution 
is not reached.—J. A. Corrgy, Vic- 
toria Bank & Trust Co., Victoria, 
Tex. 

Eprror’s Note: There has been 
some conjecture that talks be- 

tween the UAW and the auto 
makers may get under way 
secretly shortly after the first of 
the year. 

However, none of the parties 
are obliged to open negotiations 
until 60 days before expiration o/ 
the five-year contracts. 

Contract expiration dates are 
May 31 at General Motors, June 
1 at Ford Motor Co. and Aug. 
81 at Chrysler Corp. 
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OF AMERICA’S GREATNESS .... 


Now...more than ever at Christmas Time we should give thanks for the greatness that 
is America! Only on free soil can every man find fulfillment for his ultimate goal. Here 
there is opportunity to plan... to hope... te dream and to make the most daring objective 


an exciting reality ! 


May we never lose sight of the enduring principles which have made our way of life 


possible . . . . May the spirit of Christmas inspire all mankind to live together in peace 


and good will . . . This is our wish for Christmas 1954! 


© 1954—H.0.7, COMPANY FACTORS, INC 


H. D. T. COMPANY FACTORS, INC. Creators of the Blue Coral Treatment WHITE PLAINS, NEW YORK 
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Sales Conditions in Various Areas... 


Auto Market Reports 


Iowa 

Cars are owned by 98 percent of 
Iowa farmers, and more than half 
are 1950 models or later, a market 
survey shows. 

The -study was made by the re- 
search department of Iowa Farm 
and Home Register in cooperation 
with the marketing research com- 
mittee of the American Petroleum 
Institute. 

Forty-three percent of the 
farmers interviewed had pur- 


chased cars in 1953 or the first 
nine months of 1954, the survey 
showed. Thirteen percent of all 
farmers own two cars. 

Trucks are owned by 42 percent. 
Some 30 percent of these were pur- 
chased in 1953 or the first nine 
months of 1954. 

+ * 


+ 
Indianapolis 
New-car sales in November to- 


taled 6 percert more than in the 
previous month in Marion County 


(Indianapolis), Ind. A total of 2,185 
new cars was registered, compared 
with 2,051 in October. 

New-truck sales also were up, to- 
taling 252 as compared with 233 in 
the previous month, an increase of 
nearly 9 percent. 

Car registrations by make were: 
Ford, 591; Chevrolet, 516; Ponti- 
ac, 286; Oldsmobile, 177; Buick, 
146; Plymouth, 89; Studebaker, 
15; Mercury, 66; 
Chrysler, 49; Nash, 42; DeSoto, 


OTrer ana! 


PRODUCTION 
o 


Dodge, 59; - 57. 


39; Cadillac, 18; Hudson, 12; 
Packard, 12; Willys, 6; Lincoln, 
3; Jaguar, 2, and Volkswagen, 2. 

Truck sales were: Ford, 84; Chev- 
rolet, 74; International, 53; Dodge 
24; GMC, 8; White, 6; Willys, 2 
and Divco, 1.—(C. L. Kern.) 

*- * = 


Manhattan, Kans. 

New-car registrations in Riley 
County (Manhattan), Kans., de- 
clined 22 percent in November, com- 
pared with the previous month. 

There were 70 new units sold in 
November, against 90 in October. 
Registrations in November were 
less than half what they were in 
June of this year when 149 new 
cars were sold. Low month this 
year so far was February, with only 


‘Sales by makes in November: 


GREY IRON GASTINGS 
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ONE OF THE NATION’S 
LARGEST AND MOST MODERN 
PRODUCTION FOUNDRIES 


ESTABLISHED 


ee 
2a 
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1866 


ee ey td DY 


FOUNDRY 


DIVISION 


MAIN OFFICE AND MANUFACTURING PLANTS 
CHATTANOOGA 2, TENNESSEE 


Pontiac, 15; Ford, 13; Chevrolet, 
11; Studebaker, 10; Buick, 5; 
Dodge, 5; Nash, 3; Plymouth, 2; 
Cadillac, 1; Chrysler, 1; Hudson, 

1; Mercury, 1; Oldsmobile, 1 and 
Willys, 1. 

Used-car sales slumped 7 percent 
in November, with 287 units sold, 
against 310 in October. 

Sales of new trucks were almost 
it a standstill with only two regis- 
trations against six the previous 
month. Both November sales were 
Chevrolets. 

Sixteen used trucks were regis- 
‘ered in November, against 36 in 
October. — (George M. Hunholz.) 

* + = 


Richmond, Va. 


Richmond’s used-car business, al- 
though behind last year’s, is mov- 
ing along at its second-best clip 
since 1940. 

Dealers expect a good market 
in 1955, too. Most report stocks 
are in good balance. 

The new-car market is booming, 
with most dealers reporting sales 
running far ahead of deliveries. 
One dealer reported a $100,000 
backlog. This situation, however, is 
expected to even itself out in a few 

weeks.—(T. D. Eaton.) 
* * * 


Portland, Ore. 

Dealers in Portland, Ore., feel 
that the new-car season is off to 
the most successful start in 30 
years. 

The only ticklish spot is that 
sales are running ahead of fac- 
tory deliveries in some instances. 

“The shortage of ’55s hurts clear 
through,” one dealer said. Delivery 
is taking up to 60 days for some 
models.—(F. K. Haskell.) 

* ad * 


Pittsburgh 

New-car registrations in the 
Pittsburgh area declined sharply 
from the relatively high number re- 
corded in the week ended Nov. 27, 
according to the Bureau of Busi- 
ness Research of the University of 
Pittsburgh. 

Business in general sagged a 
bit, according to the bureau's :in- 
dex. The index stood at 156.8 of 
the 1935-39 average, compared 
with 158.2 in the previous week. 

The Pittsburgh steel ingot rate 
edged up to 77.5 percent of prac- 
tical capacity—(Leon M. Leffing- 


well.) 
x * Bd 


Ottawa 

New-car dealers in Ottawa report 
that the appearance of ’55 models 
on used-car lots is not affecting 
their own new-car sales to any sig- 
nificant extent. 

New-car business is compara- 
tively good so far, they say, and 
customers show a preference to 
buy from franchised dealers. 

“T’ve looked into these ’55 cars on 
the lots,” one new-car dealer said, 
“and I find that they’re only come- 
ons for the dealers. There’s no 
money in these deals for these peo- 
ple and they’re not hurting the 
legitimate new-car dealers at the 
present time.”—(M. L. Schwartz.) 

+ x m 


Miami 

Inventories of new and used-car 
dealers are at the lowest point of 
several years in Miami; conse- 
quently, market conditions are 
generally satisfactory. 

However, there are indications 
that new-car dealers are beginning 
to overallow on some models. 

The wholesale market is the 
best it has been in nine months, 
a situation which has enabled 
used-car lots to keep inventories 
under control. 

Virtually every new-car dealer 
reports satisfactory acceptance of 
those 1955 models which have made 
their appearance and says that he 
has a substantial backlog of orders. 
—(George S. Connell.) 

* * x 


Cleveland 


Spotty and irregular new- car 
trading continues to persist in 
Cleveland, although used-car sales 
remain firm. 

For the week ended Nov. 27, 
new-car sales for the abbreviated 
holiday period saw sales at 1,077, 
compared with 1,044 for the pre- 
vioug full week. Used-car sales 
totaled 1,217, about 300 under the 
preceding seven days. 

A minimum of bootlegging ac- 
tivity is reported in the Cleveland 
area. Dealers credit the situation 
to the fact that there is little price 
differential between Cleveland and 
Detroit.—(Sanford Markey.) 








La. | B 
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Increased 
Service Efficiency 


You get the parts you want in a hurry. What’s more, Gen- 
uine Chevrolet Parts fit right ... . save you time on the job. 
Installation is quicker, simpler, easier. 


More than 1 out of 4 vehicles on the road 
is a Chevrolet! It’s the largest owner serv- 
ice market in the industry! By dealing with 
your Chevrolet dealer, you can take full 
advantage of the wide reputation for 
customer satisfaction that has been built 
by Genuine Chevrolet Parts. 


A complete line of 
Genuine Chevrolet Parts 


One quick, convenient source 
supplies all the parts you need. 
And you get the right parts to 
do the job right—Genuine Chev- 
rolet Parts. 


Be oS 


Customer Satisfaction 


Your service work is bound to 
satisfy when your skilled me- 
chanics use Genuine Chevrolet 
Parts. They’re made to function 
better . . . last longer. 






Technical Helps in 
Solving Service Problems 


Helps like the “Time Saver” 
shown here enable you to solve 
oo service problems quickly 
and accurately. You do jobs the 
right way —right away! 


KEEP ALL CHEVROLETS GENUINE ALL-WAYS 





a 


<a a 
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TURNINGS 


by 


John T. Benedict 


ase participation of serv- 
ice engineers in SAE activities, 
and more recognition of the im- 
portance of the vital service engi- 
neering functions are two long- 
range results we may expect from 
@ program now begun with the 
appointment of two new members 
to SAE’s transportation and main- 
tenance committee. 

Howard Willett jr. executive 
vice-president of Willett Co. has 
informed me that the last SAE 
council meeting approved the ap- 
pointments of Carl T. Doman, the 
Ford division’s national service 
manager, and J. O. Sibley, fleet 





anty Co., to serve on the T & M 
activity committee. 

Messrs. Doman and Sibley cer- 
tainly are to be congratulated for 
their willingness to divert the neces- 
sary time and énergy to this worth- 
while task. 

I’m solidly behind the idea of 
encouraging automotive service en- 
gineers to take a more active role 
in SAE affairs. I’ve been sold on its 
merits since last June, when I first 
began to hear that a number of 
people in the society were working 
toward this goal. 

In my opinion, the idea de- 
serves the support of engineering 
and manufacturing executives 


supervisor of U. S. Fidelity & Guar-| throughout the industry. They 









HEN George W. Byers, Sr., opened his horse 

livery and sales stable at Chillicothe, Ohio, 
in 1871, he launched the firm that’s now the state’s 
oldest and largest transportation merchants. 


In 1918, they sold their first auto. They became 
GMC dealers in 1935. Just a few months from now 
they’ll complete the magnificent new headquarters 
pictured in the architect’s drawing above. 


It will be the largest, most complete GMC truck 


center in all America. 


The 28,800 square-foot building will be situated 
on an ll-acre plot. There will be facilities for 
servicing 48 trucks at a time. The factory-trained 
, mechanics will have several hundred thousand 
dollars’ worth of the most advanced equipment and 
parts at their disposal. It will include a complete 


body and paint shop. 


And there will be many unique Byers features: 
Classrooms for Byers’ salesmen and mechanics. 


Special courses for customers’ drivers. A large 


recreation room for customers. Special overnight 
servicing arrangements for fleet owners. 


That “General Motors Trucks” sign on the front 
of the new building will be in letters eight feet high. 


GMC TRUCK & COACH—A General Motors Division 


should urge their service engi- 

neering personnel to join the SAE 
and thereby gain closer contact 
with those who design and build 
the cars. 

It’s my guess that we may look 
for some excellent meetings to re- 
sult from the joint planning of a 
service-engineering executive (Do- 
man) for an automobile manufac- 
turing company, and the supervisor 
(Sibley) of a large fleet operation. 

A beginning will be made at the 
SAE annual meeting next month in 
Detroit. On January 12, Sibley will 
preside at a round-table discussion 
on “Proper Selection of 1955 Auto- 
mobiles by Fleet Users.” 

We should have more technical 
papers presented by service engi- 
neers. Understanding of mutual 
problems, and two-way flow of in- 
formation will be instrumental in 
assuring proper emphasis on serv- 
iceability in the forward march of 
design engineering and manufac- 
turing techniques. 


At first thought, those who regard 
the service engineer solely as “a 
guy who rectifies the mistakes and 
oversights of designers and pro- 
cess engineers” may assume that 
the scope of possible public presen- 
tations by service personnel is 
limited by each company’s natural 





desire to avoid publicizing troubles 
and problems. 

However, I believe that further 
thought will show the fallacy of 
this argument and convince any- 
one with a little imagination that 
the proper approach would pro- 
duce very worthwhile papers 
without putting any product in 
an unfavorable spotlight. 

There’s a growing awareness that 
service engineers need not be 
limited to merely a negative 
“trouble-shooter” function. It is now 





Cc. T. Doman J. 0. Sibley 
being recognized that, given a 
proper place in the organization, 
the service engineer can make posi- 
tive contributions that promote im- 
proved design, a better all-around 
product and, of course, all-impor- 
tant customer satisfaction. 

Right offhand, I can think of a 


“We're betting $800,000 
on our GMC Franchise” 


The Byers brothers of Columbus, Ohio, back their faith 
in the future with America’s largest GMC truck center 





*‘We think that General Motors name means a lot,’’ 
says George Byers. “‘That’s why we made this big 
investment.”’ 


Actually, a part of the Byers operation has already 
been transplanted to the not-yet-completed build- 
ing. Business has been growing so rapidly, they’re 
already feeling growing pains. ‘‘There’s no two ways 
about it,” says Frank Byers. ‘‘We’re out to dominate the 
truck business in this area. And I’m sure we can do it.”’ 


All over the country, GMC dealers, large and small, 
are looking enthusiastically toward the future. And 
they’re backing that enthusiasm with concrete plans 
for the truck-selling months — and years — ahead. 


For they know that GMC’s great product engi- 
neering program is among the most prolific in the 
industry. With its steady flow of truck develop- 
ments keeping them ahead of all competition — 
GMC prospects have never been brighter. 


Can you say as much for your prospects? If you’re 
not certain of it — and if you’re in an open GMC 
territory — write us a letter. Get the full story of 
what the future—as aGMC dealer—can promise you! 


The better you know GMC... 
the better the truck business looks 





half-dozen topics on which the 
service engineer and fleet user have 
information that would be helpful 
to others. As a starter, how about: 
“Serviceability Considerations in 
Installation of Power-Operated Ac- 
cessories,” “A Service Engineer 
Looks Under the Hood” and “Fleet 
Users Lists Do’s and Dont’s for 
Chassis Engineer.” 


s s e 
Whirling Mercury Is Said 


To Provide Wheel Balance 
ROM Mountainhome, Pa., in- 
ventor Belmont Bell sends 

word of his latest patent for a 

built-in automatic wheel balancer. 

The device consists of a %-inch 
tube formed in a circular shape 
and half-filled with mercury. 

When attached to the wheel be- 

tween tire and rim, the balancer 

is claimed to resist unbalancing 
forces “in a surprising and re- 
markable manner.” 

Bell says that when the wheel 
begins to roll, relative motion of 
the mercury in the tube is oppo- 
site to the direction of wheel ro- 
tation. Such action seems entirely 
possible, in view of the extreme 
density and high surface tension 
of the liquid metal. 


Here’s Inside Story 


On Golden Chevrolet 


r CASE you’ve been wondering, 
Chevrolets of golden hue don’t 
“just happen” to come rolling down 
the assembly line. Behind the 
scenes, weeks of planning and 
preparation were needed to have 
the official 50-millionth GM car 
ready on schedule. 


Principal problems were brought 
on by the sheer magnitude of the 
gold-plating job, and the desire to 
apply a body finish to harmonize 
with the gold-colored . brightwork. 
Initial planning began nearly three 
months before the celebration (Nov. 
23). The idea of having a golden 
car was a natural followup to the 
silver car that was shown on the 
25-million milestone. 

This much is fairly obvious— 
but I was curious to know “just 
how do you go about getting a 
car gold-plated” ... and how 
much would it cost? 

Answers were forthcoming from 
a@ number of sources, since many 
advertising, styling and production 
people were involved in this project. 
It seems that GM’s Ternstedt divi- 
sion applied the preliminary copper 
and nickel coating to parts that 
normally would be chrome-plated. 
In this instance, however, the 
chrome flash was not applied; in- 
stead, the parts were taken outside 
to a specialty shop for the gold- 
plating operation. 

Considerable experimentation was 
required to derive a solution that 
would produce exactly the tone 
wanted on the finished parts. In- 
genuity also was needed to make 
dip tanks of various shapes to ac- 
commodate the pieces (grille, bump- 
ers, etc.) and still stay within the 
50-gallon limit imposed by the high 
cost of potassium gold cyanide. 

The 50-gallon-limit on tank size 
was one reason the entire body 
wasn’t gold-plated. At current 
prices, the compound used for the 
plating solution runs about $54 per 
ounce. The actual gold-plating op- 
eration occupied two expert plating 
specialists about two weeks, with 
overtime and week-end work. 

In the meantime, body and 
sheet-metal parts had been 
painted with a gold finish. But 
stylists were not quite satisfied 
with the luster, so it was stripped 





and repainted. The paint specifi- 
cation chosen was a high-metallic 
lacquer. 

The big question now is what will 
happen to the car. When Chevrolet 
General Manager Keating turned 
the keys over to GM President Cur- 
tice, the car became the property of 
the corporation. There’s even some 
speculation that the golden Chevro- 
let may be given to the Smithsonian 
Institution after display in the 
Motorama. 


Oh, yes—you wanted to know 
|something about total cost. Well. 
GM normally doesn’t release that 
type of information, but let me put 
it this way: If you wanted to 
“customize” your 1955 Chevrolet in 
similar fashion, it would cost about 
$5,000 to $7,000 to duplicate the job 
they did on this one. 























‘To our 
Favorite Boss! 


From the receptionist at the front door through to the last man 

on the loading platform—all of us here at Great Lakes Steel 

have a very important something in common. It is the knowledge that your 
continued and expanded need for our products determines the future 

and growth of every one of us, regardless of our individual jobs here. 


It is the knowledge that you, Mr. Customer, are the boss! 


That’s why we at Great Lakes are seeing to it that our steel is the kind 
you have a right to expect from a specialist in flat-rolled products. We 
know the importance of prompt shipments, top quality, 

proper packaging and loading, dependable information, and clerical 
accuracy. We think you'll agree that our many satisfied customers are a 
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pretty good indication that this policy is good business for all concerned. 


Next time you have a problem in steel, call on one of our 
representatives to help you solve it. You’ll be glad you did! 





UNIT OF 


Great Lakes Steel pom PPI 


Ecorse, Detroit 29, Michigan 


PRODUCERS OF N-A-X HIGH-TENSILE STEEL Gg 


SALES OFFICES IN BOSTON, CHICAGO, CINCINNATI, CLEVELAND, HOUSTON, 


INDIANAPOLIS, LANSING, 
LOS ANGELES, NEW YORK, PHILADELPHIA, PITTSBURGH, ROCHESTER, ST. LOUIS, SAN FRANCISCO AND TORONTO 
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AUTOMOTIVE WASHINGTON 
Peeves on Tax Service? 


Congress Will Listen 


By William Ullman 


Washington Correspondent 
Ag mosis of the U. 8. who may have been nursing some 
dissatisfaction with the methods of the Internal Rev- 
enue Service and would like to express their views on cer- 
tain points, can now do that very thing under Congressional 
auspices. Congress is particularly interested in _in operations 


in recent years—during 1951-®@——____ 


53. It would like to find out 


how far-reaching and how 
effective the reorganization of the 
tax service has been following the 
disclosure three years ago of scan- 
dals in the offices of a number of 
collectors. 

Therefore, the Joint Committee 
on Internal Revenue Taxation is 

asking taxpayers to answer a list 
of questions. 

In a letter addressed “To Whom 
It May Concern,” and sent to tax- 
payers throughout the nation, the 





committee saic¢ said it 
was “interested in 
teneaing as much 
as possible about 
the effects of the 
recent reorganiza- 
tion” and asks 
such questions as: 
“What is the 
present morale of 
the service in 
your district?” 
“As compared 
Wiltiam Uliman with the calen- 
dar year 1951, do you feel that 











VAI 


its are 


agen 
effective investigations, both as to | confidential basis. 


number and quality?” 

“Do you note any tendency among 
examining agents to investigate the 
easy cases and let the harder cases 
go?” 

Taxpayers are also asked to state 
which they prefer—the old system 
or the new. And they are asked a 
series of questions about adminis- 
tration of the service. 

Other queries are: 

“As a taxpayer, what do you ob- 
serve about the service today as 
compared with what it was a few 
years ago?” 

“Have you had an opportunity to 
observe whether there is now great- 
er or less uniformity in the settle- 
ment of cases as between different 
districts than before reorganiza- 
tion?” 

“Do you have any information 
as to whether or not experienced 
high-grade career employes are 
leaving the service before retire- 
ment because of unsatisfactory 
conditions? If ‘Yes,’ have you any 
information as to the cause?” 

“Do you think service morale is 
improving or declining?” 

According to Colin Stam, chief of 
staff, the joint committee prom- 





PISTON RINGS 


MCQUAY-NORRIS 


MFG. CO. 


Taxpayers are asked to send their 
views to the committee at New 
House Office Bidg., Washington, 
D. C. 


* . * 

News Lull in Capital 

HILE commercial activities— 

such us car selling, for exam- 
ple—are quite lively in Washing- 
ton these days—and appear to be 
on the upgrade daily—business from 
the standpoint of this correspond- 
ent has been dull indeed. 

With the adjournment of Con- 
gress last August and the Novem- 
ber elections to go through, a quiet 
period was expected until after Jan. 
1. There was just one likely chance 
for some lively news, and that was 
the projected car- bootlegging in- 
quiry by the Senate Interstate Com- 
merce Committee. When that was 
called off. the last hope faded. 

Though automotive matters are 
undcr consideration in some re- 
spects at a number of Govern- 
ment agencies, and in some Cap- 
itol Hill offices, it is not in the 
political cards for a deal to be 
made until the new Congress con- 
venes, and is organized. 

Even a number of minor matters 
are held in abeyance—matters that 


Hl) 






Since 1910, McQuay-Norris 
has played a leading role in 
the piston ring field. This background 
y of more than 43 years experience is 
a available to manufacturers who require engineering 
and production skills of the highest standard 


ST. LOUIS 10, MO. 





more or less | ises that all replies would be on ajmight be safely approved and 


passed—but there is no sign of im- 
madione action—beyond that which 
is routine—and the dawning holi- 
day season doesn’t make it any 
more likely. 

So, as TV comedian George Gobe! 
would put it, there you are, and 
here I am. 


Meanwhile, I have taken advan- 
tage of the lull to have my doctor 
make some physical repairs so that 
I will be able to take my place in 
the front line when the shooting 
begins again. 

+ 


= 


Something in the Cards 


Te ADD to the quietness for me, 
NADA spent the first part of 
Thanksgiving week doing its con- 
vention planning, and then gave the 
staff a well-earned rest from 
Wednesday until Monday. Thus, 
that news source was closed off. 


All was quiet along the Potomac 
where the Department of Commerce 
sprawls itself—and at other points, 
too—so I spent Wednesday and 
Thursday nursing a cold. 

Down at the Press Club on 

» I got into a domino 

game with Moe Glazer, of the 

American Trucking Assns.; Jim 

Hood, of the American Railway 

Assn., and Ben Stern, of the Civil 
Aeronautics Assn. 


With me representing the auto 
industry, it was suggested by a 
spectator that all leading forms of 
transportation were pretty well rep- 
resented in the game except water. 

Maybe we can find someone from 
that field to act as umpire, I sug- 
gested, since the game itself re- 
quires only four players. 

“All right,” answered the specta- 
tor, “put me down. I’m Joe Harris 
of the Maritime Commission.” 

Who won? I’m just too modest 


say. 
I hope that will do until some 
real news comes along. 
* s * 


Fights FTC on Additive 


uoues you may have missed 
the news in the rush of recent 
affairs, Jess Ritchie, the AD-X2 
battery additive man, still is an 
active figure in Washington, bat- 
tling the Federal Trade Commis- 
sion’s charges against his product. 

Ritchie is a fighter. He says the 
FTC is “dragging its feet” and 
“pettifogging the issue” in an effort 
to prove charges that his battery 
additive does not fulfill advertised 
oo More hearings are sched- 
uled. 


* * 


How to Finance Roads? 


A NATIONAL conference on high- 
way financing is to be held in 
Washington Jan. 13-14, under the 
auspices of the U. S. Chamber of 
Commerce. 

| According to USCC President 
Clem Johnston, about 400 business 
and Government highway experts 
of the country are expected to par- 
| ticipate in the meeting. Discussion, 
he said, will center on methods of 
financing President Eisenhower's 
$50-billion highway program for 
the next 10 years. 

The participants will debate the 
role of the Federal government in 
the program. Should it aid toll-road 
development? How much Federal 
money should go into the interstate 
system? Those and other co-related 
questions are on the agenda. 

* oJ * 


Tank-Truck Study 


PPOINTMENT of a committee 

to study the problem of over- 
the-road tank-truck transportation 
Was announced last week by Wal- 
ter Hallanan, chairman of the Na- 
tional Petroleum Committee. The 
action was requested by the De- 
partment of the Interior. Principal 
data includes: 

1. An estimate of the maximum 
increase of carrying capacity of 
the tank truck fleet that could be 
developed through emergency op- 
erating procedures. 

2. With respect to private car- 
riers, an estimate of the number 
and capacity of semi-trailer tanks 
that could be used in over-the-road 
service. 


Glass Goes in Mufflers 

UTICA, N. Y. — Powell Muffier 
Co., Inc., has begun using fibre 
glass in the production of standard 
automotive muffiers. N. H. Sher- 
man, president of Powell, said it is 
an improvement over asbestos 
wrapping, which he said is subject 
to rapid decay. 





























AUTOMOTIVE NEWS, DECEMBER 13, 1954 





By Leo T. Parker 
Attorney at Law 

F AN automobile dealer fails to 

exercise ordinary care to pro- 
tect his damaged automobile against 
further damage he cannot recover 
damages or payment from an in- 
surance company under a collision 
clause, according to a higher court 
decision. 

For example, in Calvert Fire 
Insurance Co. v. Robinson, 226 
S. W. (2d) 326, it was shown that 
when one Robinson was driving 
his automobile along a road the 
wheels of a gravel truck passing 
in the opposite direction threw 
a “large” rock into the path of 
his automobile. Robinson heard 
the sound of metal under his au- 
tomobile but he did not stop. 

He proceeded for two miles until 
the motor of his automobile stop- 
ped running. A subsequent exami- 
nation by a mechanic disclosed 


Car-Rental Pact 
Stirs Up Tussle 


In Jacksonville 


JACKSONVILLE, Fila. — An ex- 
clusive 10-year contract to operate 
a car-rental service at Imeson Air- 
port here was rescinded by the 
Jacksonville City Commission 12 
days after it had been granted. 

The commission also asked the 
city attorney to seek a declaratory 
decree in Circuit Court to establish 
its right to rescind the contract. 

The 10-year pact had been made 
with Seaman Auto Rentals, an 
affiliate of Avis Rent-A-Car Sys- 
tem, which has operated at the air- 
port since 1948. 

The new contract was revoked at 
a commission hearing in which 
representatives of two other rental 
firms sought permission to operate 
at the airport. They are Hertz Sta- 
tions, Inc., and National Car Rent- 
al System. 

The City now collects about $15,- 
000 a year from Seaman. It was 
suggested that the three franchise 
seekers pay the City a minimum of 
$10,000 annually on a basis of 10 
percent of gross earnings. 

No definite action was taken. 
Meanwhile, Seaman’s old contract 
is valid until next July. 


2 Vice-Presidents 


Elected by Midland 


CLEVELAND.—Election of Wade 
N. Harris as executive vice-presi- 
dent and J. R. Almond as vice- 
president of the power brake divi- 
sion has been announced by W. A. 





W. N. Harris J. R. Almond 


McKinley, president of Midland 
Steel Products Co. 

Harris formerly was executive 
vice-president of Murray Corp. 

Almond has been with Midland 
since 1924. In 1937 he was made 
chief engineer of the Power Brake 
division. 

Ed Hartman has been named 
works manager of the Detroit 
frame division, and C. A. Berry will 
continue as works manager of the 
power brake division. 





Anti-Diversion Policy 
Adopted by Wyoming 


CHEYENNE, Wyo.— Wyoming 
has become the 25th state to 
adopt an anti-diversion amend- 
ment to earmark for highway 
purposes all revenue from State 
gasoline taxes and other high- 
way-use levies. 





| Lawsuits Affecting Dealers . . . 
| Court Decisions 








that the rock had cut off the circu- 
lation of oil to the motor, with the 
result that the motor had “frozen” 
for lack of lubrication. 

aa * 


* 

Negligence Blamed 
| ig! SUBSEQUENT litigation the 

higher court held that Robin- 
son’s negligence in failing to stop 
and examine his automobile, after 
knowing that the rock had struck 
his car, was the proximate cause 
of the damage. 

The higher court held that 
neither the truck owner nor the 
insurance company is liable to 
Robinson for damages to his au- 
tomobile, and said: 

“It is our opinion that the insur- 
ance policy in the case before us 
does not cover the damage that 
resulted from operating the auto- 
mobile after the “collision” with the 
rock. Robinson knew that the rock 
had come in contact with the 
undercarriage of his automobile, 
where there are a number of vital 
parts, such as the crankcase, trans- 


mission, differential, gasoline line, 
brake lines, shock absorbers, etc. 
He made no effort to ascertain 
what damage had occurred but con- 
tinued along his way. 

“Under the circumstances, we 
think that ordinary prudence would 
have required Robinson to exercise 
some effort to determine whether 
the collision had damaged the 
working parts of the automobile.” 

* = * 


Used Precaution 


Fo comparison see Heik v. U. 
8S. Fidelity & Guaranty Co., 15 
La. App. 97, 130 So. 118. In that 
case the oil line of an automobile 
was damaged when the automobile 
ran into a depression in the high- 
way. 

The motorist immediately 
called a mechanic, who advised 
him that it would be safe to 
drive the automobile home. On 
the way home the motorist stop- 
ped at a service station or gar- 
age and had the oil changed. 
Nevertheless the motor “froze” 
because of lack of oil circulation. 

The higher court allowed recov- 
ery under a collision insurance pol- 
icy saying that the insured had 
exercised every reasonable precau- 
tion to “protect” his automobile 


after the collision. 








Dealers’ Sons Prepare for Future— 


Auto merchandising and allied subjects were part of a business management con- 
ference held by Chrysler Corp. for dealers’ sons and other young men destined for 
executive positions. Seated (from left) are Bruce E. LeBaron, son-in-law of Donald 
Sanderson, Sanderson's Garage, Fredonia, N. Y.; E. M. Braden, general sales manager 
of the Chrysler division; Stephen Healy, son of Joseph T. Healy, Healy Motor Sales, 
Inc., Chicago. Standing: Donald F. Green and Peter M. Jackson, Chrysler division 
trainees; Robert V. Miller, Miller-Jahnke Motors, Ann Arbor, Mich., and Andrew T. 


Freeman, Chrysler export, Honolulu. 


PARADE HAS WHAT IT TAKES 








opener 


Dali’s new “eye-ball watch” made tongues wag in homes up and 

down every street in 47 key markets. Why? Because Parabe, the Sunday 
picture magazine, featured it editorially—and eight Sunday newspaper 
readers in every ten stopped to read. 


Making people stop, read and remember is something PARADE 
does so well that independent surveys say it is the 
best read magazine in America, bar none. 


To you, as an advertiser, this means twice as many readers for your 
dollar in PaRaDE as in the big weekday magazines. 


No doubt about it: To give sales a shot in the arm, to make dealers 
happy .. . PARADE has what it takes! 


PARADE . . . The Sunday Magazine section of 47 fine newspapers in 47 major markets .. . 


In Parade 


Of the year’s one 
hundred largest 
national advertisers 
these use PARADE 


American Home Products Corp. 

Armour & Co. 

Avco Mfg. Co: 

Best Foods Inc. 

Block Drug Co. 

Borden Co. 

Bristol-Myers Co. 

California Packing Corp. 

Carnation Co. 

Chrysler Corp. 

Colgate-Palmolive-Peet Co. 

Corn Products Refining Co. 

Helene Curtis Industries Inc. 
Doubleday & Co. - 

General Electric Co. 

General Foods Corp. 

General Mills Inc. 

General Motors Corp. 

Gillette Co. 

Goodyear Tire & Rubber Co. 

Johnson & Johnson 

S. C. Johnson & Son 

Kellogg Co. 

Lambert Co. 

Lever Bros. Co. 

Liggett & Myers Tobacco Co. 

Miles Labs Inc. 

National Biscuit Co. 

National Dairy Products Corp. 

Nestlé Co. 

Pepsi-Cola Co. 

Pillsbury Mills Inc. 

Procter & Gamble Co. 

Prudential Ins. Co. of America 

Quaker Oats Co. 

R. J. Reynolds Tobacco Co. 

Simmons Co. 

Simoniz Co. 

Standard Brands Inc. 

Sterling Drug Inc. 

Swift & Co. 

Sylvania Electric Products Inc. 





with more than 14 million constant readers. 
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America’s 


BIG 55 DODGE! 


gone wild over the 


a 


NEW YORK CITY. Police lines needed! Thousands throng to see “The big one!” 


DODGE has done tities at 


~ Se ss a 


EVANSVILLE, IND. Record turnout! Flair-fashioned SAN FRANCISCO, CAL. Smash success! Eager, ST. PAUL, MINN. Tremendous! New 
Dodge styling wildly acclaimed. excited crowds agree “Dodge has done it!” Dodge power features get top play. 
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MIAMI, FLA. Outdoor display jammed! Colors, SEATTLE, WASH. Mobbed morn to night! 
fabrics, interiors a sensation! Stunning Royal Lancer a glamorous hit! 


TYLER, TEXAS. Dealership thronged! CLINTON, IND. Traffic stopped! 
Flite Control big popular feature. “New Horizon” sweep-around wind- 
shield a rave feature. 


There’s never been anything like it! Dodge dealers experience greatest 
New Car Announcement in history, as thousands jam showrooms to see 


and admire “The Big One.” 


Flash ahead with 
the big Dodge in *55 


CHICAGO, ILL. Showroom door bat- 
tered! Super-powered Super Red Ram 
193 hp. V-8 steals show. 

























































Dealer 


Celebrations were held in recent 
weeks by two Miami Chevrolet 
firms. Luby Chevrolet marked its 
15th anniversary. The occasion 
brought together Sam Luby sr., 
Sam Luby jr., Chester Luby and 
_ Frank Cole. 

' Don Allen Chevrolet held open 

house in its new quarters at N. 

Miami Ave. and Twenty-first St. 
* a - 


Twin Falls Dealers Put 


Reese at Association Helm 


Robert Reese, Dodge dealer in 
Twin Falls, Id., has been elected 
president of Twin Falls Auto- 

Assn. 


Robert Wills (Nash), was 
elected vice-president, and Miles 
Browning (Buick), secretary- 
treasurer. 


. 
* * * 


McConnell Buick Dealership 


In Lorain Goes to Sweeney 
_ Eugene Sweeney, a Buick fac- 
‘tory sales official since 1948, has 
the Buick dealership in 
O., which was formerly 

known as W. C. McConnell, Inc. 
Sweeney has served as Buick dis- 
trict manager in Detroit and as 
Buick district manager for south- 
ern Michigan and northwestern 

Ohio. 


* * * 


Vail Defeated in New Bid 


For Vit. Governorship 


Henry D. Vail, former Ludlow 
(Vt.) auto dealer, was defeated 
by Joseph B. Johnson, an indus- 
trialist, for the Republican nom- 
ination for governor of Vermont 
in the primary election. 

Vail, a State senator, who was 
-making his second bid for the 
chief executive’s chair, operated 
- two dealerships at intervals from 
1988 to 1949, when he retired 
‘from business. oe 


Wurster Pushes Accessories 


As Christmas Gifts 
Ted Wurster Chevrolet & Cadil- 
lac, Inc., Valparaiso, Ind., is promot- 
ing auto accessories as Christmas 
* ” * 

Schuman Quits Chev. Deal; 

Takes on Olds-Cadillac 

- Ted R. Schuman has purchased 
Merced Motor Sales (Oldsmobile- 
adillac), 335-345 Sixteenth St., 


. The name of the 
firm is Ted Schuman Oldsmo- 


Schuman formerly had an inter- 
in Smallcomb Chevrolet, Bur- 


lingame, Calif. 


Koehlers Open Firm 
Koehler Motors, new Galves- 
ton (Tezx.) Studebaker dealership, 
is owned by Roy J. Koehler sr., 
and his son, Roy J. Koehler jr. 
* * * 


Ecclestone Opens in Toronto 

Ecclestone Motors, Ltd. (Dodge- 

DeSote) has opened at 1500 Avenue 

Rd., Toronto. A. E. Ecclestone is 

ident of the firm and hig son, 

BR. J. Ecclestone, is vice-president. 
* 7 


ADA Reappoints Macklin 


a Hlead in Indiana 
Richard J. Macklin, of Decatur, 
chairman for Adams Coun y 
NADA. 


* * * 


Ashton Buys Nash Deal 
_ Jon C. Ashton has purchased 
d Nash, Inc., Austin, Minn. 
new firm will be operated 
jer the name of Sterling Motors, 
Ashton also has acquired the 
franchise. Joseph En- 
will remain with the organiza- 
ina sales capacity. 


Chevrolet Gives Trips 


To Nine in Denver Zone 
Vacations in Bermuda have 

























in Chevrolet's Denver zone. Three 
Chevrolet salesmen in the Den- 
ver area won vacations in Miami 










Doings 





Rubin Craig, Arvada; C. H. Wil- 
liams, Ordway, Colo., and John J. 
Reddy, Castle Rock. 

The winning sales managers are 
doe Luby, E. A. Gibson and G. R. 
Lyons, all of Denver. Winning 
salesmen are Lawrence Mock, 
Denver; Guy R. Smith, Denver, 
and Leslie Stone, Arvada. 

* e * 


Kircher Closes 


Kircher Motors (Studebaker), 
Detroit, has gone out of business. 
Its owner, Everett Kircher, will de- 
vote his time to his ski and sight- 
seeing tows at Boyne Mountain, 
Mich., and Gatlinsburg, Tenn. 


* * * 


Fire Hits Cullman-Walker 


Fire recently destroyed half of 
the building of Cullman-Walker 
— Co. (Packard), Texarkana, 

Xx. 


* * * 


Beydler Forms Deal 


Roy Beydler, former vice-presi- 
dent and general manager of Pack- 











ard New Orleans, Inc., New Or- 
leans, has formed his own com- 
pany, known as Roy Beydler Co., 
to take on the franchise which the 
former firm held for 28 years. 


Beydler will remain in the same} 7 


location, 1820 St. Charles Ave. 


2 Vicksburg (Miss.) Firms 


Hit by $50,000 Fire 

Two auto firms, McKay Motor 
Co. (Packard) and Sheffield’s 
Garage, located on N. Washing- 
ton St., Vicksburg, Miss., 


Damage to McKay was esti- 
mated at $30,000 by Dewey = 
pom owner. Bill Sheffield 

Sante Gameati to ti Gaainel a8 
$20,000. 
* + 


. 
Keller Gets U. C. Lot 
Edgar B. Keller, owner of Carey 
Motor Service (Buick) has pur- 
chased Keller Motor Sales, a used- 
car firm in Carey, O., from William 
H. Keller. 


* 


Miami Dealers Weigh Policy 


On State Auto Revenue 


President Dick Fincher, former 
President Bob McGahey and Leo 
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Dealer 30 Years— 


Fred Smith (left), president of Fred W. 
Smith, 
R. |., is congratulated by J. C. Rugg, dis- 
trict manager, upon completion of 30 years 
as a Dodge dealer. 


Adeeb compose a committee of 
the Miami Automobile Dealers 
Assn. which will decide on a pol- 
icy regarding legislation affecting 
Florida automotive revenue at the 
next session of the Legislature. 


The committee will confer with 
Walter C. Mallory, general man- 





Inc. (Dodge-Plymouth), Wakefield, 


Buchanan Sells to Netcel 


After 22 Years on Coast 


W. M. Buchanan, Oldsmobile 
dealer in Pasadena, Calif. for 
more than 22 years, is retiring. 

He will be succeeded by George 
C. Netcel, who will resign as re- 
gional manager for Oldsmobile on 
the coast. The name of the dealer- 
ship will be changed from Buchan- 
an-Olds to Netcel-Olds. 


* * * 


Sanguinet Picks Charlebois 


As General Manager 

J. W. Charlebois has been ap- 
pointed general manager of San- 
guinet Automobile, Ltd. (Cadillac- 
Buick-Pontiac), Montreal, accord- 
ing to P. V. Sanguinet, president. 

Other appointments were as fol- 
lows: J. P. Lavergne, comptroller; 
George Mathieu, credit manager; 
J. P. Manville, service manager; 

(Continued on Page 23, Col. 3) 


New York Sunday News Sections circulation 


& percentage of family coverage 


FullRum ...... 4,081,149—total city, suburban, and country 


1,570,237—outside New York City and fifty mile zone 


Country SplitRun . 785,119—every other copy in the country edition 

City & Suburbs. . . 2,510,912—63.2%, in New York City and fifty mile zone 

SplitRun ...... 1,255,456—31.6%, every other copy in New York City and suburbs 
Manhattan ..... 1,167,184—64.1%, in Manhattan, Bronx, Staten Island; suburban 


Manhattan-Bronx . 

Brooklyn ...... 1,014,335 —66.8%, 
Wess ccces 480,092—60.3%, 
Queens-Long Isiand 534,243—74.0%, 
Ses ua sess 312,181 —67.6%, 
Nassau-Suffotk 222,062 —85.3%, 
Newark ....... 329,393 —52.1%, 
Passaic-Bergen 196,792—67.5%, 
Wudson....... 114,467 —66.7%, 


New York, Connecticut and Northern New Jersey 


687,685 —62.4%, in Manhattan, Bronx, Staten Island 

159,824—65.5%, in Westchester, Fairfield and Putnam counties 

in Brooklyn, Queens, Nassau and Suffolk counties 

in the borough of Brooklyn only 

in Queens, Nassau and Suffolk counties 

in the borough of Queens only 

in Nassau and Suffolk counties 

in Newark and adjacent Southern New Jersey counties 
in Passaic, and in Bergen and Sussex counties 

in Hudson county, except Arlington, East Newark, 


Harrison and Kearny 


Source: Annual Audit, Sept. 27, 1953, as filed with the ABC 


























Houston Area Salesmen Briefed by L-M— 


Lincoln-Mercury salesmen of the Houston district attend a special display of 1955 
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Dealer 





Rene Aubin, parts manager; 
Jacques Watier, Cadillac sales 
manager; Marc Buick 
sales manager; Jean Galibert, Pon- 
tiac and GMC sales manager; Al- 
bert Godin, used-car manager, and 
A. J. Gelardie, fleet representative. 
* * + 


Carpenter Joins Studebaker 

A Studebaker dealership has 
been given to the Fred R. Car- 
penter Co., Lynn, Mass. Carpen- 
ter is assisted by Maude EH. Mc- 
Keen, treasurer, and Helen P. 
McKeen, clerk. 


Richard Buick Opens 


Under Epstein Direction 
Philip Epstein has opened his 


models in Houston. Speakers included W. D. Woods, district sales manager, and T. C.| newly purchased Richard Buick 


Smith, L-M business management manager. 


Wondering how new-car and truck production and sales are making out? AUTOMO- 


Inc.,_ 237 Chestnut St., Needham, 
Mass. 
Epstein formerly operated Ken- 


TIVE NEWS gives you the entire story, plus many other pertinent facts concerning the | More Auto Sales, a used-car outlet, 


automotive industry, every week throughout the year. 


in Boston. He purchased the Buick 


New York ...smorgasbord style! 


The Swedes have a word for selective 
eating—smorgasbord. They shoot the works 
on a long table. You take a plate, and take 
your pick. Concentrate on cold cuts, or 
trifle with a tossed salad. Come back as 
often as you like and stuff yourself... 


New York is a swell dish of 14 million 
prospects, but too rich for some advertisers’ 
taste, budget, and output. But now you can 
sell the market smorgasbord style, a bite at a 
time in the Sunday News, packaged in eleven 
local Sections! 

The table d’hote is the City and Suburbs 
Section, with 2.5 million circulation; or you 
may prefer Split Run, every other copy, with 
half the circulation! Or go a la carte with the 
Manhattan, Brooklyn, Kings, Queens, Passaic- 
Bergen, Newark, Hudson, Nassau-Suffolk or 
Westchester Sections! 


Retailers have proved the sales power of 
these Sections—for years. Now the national 
advertiser can concentrate selling effort, sales- 
men, and expenditure in a single area...do 
intensive merchandising or missionary work 
... try on promotions for size... test copy in a 
cross-section of the market . .. spread a budget 
or schedule...and get greater coverage than 
in any locality medium for lower cost! 

The Sunday News Full Run, circulation 
exceeding 3,750,000, is a superlative bargain 
in national advertising. 

For menus to match any need... ask the 
News Advertising Department, any office! 
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(Continued from Page 22) 





ls 


and service. His sons are 
ated with him. Al O’Meara jr 
is secretary-treasurer, and Gene 
O'Meara is general manager. 
display at the agency during 
sale are a 1920 Model T and 
1930 Model A. 

* 


3 


2 82 


* * 


franchise and the land and build-| Grand Central Motors 


ings of Needham Buick Co. from 
G. A. Stuntzner. Stuntzner, who 
also operates Norwood Buick, plans 
to devote his time to the Norwood 


operation. 
* * * 


Hammet Picks Mathews 
Hammet Motors, Inc., Gulfport, 
Miss., has appointed John R. Math- 
ews as service manager. 
* * * 


O’Meara Ford Marks 


41st Anniversary 


Three generations of Ford au- 
tomobiles and two generations of 
O’Mearas 


figure in the 41st an-~ 


niversary sale of O’Meara Motor 
Co., Denver. 

A. M. O'Meara, president, 
founded the present business in 
1916. He was associated with 
Ford Motor Co. in Detroit in 
1906 and in 1918 came to Den- 
ver representing Ford in sales 





THE NEWS, New York’s Picture Newspaper 


with more than twice the circulation, daily and Sunday, 


of any other newspaper in America... 


220 East 42nd St., New York City... Tribune Tower, Chicago... 
155 Montgomery St., San Francisco... 1127 Wilshire Blvd., Los Angeles 


Changes Lines in Chicago 


Grand Central Motors, Chicago, 
has received a ee 
franchise, according to Joseph Jd. 
Buttitta, general manager. 

The firm had been a Willys deal- 
ership since 1946. Jack J. Buttitta 
is general sales manager; Dominic 
Buttitta, service manager, and 
Seven J. Buttitta, parts manager. 


x * * ) 


Colonial Buick Sold 


By Larson to Sokolow 


Colonial Buick, Inc., Glendale, 
Calif, is the new name of Larson 
Buick, Inc., after its sale to Louis 
Sokolow. 

Tom Neal is new-car sales man- 
ager; Charles Raitt, used-car man- 
ager, and Art Gates, service man- 
ager. gpl 


Midmorning Thief Gets 


Money-Filled Deposit Bag 

A deposit bag containing $570 
in currency and $12,992 in checks 
and drafts was stolen from Paul 
H. Pusey, Inc., Richmond, Va., by 
a thief who walked out of the 
dealership unnoticed in midmorn- 


Ss. P. James jr., secretary- 
treasurer of the firm, said the 
thief might have taken advan- 
tage of confusion caused by con- 
struction in the dealership. James 
said neither the checks nor drafts 
were negotiable. 


Dean Adds Watson Firm 


To String of Ford Deals 

J. W. Watson & Co. (Ford) Co- 
lumbus, O., has been purchased by 
Roger Dean, Inc., Athens, O., and 
Fort Lauderdale, Fla. J. W. Watson 
died some time ago. 

The new owner of the firm, Roger 
Dean, also operates Ford ‘and Lin- 
coln-Mercury dealerships in Chilli- 
cothe and Springfield, O.; Lexing- 
ton, Ky., and Charleston, W. Va. 


+ * . 
Fire at Anderson’s Costs 


$30,000: 15 Cars Ruined 

The plant of Anderson Motor 
Co. (Kaiser-Willys), Chattanooga, 
Tenn., has been destroyed by fire. 

Dealer Daniel W. Anderson es- 
timated the loss at more than 
$30,000. He said the buildings 
were partly covered by insurance 
but that none of the contents 
was covered. 

Anderson said 15 cars were de- 
stroyed, one of which was new. 

Bd = . 


Ray Stuber Sells Share 
In Winfield (Kans.) Deal 

Reorganization of Stuber Bros. 
(Ford), Winfield, Kans., has been 
announced by the owners. 

Ray Stuber has sold his share in 
the firm and Stuber Tractor & Im- 
plement Co. to Mrs. Ralph Stuber 
and Ward Stuber, his sister-in-law 
and nephew. Name of the firm will 


remain the same. 
* * * 


Ex-Auto Dealer James 


Heads Finance Firm 

W. B. James, former president 
of James Motors, San Francisco, 
has become head of Western 
States Finance Co., San Fran- 
cisco. 

He has established headquart- 
ers on Van Ness Ave., directly 
across from his former show- 
room. aioe 


Buckeye Takes Ford 


Jack J. Rader and Garney O. 
Banahan, owners of the Buckeye 
Motor Sales (Dodge-Plymouth), 638 
Walnut St., Coshocton, O., have 
purchased Stone Motor Co. (Ford- 
Lincoln-Mercury). The new firm 
will be known as Buckeye Motors 
and will handle Fords only. 


Messler in New Post 


Loyal Messler has been named 
working-forman of the enlarged. 
body shop of Altman-Kramer 
(Dodge-Plymouth), Huntington, 
Ind. 












CYLINDER SURFACING HONE — Model 
3800 uses three finishing stones. A flex- 
ible drive shaft allows the operator to 
get at cylinders under the fire wall when 
honing the block in the car. Range is 
from two to seven inches. Ammco Tools, 
Inc., 2100 Commonwealth Ave., North 
Chicago, Ill. ae 


Multi-Purpose Fastener 


The Tuff-Tite multi-purpose fas- 
tener with a one-piece metal head 
and preassembled neoprene washer 
is said to prevent leaks, protect 
surfaces and absorb shocks. It is 
available in stainless, carbon and 
alloy steels as well as non-ferrous 
metals from Townsend Co., River 
Rd., New Brighton, Pa. 

ok 7 * 


















WHEEL TRIM— Wheel Cover-Allis hide 
the wheel completely and are available 
in chrome disc and wire wheels. They are 
attached by ‘“‘throw-proof" fasteners. Gar 
Wood Industries, Inc., Wayne, Mich. 

oe. @ 


Paper Containers for Parts 


Auburn Button Works, Inc., Au- 
| burn, N. Y., is marketing paper 
containers with plastic covers for 
packaging small industrial parts. A 
vinyl coating on the sidewalls pre- 
vents permeation of oil and grease. 
Available are three sizes: 12-ounce 


tall. 





SCOTCHLITE DISPENSER — This counter 
dispenser, called Profit Maker, permits re- 
tailers to cut Schotchlite brand reflective 


safety tape in any desired length. It 
| holds a 150-foot roll of the tape, which is 
| wsed on auto bumpers and other objects 
» to make them visible at night. Minnesota 
Mining & Mfg. Co., 900 Fauquier St., St. 
Raul 6, Minn. 3 

x 


| Chrome Rust Remover, 
_ Aluminum Cleanser Offered 


An aluminum cleanser and a rust 
| remover for chrome are offered by 
' E. G. Davison Mfg. Co., Inc., 6317 
W. Grand Ave., Chicago 39, IIl. 

The Jiffy cleanser is said to re- 


squat, 16-ounce squat and 16-ounce | 





move stains from aluminum and 
copper surfaces by brushing it on 
and rinsing it off with water. The 
Jiffy rust remover is applied in the 
same way. 

+ m * 


Price List for Body Tools 


Published by Verituff 


A price list for its full line of 
body and fender tools has been 
published by Verituff Tool Co., 
P. O. Box 1014, Philadelphia 5, Pa. 

Included in the list are 65 body 
hammers, 25 dolly blocks, 21 spoons, 
ball peen hammers and other tools. 

+ * + 





MOLDING KiT—The two-tone molding 
| kit for the 1955 Buick features simple 
application with snap-on clips. Regal Mo- 
tor Products, 6325 Grand River, Detroit, 
Mich. 








EXHAUST HEADER — The Fenton cast 
iron exhaust header is now available for 
V-8 Studebakers 1951-54. Increased horse- 
power is said to be achieved with the 
installation of a dual-exhaust system in- 
corporating exhaust headers. Standard 
Automotive Mfg. Co., 3401 E. Pico Bivd., 
Los Angeles 23, Calif. 


AUTO SNOW PLOW—Designed for car 
use, the plow features blades shaped to 
roll snow to both sides of the drive, 
avoiding snow buildup in front of the 
| plow. The plow rides on a steel shoe so 
| that the car does not carry its weight. 
A secondary runner lifts the plow when 
backing. Meyer Products, Inc., 3606 E. 
| Eighty-second St, Cleveland, Q. 

* 


Chrome Protector Remover 


Duro Chrome Protector Remover 
No. 55, said to quickly remove pro- 
tectors from chrome, has been an- 
nounced by Woodhill Chemical Co., 
1391 E. Thirty-third St., Cleveland 
14, O. The remover is marketed in 
eight-ounce cans and larger sizes 


for dealership use. 
* * x 








SOCKET WRENCHES—This counter dis- 
play consists of six Flex Head socket 
wrenches in a plastic tool roll, an extra 
stock of nine Flex Head wrenches in vari- 
ous sizes and a three-color display board. 
The wrenches flex to any position in a 
180-degree radius. Owatonna Tool Co., 
314 N. Cedar St., Owatonna, Minn. 
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NEW PRODUCTS 





HEAD BOLT WRENCHES—Offered are 
12 head bolt torquing adaptors for Ford, 
Lincoln, Buick, Chevrolet cars, Mack, In- 
ternational, Ford and Chevrolet trucks and 
Massey - Harris and Minneapolis - Moline 
tractors. The wrenches clear rocker arms 
and other obstructions where necessary 
to reach every head bolt. Owatonna Tool 
Co., 314 N. Cedar St, Owatonna, Minn. 


Extruded Plastics 


“Extruded Plastics” is a four- 
page brochure issued by Anchor 
Plastics Co., Inc., 36-36 Thirty-sixth 
St., Long Island City 6, N. Y., cov- 
ering More than 50 cross sections 
typical of shapes and tubes which 
can be extruded from _ thermo- 
plastics. 





WRAPAROUND WIPER — The Cobra 
travels across the front of the windshield 
and around the wraparound, giving a 
clearer view. Conversion kits contain two 
Cobra-arm and Turtleback-blade combina- 
tions and two blade refills. Anderson Co., 
1075 Grant %., Gory ©, tnd. 












SPEED CONTROL—Auto Cruz, which fits 
all cars and trucks, is a controlled speed 
device which relieves the foot of pressing 
down on the accelerator but permits the 
driver to change his speed according to 
circumstances by touching either the brake 
or accelerator. C. K. McCullough Co., Inc., 
1307 E. Cross St, Anderson, Ind. 


Halts Window Rattles 


Channel Grip, a device to pre- 
vent window rattling, is being mar- 
keted by R. L. Moyer Sales, 1401 
W. 113th St., Los Angeles 47, Calif. 
Made of aluminum and spring steel, 
the device is placed in the window 


channel and is thus hidden. 
ca x * 





CAMSHAFT GRINDER—Model 75 is de- 
signed for regrinding camshafts to orig- 
inal or later-model specifications as well 
as to special order. The range is 6% 
inches, and the swing handles up to 100- 
inch shafts, 50 inches between centers. 
Storm-Vulcan, Inc., 2225 Burbank St., 


Dallas, Tex. 
et ae 


Line of Stabilizers Offered 


For Ford-Made Cars 


A line of stabilizers for Ford- 
made cars (1949-54) is available 


Hawthorne St., Houston 6, Tex. 
The Idler Arm Stabilizer is said 





to reduce right-front tire wear by 
exerting a constant downward pres- 
sure at the drag link end, and to 
reduce up and down movement of 
the idler arm. The six models avail- 
able are not for cars with power 
steering. 
* * = 


Reconditioning Service 
For Air-Gauging Tools 


A reconditioning service for air- 
gauging members is offered by 
Freeland Gauge Co., 9940 Freeland 
Ave., Detroit 27, Mich. 

The process, it is stated, can be 
applied to steel, chrome plate, 


tungsten carbide and flame plate. 
+ e * 





RUG COASTERS—Sets of four Rubber- 
maid Kar-Rug coasters, packaged in holi- 
day boxes, are offered to dealers and 
automotive stores as Christmas gifts to 
customers, The coasters, which come in 
red, blue, yellow and green, measure 3% 
by 4% inches. Wooster Rubber Co., 
Wooster, O. 





ICE SCRAPER—The Scrapee is a long- 
handled ice scraper-squeegee with a 
three-inch plastic scraper on one side and 
a six-inch rubber squeegee on the other. 
The handle is nine inches long. Bermo 
Industries, 216 W. Eighty-sixth St., Minne- 
apolis, Minn. 





IGNITION: TESTER—Model 1230 incor- 
porates a cathode-ray tube to obtain a 
visual trace of the ignition cycle. Ignition 
cycles of all cylinders are shown on the 
screen at the same time. Joseph Weiden- 
hoff, Inc., 420 Lexington Ave., New York 
a7, 4. ¥. 


* * * 


Manual on Seals, Gaskets 


An 82-page manual on rubber 
seals and gaskets has been pub- 
lished by Minnesota Rubber & 
Gasket Co., 3630 Wooddale Ave., 
Minneapolis 16, Minn. 


* * * 





BODY TOOL—The Dial Pick is an air- 
driven peck hammer which can be used in 
places generally considered inaccessible. 
The stroke can be adjusted, and the depth 
of the peck can be varied from .010 to 
from B & B Specialty Co., 1718] .100 inches. Three different peck points 


are available. Hopkins Tool Co., Inc., Em- 
poria, Kans. 


HIGH-VOLT COIL—Rated in excess of 
50,000 volts, this coil is said to be four 
times more powerful than standard coils. 
It is claimed to increase engine efficiency. 
J. S. Martin Co., Morris Meine, N. J. 





WINDSHIELD SCRAPER—Swish is a six- 
inch all-purpose scraper with straight 
blade and auxiliary serrated edge to 
facilitate the removal of ice. Fortune Lab- 
oratories, Inc., 1405 Maine St., Des 
Moines, la. 
































































BLOCKOFF PLATES—Offered are three 
units: One for opening on side of fuel 
pump stand, fitting 1932-48 models; one 
permitting removal of fuel pump mount- 
ing stand, fitting 1932-53 models, and 
one for carburetor mounting pad to allow 
three or four-carburetor manifold to be 
operated as dual or single (for 1932-53 
models). Webco, Inc., 19 E. Valley, Al- 


hambra, Calif. 
* * 
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NOZZLE GUARD—Nik-Guard is a rub- 
ber guard for gas pump nozzles, de- 
signed to protect fenders from being 
chipped and scratched. It is said to be 
gasoline-resistant and fits both the uni- 
versal and automatic types of nozzles. 
The guards are molded from Hycar, a 
product of B. F. Goodrich, and devised 
by Radiator Specialty Co., 200 Dowd Rd., 
Charlotte, N. C. 

® ” * 
Mirror Display 

A display unit for its rear-vision 
mirrors is being used by Roberk 
Co., Norwalk, Conn. Packed four 
to a unit, the mirrors are held in 
place by two die-cut trays. The dis- 
play unit is designed and produced 
by the Hoboken (N. J.) plant of 
Hinde & Dauch. 
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oO" in Oklahoma, where if you 
get ’round a bit, and have an 
ear trumpet, you might faintly 
hear the mournful howl of a prairie 
dog; the people of Oklahoma are 
proudly living in the filmy shadow 
of what even “sky-scraping” New 
York admits is the world’s tallest 
structure ever built by man, the 
new KWTYV television antenna 
tower. 


The natives will boast that “it 
is even taller than anything in 
Texas,” where everything is big, 
even the hats and the cowboys 
from Amarillo, where rabbits and 
oil are the principal products. The 
tower cleaves the sky at a height 
more than 300 feet above the point 
where the Empire State building 
gave up “tryin’ to be tall,” leaving 
it to Oklahoma to top the present 
world’s record with a tower of 1,572 
feet. 

(Yuh know, everything in 
America has to be bigger. If they 
aren’t, somebody gets fired!) 

Ever since Wouter Van Twiller, 
in 1633, first imported bricks from 
Holland and built himself a house, 
residents of Manhattan and the 
horde of sight-seeing visitors have 
considered New York as the nat- 
ural center of anything larger, 
taller or more wonderful in build- 
ings. 

+ * * 


How It All Started 


A Minneapolis, writing in 1880, 
about ideas expressed by the 
French architect, Le Duc, first 
spoke of the possibility of “cloud- 
scrapers.” A year later the Mon- 
tauk building was erected in Chi- 
cago to a height of 10 stories. Four 
years later, Home Insurance Co. 
moved its Chicago offices into a 
“12-story skyscraper” and the con- 
test had begun. Therefore while 
Chicago is credited with being the 
first home of the true skyscraper, 
engineering experiments had been 


‘Then and Now’ 
Set as Theme of 
D.C. Auto Show 


WASHINGTON. — The capital’s 
nine-day show, to be staged Jan. 
8-16 at the National Guard Armory, 
will center about a “Then and 
Now” theme depicting the giant 
strides the industry has 
since the first horseless carriage 
came upon the American scene. 

That announcement was made 
last week by Edwin Stohlman, 
president of the Automotive Trade 


Assn. of the National Capital Area. | 
At the same time, he named the) 


1955 show committee, as follows: 

I. A. Peake, of Peake Motor Co. 
(DeSoto - Plymouth), chairman; 
Robert D. Stewart, of Stewart Bu- 
ick, Inc.; Edward F. Cave, of Cave 
Ford Corp.; Morris M. Goodman, of 
Millar-Dudley Co., (jobber); A. N. 
Perry, of Safford- Chandler Motor 
Co. (Nash), and Fred M. McNeil, 
of McNeil Pontiac, Inc. 

Mike Murphy again will be show 


manager. 
Peake said it is planned, so far 
as possible, to display in some 


spaces the first model of a particu- 
lar make currently being manu- 
factured. 

There will be on display about 
125 new-car models made up from 
23 domestic and foreign makes, in 
addition to everything new in ac- 
cessories, Peake said. 


Novi Equipment Opens 
Oklahoma City Branch 


OKLAHOMA CITY. Novi 
Equipment Co. has opened a 
branch office here at 28 N.W. Tenth 
St., with J. D. Carmichael as man- 
ager. 

This is one of 17 branches and 20 
warehouses being opened through- 
out the country. Another branch 
just opened is in Tulsa, Okla., with 
Earl Vinson in charge. 


taken | 
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going on in New York since about 
1840. 

In 1854, Peter Cooper permitted 
wrought iron beams, made in his 
plant in Trenton, N. J., for the 
Cooper Union building, to be di- 
verted to the new headquarters of 
Harper Brothers in Cliff St. 


Strength and safety from fire 
were most important considera- 
tion in those days. Trinity 
Church was dedicated on Ascen- 
sion Day in 1846 as the tallest 
structure in the city, rising 284 
feet above Broadway. The Man- 
hattan Life building, in 1893, rose 
to 344 feet. In 1899-1900 the 
Metropolitan Tower rose to what 
seemed like “stupendous heights,” 
but in 1902, the Flatiron building 
came into the picture to remain 
for a long time “the tallest and 
most famed building in the 
world.” 

The problem of the “skyscraper” 
seems to have the Russians sty- 
mied. About 15 or 20 years ago they 
started to build one which they 
said would be 75 feet higher than 
the Empire State. The work was 
started but nothing has been done 
in recent years. 


After the war another office 


oe an 








Three-Wheel Delivery Vehicle— 

The Stationette is a three-wheeled light delivery car with reinforced plastic body 
introduced by Bassons Industries Corp., Bronx, N. Y. The truck is 53 inches high, 64 
inches wide and 106 inches long and can cruise at 45 miles per hour. Usable cargo 
space totals 110 square feet. 





building was planned to rise 46|they have decided that the Red 
stories and the steel was placed,| Square and the Kremlin should not 
so they could compete for the title| be overshadowed by any less hal- 
of “the tallest building in Europe.” | lowed structure. 

But, following the death of Stalin, P.S. SO-0O-O-H, Oklahoma can 
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still claim “the fur 


robe.” 


lined bath- 


* * * 


Lure of the West 


H°” vividly I remember, how, 

as a lad peddling newspapers, 
sittin’ on the curb, readin’ the 
Chicago Times-Herald, about how 
the government had taken down 
the bars and thrown open the 
“Cherokee Strip” to settlers who 
were ready to stake their future 
on the free lands of the. west. 


How I yearned to hop a train 
and get out west when I read of 
the thousands of people waiting 
for the crack of the gun at the 
border ready to travel “hellity lar- 
rup,” by “shanks horses,” mules or 
“old Dobbin off the Kansas plow,” 
with household effects piled in 
wheelbarrows and baby buggies... 
ready for the signal to cut loose 
for the land of opportunity. 

No wonder the millionaires in the 
sheltered nooks of the fancy hotels 
in Oklahoma City, Tulsa and the 
rest of those prosperous cities, like 
to talk about the olds days. “. . . 
Why shouldn’t they take pride in 
building the tallest thing!” 





FOB Factory — for a behind-the-scenes 
| view of factory news. 






ORIENTAL— 
in Eastern-influence 
colors 


"U.S. NAUGAHYDE? siostey 















SEQUIN— 
in sparkling tones 


ye High-slip finish 


of beautiful colors 
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Here at last is the soft comfort, the 
beauty of styling and “‘breathability” of 
woven fabric combined with the durability 
of vinyl. The result is a fabric with a soft 
tailoring “hand” that lends itself to the 
most interesting upholstering treatments 
—an exclusive “U.S.” development. 


The unparalleled benefits of “Breathable” 
e Breathes like-a textile fabric 

e Cool and comfortable 

e Fade-resistant, washable 


e Has the tough, durable 
character of vinyl 


e Permanent, bright colors 
e High tear-strength 


Available in wide range 


and new exclusive patterns 


Get the Complete story and samples of “Breath- 
able” U. S. NAUGAHYDE! Write: 


UNITED STATES RUBBER COMPANY . 
Coated Fabrics Dept., Mishawaka, Indiana 
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Four great Hudsons 
cover 94% of the 
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Car-buying market 


Hudson and American Motors are entering 
a great new era, with a product program 
that provides four lines of exciting new 
cars. 


As described on the page to the right, the 
Hudson line covers every retail price bracket— 
from the very lowest to the upper-medium-price 
range. It includes an all-new Hornet V-8 and 
Championship Six, a spectacular new Wasp, 
the new-idea Rambler—styled with the finest, 
priced with the very lowest—and the unique 
Metropolitan—a sports-size car of many uses. 
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With this strong line-up of beautiful performers, 
all with exclusive selling features, Hudson is in 
a position to do business with 94% of all new- 
car buyers. 


All phases of this program are supported 
by an expanded advertising and promotion cam- 
paign. The smash-hit national network Walt 
Disney television show, ‘Disneyland,’ is an 
example. 

The Hudson Motors Division is, today, well 
launched on a complete and hard-hitting pro- 


gram for making “‘American Motors mean more 
for Americans.” 


MOTORS 





DIVISION OF AMERICAN MOTORS CORPORATION 


See “Disneyland,” great new all-family show, ABC-TV Network. Check TV listings for time and station. 
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Coming! The most beautiful 
performers of them all! 


New Hornets—all-new from stem to stern—are on their way; with 
the latest, greatest of the V-8’s, and a new Championship Six; with 
a new ride; with all the popular power options; and with All-Season 
Air Conditioning at a record low price. 


And more! A spectacular new Wasp 


New from the ground up—the 1955 Hudson Wasp has new power, 
new high style. Airliner Reclining Seats, Twin Travel Beds, All- 
Season Air Conditioning—American Motors exclusives make this a 
powerful contender in the lower-medium-price field. 


The New-Idea Rambler 


Hudson now offers the first American car to meet changed driving 
needs. Easier to maneuver, easier on gasoline, featuring air con- 
ditioning at a record low cost, the luxurious Rambler is priced, 
model for model, below comparable cars of the “‘low-price three.” 


The Unique Metropolitan 


Here, in hardtops and convertibles, is a sports-size car, an ideal 
second car, or a business car—finely designed, beautifully built. It 
parks ’most anywhere, gets up to 40 miles on a gallon of gas, and 
has a sensationally low price! 
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Standard trim and other specifications and accessories subject to change without notice. 
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Auto Personnel 





J. B. E. Olson Corp., New York, 
producer of truck bodies, has ap- 
pointed John Dahlheimer as Chi- 
cago regional manager, according 
to Herbert H. Spielman, general 
sales manager. 

At the same time it was an- 
nounced that Frank Brophy has 
been named Detroit regional man- 
ager, with offices at 7410 Woodward 
Ave., Detroit 2, Mich. 

+ * * 


Dana Names Robertson, 


Miller Vice-Presidents 


Appointment of two vice - presi- 
dents has been announced by John 
E. Martin, president of Dana Corp, 

The new vice-presidents, D. D. 





D. D. Robertson J. R. Miller 


Robertson and J. R. Miller, will 
continue as sales director and man- 
ufacturing director, respectively. 

Robertson joined Dana in 1937, 
moving up to sales manager in 1949 
and sales director in 1954. Miller, 
who has been with the firm since 
1953, has been a staff assistant to 
Martin. 


Todd and Hudson Named 


To Nash Export Posts 


Two appointments and the re- 
tirement of two executives have 
been announced by Nash Motors 
export division of American Mo- 
tors Corp. 

J. L. Todd, formerly export 
sales manager, has been ap- 
pointed Nash export manager, 
succeeding S. I. Carlson, who has 
retired. M. L. Hudson has been 
named to succeed Todd. J. P. 
Goodyear, assistant export man- 
ager, has retired. 

* * * 


Mirror Glaze Appoints 


Two Distributors 
Edwin Tracy has been named | 





Mirror Glaze distributor for the St. | 
Louis area, and Neal Church has | 
been appointed distributor for Ore- | 
gon, it has been announced by Mir- | 
ror Bright Polish Co., Pasadena, 
Calif. 

Tracy will be located at 4024 





N. Twenty-second St., St. Louis. | 
and Church will have his office in| 


Portland, Ore. 
J 


Nave Appointed President | 


Of White Motor of Canada 


Henry J. Nave, former director | 
of service, has been elected presi- 
dent of White Motor Co. of Can- 
ada, Ltd., according to Robert F. | 








Kari A. Roesch 


Henry J. Nave 
Black, president of White Motor 
Co. Karl A. Roesch, assistant to the 
sales vice-president, succeeds Nave 
as service director. 

Before joining White as service 
sales manager in 1950, Nave was 
service sales manager for Firestone 
Tire & Rubber Co. and later oper- 
ated his own automotive parts com- 
pany, which had headquarters in 
Framingham, Mass., and four 
branches in New England. 

* * * 


U. S. Rubber Moves Lynch 


To Tire Industrial Relations 


J. E. Lynch, formerly industrial 
relations manager at U. S. Rubber 
Co.’s Detroit plant, has been ap- 
pointed manager of industrial re- 
lations for the firm’s tire division. 
He will be responsible for coordi- 


nating all industrial relations ac- 
tivities in the tire division plants. 

F. J. Whitsell, formerly control 
manager at Detroit, is temporarily 
assigned the responsibility for co- 
ordinating all activities in connec- 
tion with purchasing, materials 
handling, warehousing, shipping, 
and traffic within the tire division. 
Both Lynch and Whitsell will be 
located at Detroit. 

J. P. Quirk succeeds Lynch, and 
C. H. Dengler has been named act- 
ing control manager. 

* * +” 


Buick Shifts Managers 
In San Francisco Zone 


In a shift of Buick field person- 
nel in the San Francisco zone, 
Lyman W. Brown was named dis- 
trict manager with headquarters 
at Chico, succeeding Louis Thomp- 
son who has been transferred to 
the Sacramento district. Douglas 
Graham, former district manager 
at Sacramento, has resigned to be- 
come Buick dealer at Monterey. 

Brown, a newcomer to the Buick 


factory organization, was formerly 
a car distributor for Ford in the 
Los Angeles district. He first en- 
tered the automotive field as an 
associate with his father in a 
dealership at Riverside. 


| Brandau Joins Grizsly 


As Territory Manager 


Grizzly Mfg. division, Paulding, 
O., has announced appointment 
of Earl E. Brandau as manager 
of the Milwaukee territory, 
which consists of Wisconsin, east- 
ern Iowa, northwestern [Illinois 
and Michigan’s Upper Peninsula. 
Grizzly, a division of Maremont 
Automotive Products, manufac- 
tures brake linings. 

For the past eight years Bran- 
dau has been with Praefke Auto 
Electric & Battery Co., Milwau- 


kee. 
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United Motors Appoints 
Cleveland Service Chief 





Fred Hoagland has been ap- 
pointed service manager of the 
United Motors Service division of 
General Motors in the Cleveland 
zone, according to V. A. Dupy, gen- 
eral sales manager. 

Hoagland moved to United Mo- 








Joins Packard— 


Oscar G. Yaeger (right) is a new Pack- 
ard dealer in Covina, Calif. With him is 
A. W. Oster, resident manager of Earle 
C. Anthony, Inc., California Packard dis- 
tributor. 





tors from Cadillac where he had 
been in service work since 1951. 
: * + 


New C.LT. Office 

Universal C.I.T. Credit Corp. will 
open an office at Missoula, Mont., 
according to G. R. McElhany, vice- 
president. John W. Smith, now 
with the Great Falls office, will be 
sales representative, and David S. 



































Cooper, now in Salt Lake City, 
will be manager of the Missoula 


branch. 
oo +. * 


Securities Investment Co. 
Opens Office in San Antonio 


Securities Investment Co., St. 
Louis, has opened an office in San 
Antonio, according to C. Harold 
Schreiber, president. 

The office will be located at 411 
Frost Bank Bidg., and will be 
headed by James Cavanaugh, who 
formerly headed an office of Gen- 
eral Contract Corp., Meridian, Miss. 


Poulton Named by Hercules 


John C. Poulton is manager of 
Hercules Motors Corp.’s new branch 
at 400 S. Edgewood Ave., Jackson- 
ville, Fla. 

* * * 


Kidd a Vice-President 


Of Stewart-Warner Corp. 
Alexander Kidd, former vice- 
president of M. W. Kellogg Co. 
New York, has been elected a vice- 
president of Stewart-Warner Corp., 
Chicago. 
Kidd will assist management in 
(Continued on Page 29, Col. 3) 








New G-E@.YeczHier Headlamp 


WITH 
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IN THESE DEMONSTRATION PHOTOS, taken in G-E’s head- 
lamp research laboratory, simulated fog shows what happens 
when you drive in bad weather. Ordinary headlamps (top photo) 
send part of their light upward. Fog, snow, rain reflect it back 
at the driver as glare. New G-E @&-Zedie headlamps (bottom 
photo) keep most of the light below the driver’s line of vision, 
greatly reduce kick-back glare to help him see the road ahead. 


These new 6 and 12-volt G-E headlamps mean outstanding 
safety performance in good weather as well as in bad. The new 
6-volt Qé-Likettee headlamp has a new, more efficient filament 
and increased wattage. Its low beam makes it easier to see the 
road when you’re bucking oncoming headlamps. It gives about 
25% more light—and concentrates it where you need it, up to 


PRESENT HEADLAMPS 


G-E HEADLAMPS 


80 feet farther ahead on the right side of the road. 


The new &-Zeen high beam also gives about 25% more 


rain, snow—makes every car a 


ABOVE: PHOTO TAKEN WITH LIGHT FROM REGULAR HEADLAMPS, MAN CHANGING TIRE IS ALMOST HIDDEN BY GLARE OF HEADLIGHTS REFLECTED FROM FOG. 
BELOW: IDENTICAL SCENE WITH G-E 2 Zéediee HEADLAMPS. GLARE IS CUT. MAN CHANGING TIRE IS CLEARLY DEFINED, EASILY SEEN. 


light than regular 6-volt headlamps. You see pedestrians, twists 
in the road and obstacles sooner—and clearer. 


G-E @- Hein headlamps fit all cars equipped with sealed 
beam headlamps. The American Association of Motor Vehicle 
Administrators, which originally made the request for an im- 
proved headlamp, has unanimously endorsed the new-type lamp 
and has urged all states to adopt it. 


40 states have already given their approval. Approvals are 
now pending in these states: Georgia, Indiana, Iowa, Kansas, 
Missouri, South Carolina, Washington, West Virginia. 

General Electric’s advertising will feature the new G&-Zirethee 
headlamp on the Jane Froman TV show and in national maga- 
zines such as “Life” throughout 1955. This powerful advertising 


will create a tremendous demand for G-E G4 Geer headlamps. 


Don’t be caught short! Order plenty now! 
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Schwartz Chevrolet in New Home— 


Tape cutting signified the formal opening of the new showroom of Alvin Schwartz 
Chevrolet, Inc., Brooklyn, N. Y. Shown (from left) are William Hanlon, regional man- 
ager; Alvin Schwartz, president; Edward McCarthy, Brooklyn-Queens zone manager, 
and Abe Stark, president of the New York City Council. 


Russell Heads Plastic Sales 


Alfred Russell has been appointed | sales by Reeves Brothers, Inc., New 
manager of woven plastic fabric! York. 








Auto Personnel 





(Continued from Page 28) 


the development of sales to large 
accounts other than distributors, 
jobbers and dealers. 
+ * * 
Hudson Appoints Demarais 
Minneapolis Zone Manager 
Appointment of Jack E. Demarais 
as Hudson zone manager in Min- 
neapolis has been announced by 
Walter A. Ernst, central divisional 
sales manager of American Motors 
Sales Corp. Demarais formerly was 
assistant manager of the zone. 
Robert E. Nelson, former dis- 
trict manager and car distributor, 
succeeds Demarais. 
+ = * 


Arco Co. Names Two 


In Auto Refinish Sales 


The Arco Co., Cleveland, has 
announced two territorial 
changes in its Automotive Refin- 
ish Sales division. 

Clifford B. Turner, district 
manager of Arco’s central divi- 


sion, has taken on the additional 
responsibility of heading the sales 
force in the Chicago area. Gerald 
E. Weissert, district manager of 
the southwestern division, has 
been named manager of the 
company’s midwestern division 
also. 


* * * 


Chrysler Names Walsh 


William C. Walsh, former Can- 
ton (O.) district manager for 
Chrysler, has been appointed Cleve- 
land city manager, succeeding T. J. 
Ferguson, who becomes used-car 
manager of Chrysler’s seven-state 
central zone. 

* + + 


Pusey Rejoins NHUC 
Appointment of Edmund C. 
Pusey as Mid-Atlantic states re- 
gional representative has been an- 
nounced by Arthur C. Butler, direc- 
tor of the National Highway Users 
Conference. Pusey has operated an 


helps drivers see through fog, 
prospect for 2 new headlamps 


ORDINARY HEADLAMP 


UNCONTROLLED UPWARD 
LIGHT FROM FILAMENT 
SHINES IN FRONT OF 
WINDSHIELD, BOUNCES OFF 
FOG, CAUSES 
KICK-BACK GLARE 


ABOVE: HOW REGULAR HEADLAMPS CAUSE FOG-GLARE 
BELOW: HOW G-E @&- Zeer HEADLAMPS CUT DOWN GLARE 


Ta 
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UNCONTROLLED UPWARD 
LIGHT, GREATLY REDUCES 
KICK-BACK GLARE 






NEW GENERAL ELECTRIC @-Zéeediee LOW BEAM LIGHTS RIGHT SIDE OF 
ROAD BETTER, MAKES IT EASIER TO SEE WHEN YOU'RE APPROACHING 
OTHER CARS. 


5400 


A combination pack of six 6-volt and 
two 12-volt lamps is also available. 















Order your supply NOW! 
| vettage | price | quamity | 
| 6 |%180| 8 | 





12 $1.90 


Progress /s Our Most Important Product 


GENERAL @@ ELECTRIC 


New-design lens 
bends light down. 


New filament 
shield cuts off 
glare-causing 





New-design 
filament gives 
25% more light 
in 6-volt lamp. 


New-design reflector 
is tilted to throw light down, 









auto dealership in Mt. Airy, Md., 
since 1949, before which he held an 
NHUC position. 


* * * 
Hutchinson Retires from Job 


At Sparks-Withington 


E. T. H. Hutchinson, former sales 
manager of the horn division and 
manager of the 
eastern division of 
Sparks - Withing- 
ton Co., Jackson, 
Mich., has retired. 

Hutchinson, 
who lives in Al- 
lentown, Pa, 
joined Sparks- 
Withington in 
1920 and was 
among the pio- 

neers in introduc- 
E.T. Hutchinson ing the electric 
horn to the auto industry. 
+ * s 


Buecker and Bourguignon 


Given New Sales Posts 


Standard Pressed Steel Co., Jen- 
kintown, Pa., has announced two 
sales appointments. 

Donald C. Buecker, who recently 
joined the firm, has been assigned 
to the Minneapolis office. Theodore 
H. Bourguignon, who joined Stand- 
ard in 1941, has been assigned to 
Indianapolis. 

a * & 


Hastings Promotes Cox 


William E. Cox, former district 
manager in the northwest, has been 
appointed divisional sales manager 
for the northwestern division of 
Hastings Mfg. Co., Hastings, Mich. 

* * 


Ethyl Elects Perdue 


As Director, Treasurer 


Election of William R. Perdue jr. 
as director, vice-president and 
treasurer of Ethyl Corp., has been 
announced by E. L. Shea, president. 

Perdue joined Ethyl in 1950 as 


general counsel. 
a s ° 


Fuller Mfg. Opens Office 


In Tulsa to Serve Southwest 


Fuiler Mfg. Co., Kalamazoo, 
Mich., has opened a Southwest dis- 
trict office in Tulsa, Okla, under 
the management of Howard J. 
P 


Passage will supervise sales and 
service of all products made by 
Fuller’s Transmission diyision; 
Shuler Axle Co., and the Unit Drop 
Forge division in Texas, Louisiana, 
Mississippi, Oklahoma, Arkansas, 
Missouri and Kansas, as well as the 
Memphis area. 

* * 


MEMA Elects Wilbur 


The Motor & Equipment Manu- 
facturers Assn. has elected Richard 
H. Wilbur, Walpole, Mass., a direc- 
tor. Wilbur is manager of the Ken- 
dall Mills automotive department. 

* 8 @ 


Matrinez to Manage 


New Tilden Branch 


Tilden Commercial] Alliance, Inc., 
has opened an auto finance branch 
office in Roselle, N. J. The office, 
which will operate under the name 
of TCA, Inc., is managed by Frank 
P. Matrinez. 


Five Officers Promoted 


At Leece-Neville 


Leece-Neville Co. has announced 
the advancement of five officers to 
higher posts. They are: 

Jd. §S. Allt, formerly secretary- 
who now will serve as vice-presi- 
dent and treasurer; P. K. Bremser, 
A. D. Gilchrist and H. J. Zuske, 
formerly assistant vice-presidents, 
who now become vice-presidents, 
and Miller B. Pennell, former as- 
istant secretary, who now has been 
appointed secretary. P. H. Neville 
and Curt L. Oheim continue as 
president and vice-president re- 


spectively. 
. 7. 


Bannister, Leahy Elected 


J. R. Millar, chairman and acting 
president of National Automotive 
Fibres, Inc., has announced the 
election of John G. Bannister as 
first vice-president, and M. K. 
Leahy as manufacturing vice- 
president. 7 

* 


C.1.T. Names Thorn 


Robert W. Thorn has been ap- 
pointed district manager of Uni- 
versal C.LT. Credit Corp.'s office in 
the United Office Bldg., 2012 W. 25th 
St., Cleveland. 
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Dingeman Furthers 
City’s Safety Search 


Staff Writer 
GCnaen, Calif., has a popula- 
tion of less than 10,000, but the 
city has its traffic woes just like 
any large com- 
munity in the 
country. 

One man who 
has devoted much 
of his time and 
energy to allevi- 
ate these prob- 
lems is A. J. 
Dingeman, Ox- 
nard Ford dealer 
since 1919 and 
one of the city’s 
most active civic 


By Gerhardt Neumann | 





irs ee 
leaders. 
For his untiring efforts, Avurto- 


motive News presents its Dealer of 
the Month plaque to Dingeman. 


As a member of the safety ' mittee urged the California Leg- 


committee of the Oxnard Cham- 
ber of Commerce and chairman 
of the Rotary Club’s safety com- 
mittee, Dingeman has contributed 
@ great many ideas to make Ox- 
nard a safer city. 

Most of it is detail work and has 
a purely local significance, but the 
sum total is a shining example of 
civic pride and determination to 
adjust traffic conditions to modern 
(and future) requirements. 


CH of the work of the com- 

mittee was directed at relief 
from traffic congestion through 
new traffic signals, rerouting of 
traffic and parking suggestions. 
Other proposals aimed at the wid- 
ening of streets, repaving and re- 
zoning. 


Among other things, the com- 
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islature to adopt a vehicle inspec- 
tion law. 

The human side of the safety 
problem was attacked by a num- 
ber of suggestions, such as a cam- 


|paign to stop jaywalking, a drive 


for signatures on safe-driving 
pledges, safety talks and films in 
schools and endorsement of the 
Jaycees’ Scotchlite program which 
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features luminous stickers on car|as much traffic in one year as did 


bumpers. 
+ * * 
oo. - teen-age car fans 
must have been particularly de- 
lighted when through the commit- 
tee’s efforts they were given a hot- 
rod strip at the airport. 
Dingeman has been active in 
many organizations. Among other 
posts, he held that of president 
of the Southern California Motor 
Car Dealers Assn. He is a former 
NADA director and past presi- 
dent of the Ventura County Auto 
Dealers Assn. 
He also has been active in mat- 
ters of water conservation, harbor 
work and legislation. 


o + s 
Thruway Takes 
* 

Tire Toll, Too 

In the first five months of opera- 
tion, a total of 850 flat tires on the 
New York Thruway were observed 
by police, according to Holden A. 
Evans, executive assistant to the 
chairman of the Thruway Authortiy. 

There was an equal number of 
tows, most of which involved con- 
necting rods thrown at high speeds. 


Holden predicted that the Thru- 
way, when fully opened, will carry 





Best for Factory Installation... 


HYATT 


Best for Replacement, Too— 





When you replace a roller bearing— Straight, Barrel 
or Taper—you have a choice of several different makes 


of replacements. But only one—the genuine Hyatt 


Bearing—gives you a replacement of quality, as well 


as size and type. When you install Hyatts, 

you know you’re using the same high-quality 
bearings that are preferred for factory installation 
by a majority of automobile, truck, bus and tractor 


manufacturers. So make the one sure choice. Insist on 
genuine Hyatt Bearings for all your replacements. 


A GENERAL MOTORS PRODUCT ca" UNITED MOTORS LINE 







STRAIGHT | 





GM 


DISTRIBUTED 
BY 

DEALERS 
EVERYWHERE 


BARREL | TAPER 





WARE Uf xouse seanincs 


HYATT BEARINGS DIVISION ¢ GENERAL MOTORS CORP. ¢ HARRISON, N. J, 


the Pennsylvania Turnpike in its 
first 10 years. 

Some businesses in adjoining 
towns, he reported, have suffered. 
Service stations and motels are 
complaining that business has 
fallen from 10 to 40 percent. 


Merit Point Plan 
Ruled Invalid 


In South Carolina 


A circuit court has declared South 
Carolina’s merit point system in- 
valid but the state highway patrol 
will keep the system in effect until 
a final determination is made, ac- 
cording to Claude R. McMillan, 
chief highway commissioner. 

The court had declared that there 
were no standards fixed to guide 
the highway department in its exer- 
cise of discretion in revoking the 
license of a person, and that such 
suspensions were therefore beyond 
the scope of the department’s au- 
thority. 

McMillan emphasized that the 
system has been operated as a 
“driver improvement program,” and 
expressed the hope that the courts 
“will find some way for us to keep 
the plan in operation.” 

* * * 


Highway Group 
Appoints Deane 


Appointment of Bill Deane, Good- 
year dealer in Roswell, N. M., to 
the Inter-Industry Highway Safety 
Committee has been announced by 
A. vanderZee, chairman of the 
committee and vice-president of 
Chrysler Corp. 

Deane, newly elected president of 
the National Assn. of Independent 
Tire Dealers, also serves as chair- 
man of the New Mexico Tire Dealer 
Highway and Safety Committee 
and as a member of the Governor's 
Safety Council. 

In addition to vanderZee, repre- 
sentative of the auto manufacturers 
serving on the committee are W. F. 
Hufstader, vice-president of Gen- 
eral Motors; C. K. Whittaker, sales 
vice-president of Studebaker, and 
Walker A. Williams, sales vice- 
president of Ford Motor Co. 

Representatives of NADA include 
Charles C. Freed, president and 
committee vice-chairman; Robert 
Armacost, past president; Walter 
B. Cooper, chairman of the public 
relations committee, and Frederick 
M. Sutter, regional vice-president. 

* ca - 


Passenger Held Neglectful 
In Joining Tipsy Driver 

A Federal jury in Louisville has 
decided that a person who becomes 
@ passenger in an automobile is 
guilty of contributary negligence, if 
he enters the car in the knowledge 
that the driver has been drinking. 


The case in question involved 
Mrs. Deeann Graf, of Kirkwood, 
Mo., who sought $52,850 in damages 
from Samuel Swope for injuries 
suffered in an auto accident, with 
Swope as the driver. 


Testimony showed that members 
of the party had been drinking be- 
fore the accident. Swope was the 
president of the former Graf Motor 
Co., Elizabethtown, Ky., of which 
Mrs. Graf’s husband, Albert C., was 
treasurer. 


* 
H & S Shorts 


The state of Washington is 
spending 10 times as much as it 
spent 10 years ago for road work, 
according to State Highway Direc- 
tor W. A. Bugge . . . Next March, 
New Hampshire banks will issue 
license plates for motorists in their 
counties in order to eliminate the 
last-minute rush. 

The U. S. Chamber of Com- 
merce will hold a national con- 
ference on highway financing 
Jan. 13-14 in Washington to dis- 
cuss the President’s proposed $50 
billion highway program. 

The Vermont Highway Users Con- 
ference has elected Merton B. 
Emerson as president. Emerson has 
been executive vice-president of the 
Vermont Truck & Bus Assn. and 
regional vice-president of the 
American Trucking Assns. 


* ca 
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TWO WEEKS LATER... 


ANOTHER FULL COLOR AD 


IN THE POST. 


AND TWO WEEKS AFTER THAT... 


A THIRD FULL COLOR 


POST AD ON JETSPUN. 





With each ad—1!7,600,000 readers see color photos of seat 
cover fabrics woven with High-Tenacity JETSPUN, Enka’s 
rayon filament yarn...see these fabrics in use, read about 
their exceptional wearing qualities, their easy upkeep, their 


beautiful Howard Ketcham-styled colors. 


With each ad—17,600,000 potential buyers visualize Jetspun- 


inspired fabrics in their cars—are definitely Jetspun-minded 


‘when they come in to buy. 


Right now alert mills, cutters, jobbers and retailers are making 
plans to take advantage of Jetspun’s first consumer promo- 
tion. Are you prepared for this triple-strength advertising 


promotion? Write or phone us for additional information. 


AMERICAN ENKA CORPORATION 


206 Madison Avenue, New York 16, N. Y. MU 9-0510 
Ss 428 Jefferson Standard Building, Greensboro, N. C. 
iy 2001 Industrial Bank Building, Providence, R. |. 


makers of rayon and nylon for textiles and industry 
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NEW YORK.—In a major 
achievement, American scientists 
have finally succeeded in reproduc- 
ing the true mole- 
cule of tree- 
grown rubber, it 
was announced 
last week by Wil- 
liam S. Richard- 
son, president of 
Goodrich - Gulf 
Chemicals, Inc., 
which is owned 
- half by Gulf Oil 

borg Corp. and half by 
F. Goodrich 





W. 8. Richardson 


According to Richardson, who is 
also president of Goodrich, the suc- 
cessful reproduction of crude rub- 
ber synthetically has been a goal 
of world scientists for generations. 

It has also posed a problem in 
the self-sufficiency of the U. S., 
he said, because although this 
country is the world’s largest 
consumer of natural rubber, it 
has had to import every pound 
used from the Far East, South 
America or Africa. 

The actual discovery was made 
in the Goodrich Research Center, 
Brecksville, O., by a research team 
assigned to the project by Good- 
rich-Gulf Chemicals. Joint teams of 
scientists in both Gulf and Good- 
rich laboratories have long been 
at work using a new approach to 
the challenging assignment. 

The new man-made rubber has 
not yet been named, Richardson 
said, but patent applications have 
been filed. The new rubber is made 
from different materials than those 
used in GR-S synthetic rubber, and 
he said that the rubber could not 
be produced in presently existing 
Government - owned synthetic rub- 
ber plants. 


Based on the best estimates 
that can be made at this early 
state of development of the dis- 


Purolator Grants 
Production Rights 


In Brazil, France 


RAHWAY, N.' J. — Purolator 
Products, Inc., has announced es- 
tablishment of licensed operations 
in France and Brazil. 

According to Ralph R. Layte, 
president, Purolator’s overseas ex- 

ion began in 1928 in England. 
ince then, the company has 
branched out into the Far East 
and Africa. 
f New licenses were given to Ir- 
' maos Reinholz, Ltda. Sao Paolo, 
Brazil, and Societe Francaise des 
Freins Hydrauliques Lockheed, 
Paris and Lyon. 

In Italy, a new company has 
been manufacturing Purolator oil 
filters since 1953. In Germany, the 
Knecht plant in Stuttgart was 
' granted the right to produce these 
filters. 

Negotiations are under way for 
a similar license in Argentina. 


| Buffalo Assn. Eyes 
New Night Hours 


BUFFALO —Directors of the 
| Buffalo Automobile Dealers Assn. 
- are giving consideration to a possi- 
| ble change in night-opening sched- 
- les for dealers. 
One group of the association’s 
membership has urged adoption of 
| @ plan whereby dealers would re- 
main open three nights a week, 
' Monday, Wednesday and Friday, 
and close at 6 p.m. on other nights. 
The membership is being polled 
| for opinions. The proposed plan 
’ would not necessarily include eve- 
| nings on which dealers are show- 
ing new models. The association 
' will continue to insist on Sunday 
} closings. 


Thomas Buys Out Partner 


' Dwight Thomas has purchased 
| the interest of R. F. Schoonover 
| in the Lincoln-Mercury dealership 
at Hutchinson, Kans. The firm 
‘mame has been changed from 
Thomas-Schoonover, Inc., to 
Dwight Thomas Motors, Inc. 
Schoonover has a similar dealer- 
ship in Topeka, Kans. 































Scientists Reach Goal After Generations .. . 


Lab Reproduces True Rubber 


from the economics of the two ma- 
terials. This usage embraces truck 
and airplane tires and today ac- 
counts for about 30 percent of the 
total annual tonnage of new rub- 
ber consumed in the U. S. 


“GR-S'_ rubber 


covery, the cost of the new mate- 

rial in commercially important 

volume would be _ substantially 

higher than the present price for 

R-S rubber which is 23 cents a 
pound, Richardson stated. 

“It should be understood,” Rich- 
ardson said, “that GR-S rubber is a 
very valuable material and is bet- 
ter for many uses than crude, or 
tree, rubber. However, there is an 
area of usage where crude rubber 
is the preferred material, 


in tires under 
heavy loads generates more heat 
than crude rubber, freezes at higher 
temperatures and in its uncured 
state is not as tacky, or sticky, as 
crude rubber. In all tests made to 
date, the newly discovered man-| Goodrich Gulf-Chemicals, Inc., has 
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made rubber possesses the physical 
properties of crude rubber even to 
tack and stickiness.” 


Richardson said the new rubber 
will not affect disposal of Govern- 
ment-owned synthetic rubber plants 
to competitive enterprise, because 
of the economics involved and the 
potentially higher cost of the new 
material. 


An added reason is the fact 
that GR-S man-made rubber has 
its own wide area of usage where 
it igs the best material, notably 
for treads in car tires. 

“Our confidence that this new 
discovery will not be an unsettling 
factor is indicated by the fact that 


filed bids to purchase certain Gov- 
ernment-owned facilities used to 
make GR-S,” Richardson said. 

We are hopeful that these bids, 
representing what we believe to be 
full, fair value for the plants in- 
volved, will be accepted.” 

Richardson said that although 
the new material can be used to 
replace crude rubber, it will not 
obsolete rubber plantations because 
tree rubber can, on the more effi- 
cient plantations, be produced for 
a much lower cost than the pres- 
ently. indicated cost of the new 
material. 

However, he pointed out, the 
new man-made rubber, when in 
production, will in effect place a 
ceiling on the price of crude rubber. 





In the Spicer tradition 


DANA CORPORATION 


looks ahead 


to another 50 years of progress 


We are now starting our second 50 years of Spicer research . . . planning. . . 
development and advancement. 


The beginning of this new Spicer era is sparked by a particular brand of courage. 
An inheritance of “‘git-up-and-go” from the pioneers who made the Spicer and 
Dana names world-famous: 


CLARENCE W. Spicer, who invented and mass-produced the first universal 
joint for automotive vehicles. 


CHARLES A. Dana, whose wisdom of decisions has welded together the big 
family of Spicer-Dana plants and products. 


RaLPH E. CARPENTER, who helped pilot the Spicer-Dana ship on a true 
course, through peace and war, through good times and bad. 


Today, Spicer has available a 10-plant organization that embodies some of the 
most advanced efficiencies in the world. Spicer engineers are now on a program 
announcing a wide range of new and improved products. Many of these are revo- 
lutionary in performance. Spicer administration, sales and service have been 
sparked by new executives . . . new plans . . . new action in every department. 


Action . . . that’s what we promise you all along the line. Action . . . working to- 
gether hand in hand with designers and engineers on vehicles of the future. Action 
. . . that will continue to develop power transmission units destined to further 
heighten the Spicer reputation as 


“Lhe Handard of the Industry”’ 


DANA CORPORATION + TOLEDO1, OHIO 


SPICER PRODUCTS: TRANSMISSIONS « UNIVERAL JOINTS * PROPELLER SHAFTS 
© AXLES « TORQUE CONVERTERS « GEAR BOXES « POWER TAKE-OFFS « 
POWER TAKE-OFF JOINTS ¢ RAIL CAR DRIVES « RAILWAY GENERATOR 
DRIVES « STAMPINGS «© SPICER and AUBURN CLUTCHES « PARISH FRAMES 


Brown-Allen in New Building— 


An up-to-date structure has been completed by Brown-Allen Motor Co. (Oldsmobile), 
Bryan, Tex. The showroom and offices are on the right, and service facilities on the 


left. 
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Dealers Worth More 


. Chrysler Division’s Retailer Body Dips to 3,147; 
Their Investment Nears $300 Million 


DETROIT.—The total net worth 
of Chrysler division dealers is ap- 
proaching a record $300 million. 

E. C. Quinn, division president, 
reports that Chrysler dealers had 
a total net worth of $298,237,214 in 
an accounting survey made re- 
cently. 

“This tremendous investment in- 
dicates the great financial strength 
of our dealer body upon which we 


are relying this year for record 
sales,” Quinn said, adding: 

“Wenow have the best- 
equipped and most enthusiastic 
dealer organization in Chrysler’s 
81-year history.” 

As of Nov. 1, Chrysler division 
had 3,147 dealers in 3,000 counties 
throughout the U. S., Quinn said. 
In the year ended Nov. 1, Chrysler 
signed 214 dealers. On Nov. 1, 1953, 


83 


Chrysler had 3,389 dealers. 

“In Chrysler’s drive for a quality 
dealer group, many dealer locations 
were changed,” Quinn said. “This 
program calls for relocating dealers 
in trading areas where Chrysler’s 
automobile census shows need for 
increased owner service by an au- 
thorized dealer and where dealer 
profit opportunities are most favor- 
able.” 

Quinn reported that Chrysler now 
has pending applications from more 
than 300 businessmen desiring to 
establish Chrysler dealerships. 

“In November, we signed 34 
new dealers,” he said. “In most 
cases, these were well-established 
dealers who had been handling 
other lines of automobiles.” 

Quinn said that the response by 
the Chrysler dealer body to the in- 
troduction of the 1955 Chryslers 
and Imperials was the greatest in 
his experience, with the factory re- 
ceiving almost 2,000 letters, wires 
and phone calls reporting record 
acceptance of the new cars. 

“It certainly looks as if 1955 will 
be a good year for Chrysler dealers 
inasmuch as almost two million 
people crowded Chrysler showrooms 
on announcement day,” Quinn said. 


Weston Hydraulics 
Is Acquired by 
Borg-Warner 


CHICAGO. — Through an ex- 
change of stock, Borg-Warner 
Corp. has acquired Weston Hy- 
draulics, Ltd., North Hollywood, 
Calif., and will operate it as a sub- 
sidiary, according to Roy C. Inger- 
soll, Borg-Warner president. 

Acquisition of the California 
company marks the first time 
Borg-Warner has had operations 
on the West Coast. 

The Weston concern, which de- 
signs and manufactures hydraulic 
and pneumatic equipment for the 
aircraft industry, will be directed 
by the same management which 
has operated it since its inception 
in 1945, Ingersoll said. 

Weston employs 500 persons and 
contracts for the services of about 
60 subcontractors. All precision op- 
erations, however, are performed 
within the Weston plant, Ingersoll 
said. 


Beach, Carroll Get 
Hudson Zone Jobs 


DETROIT. — Walter A. Ernst, 
Hudson central division sales man- 
ager, announces the appointment 
of John S. Beach as zone Manager 
in Dallas and Edward J. Carroll as 
zone Manager in Detroit. 

Beach joined Hudson in 1950 and 
has held various zone supervisory 
positions. His most recent post was 
Detroit zone manager. 

Until his new appointment, Car- 
roll was zone manager at Minne- 
apolis. He joined the Hudson sales 
department in 1947. 


L. & L. Appointed 
L. & L. Motors, operated by L. D. 
Bailey and Leo W. Dutro, has been 
named the Studebaker dealership 
in McConnelsville, O. 


Joins Dodge— 


Saul Sussman (center), general manager 
of New England Motors, Inc., Providence, 
signs his Dodge-Plymouth franchise. With 
him are Victor Francis (left), Boston re- 
gional manager, and Jack Rugg, district 
manager. Sussman formerly operated a 
Dodge-Plymouth dealership in Pawtucket, 
R. I. 





ARIS.—Today I'd like to answer 
some questions which have 
reached me in recent weeks. 

1. What is a rally? 

A rally is long-distance touring 
event under controlled conditions, 
such ag the Rally Monte Carlo, 
which will be staged next January. 


There are eight starting points 
for the trip to Monte Carlo. They 
are Athens, Glasgow, Lisbon, 
Munich, Oslo, Palermo, Stock- 
holm and Monte Carlo itself. For 
each of these points, a complete 
itinerary is issued, with stops and 
time spelled out. 

Participating in the rally are 
stock cars, grand touring series 
production cars and special series 





New Pontiac Dealer— 


Tom Ray jr. (left), owner of the former 
Fo Wells Pontiac dealership in Alameda, 
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Correspondent George Glaser Writes ... 


Auto Letter from Europe 


the competition, are offered a quota| will be ready before Easter. Cit- 


of 10 drivers for the first time. 
Since entries for the 1955 rally 
are closed, American firms should 
enter applications for 1956. 
o x * 


9 WHAT is the crank handle in 
* the glove compartment of the 
Opel Capitain? 

It is a clock winder and time ad- 
juster on the dashboard for remote- 
control operation. 

Is the French auto industry 
planning new models for 1955? 

It appears that the new full- 
width 1.5-liter four-cylinder Peu- 
geot and the larger six-cylinder 

* 


roen, after more than 20 years of 
the same model run, is reported 
tooling up for radically new 
models. 

Simca may come out with the so- 
called three-chevaux car, in com- 
petition with the small Renault and 
Citroen cars. 

4. Why are spark plugs changed 
on some racing cars just before the 
race starts? 

If the spark plugs used to warm 
up the engine would be used in the 
race, they would be too hot. There- 
fore, after the warmup the right 
type of plug is used which will 
stand up under the heat conditions 
of a race. 

* * * 
5 WHAT is a dashpot? 
® The word can be found in the 





Colif., signs his franchise in the presence 
of George D. Dennis, Pontiac zone man- 


touring production cars. Each 
group is divided into three classes 
according to engine displacement. 


Buick parts catalog. It is a device 
which slows down the closing of 
the throttle when the gas pedal is 





ager. The firm has been named Ray Pon- 
tiac. 


States which have previously 
the AUTOMOTIVE NEWS A AC A ~ participated in the race are allotted 


their quotas, while such nations as 
a -round friend. Use it often fi 
ties, bu buyer Seldsination sind pesoemedl Gate data. | the U. S., which has not yet entered 





PROTECT 
AGAINST 
WEAR 


No matter if your product is a rugged crawler 
tractor or a tiny delicate gear motor . . . both are 
subject to premature failure caused by metal par- 
ticles that flake off moving parts and circulate in 
the oil. The strong permanent magnet in LISLE 
PLUGS can protect vital parts by trapping and 
holding this “wild metal”. Give LISLE PLUGS 
a trial at our expense. Write today. 








REPLACE 
ORDINARY 
atch YOUR 
ibd 

: sample plugs 
SRS for testing 
PLUGS furnished FREE 

of charge. 

TO REMOVE State size 
IRON AND and type of 
3440 plug desired. 
A ea lel at: 
ate) ime] 





LISLE 


CLARINDA,IOWA 





Easy Does lt— 

Auto Komfort, of Wolfsburg, Germany, 
manufactures this head rest, called Kamei. 
It sells for approximately $7. 


suddenly released. It is used to 
avoid whirls in the Dynaflow 
torque converter’s oil stream. 

6. What’s new in accessories? 

Kyrill, the thinking dashboard 
horse, which indicates by its move- 
ments what is right or wrong with 
the engine, to which it is connected 
through a vacuum line... Six and 
12-volt vacuum cleaners for cars 
. . . A dispenser for the upper- 
cylinder lubricants which can be 
added to the gasoline ... Seat 
cushions heated by the car’s cur- 
rent .. . Ash trays which are 
lighted when the lid is opened. 





Business Climate Hailed 


Goodyear Sales Chief Says Everyone Benefits; 
New ‘Soft-Sel? Method Cited 


CLEVELAND. — “We are now 
living in a typical American busi- 
ness atmosphere in which every- 
one benefits,” believes R. S. Wilson, 
sales vice-president of Goodyear 
Tire & Rubber Co. 

“The consumer is getting what 
he wants, when and where he 
wants it,” Wilson said. “The worker 
is getting a full pay envelope and 
thus becomes the best consumer. 
And the stockholder is getting a 
full return both through dividends 
and appreciation of the value of 
his stock.” 

Speaking to the Cleveland 
Sales Executive Club, Wilson said 
today’s business scene offers 
“plenty of choice for the con- 
sumer, plenty of competition for 
the manufacturer, plenty of em- 


Tide Water Takes Over 


San Diego Distribution 

NEW YORK.—Tide Water Asso- 
ciated Oil Co. has expanded its 
direct sales territory in southern 
California by acquiring the oil dis- 
tribution facilities of Star & Cres- 
cent Oil Co. in San Diego County, 
according to Thomas L. Wark, 
general manager of Tide Water’s 
western division. 

Star & Crescent, a Tide Water 
distributor since 1922, hereafter will 
confine its activities to its trans- 
portation, shipbuilding, and other 
interests in San Diego. 


ployment for factory and «farm 
worker, and plenty of opportuni- 
ty for the salesman.” 

He described the “soft sell—on 
the sell of confidence” as the mod- 
ern, truthful, effective sell which 
creates confidence in the seller. 

Wilson emphasized that it is nec- 
essary to hasten the development 
of the new kind of selling—profes- 
sional selling—the sell with the 
best interests of the consumer in 
mind, making peaple want a prod- 
uct so much that they buy it, in- 
stead of trying to force a product 
on them by sheer high pressure. 

The aim of the soft sell is to help 
the customer, not to bolster the 
salesman’s individual.sales record, 
Wilson explained. 

He branded as 100 percent ac- 
curate the current business phil- 
osophy which holds that Ameri- 
ca’s future is in the hands of the 


salesman. 

“Our magnificent production ma- 
chine can be kept running only if 
our salesmen do their part,” he 
said, adding: 

“That’s why it is so important 
to make as great advancement in 
our selling techniques as in our 
production procedures. 

“That’s why there is such a vast 
opportunity for young men enter- 
ing the selling profession now. 

“That’s why we’ll see many new 
business successes in the next 10 





Coburn Chevrolet in New Home— 


A $260,000 building has been opened by Coburn Chevrolet Co., 
More than 26,000 square feet of space are provided for sales and 
Sidrow is president of the dealership. 
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A REAL OVERHAUL 
FLORIDA STYLE! 


Vacation at the Panoramic——, 
wy for pleasure. Gay, 
‘. informal gather- 


ings in lounge and patio. Retread 
tanning in our salt-water pool. 9-hole 
putting course. 

Sail in our cruiser for finest fishing or 
sightseeing along inland waterways. 





Every feature geared 






Swim in the sparkling a: 
Atlantic just 2 bd fm 






blocks away. 
















Elevator service. 1 and 2 bedroom 
e@partments. Hotel rooms. Heated. Write 
to over-hauvled ex-auto dealer for 
brochure and rates. 


Mr. and Mrs. Paul J. Schneider, 
Owner-Managers 
Pa 
ARTME 


539 Birch Road, Fort Lauderdale, Fla. 
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FREE Portfolio 


GETTING PROSPECTS 
for New & Used Cars 


No matter how large or how small 
your organization, Salesmen spend 
most of their time looking for pros- 
pects. Help them to quickly get Good 
Prospects daily, and you will make 
more sales and better deals. 


At no obligation, write for your FREE 
Portfolio of Proven ideas, used by 
many successful auto dealers who are 
making money in today’s market. 
Please use company letterhead, giving 
your name and fitle. 


CONSOLIDATED ADV. SERVICE 
13827 FENKELL DETROIT 27, MICH. 


Quick Change 


Tae Ole Mg 


Gvaranteed 


Safe, fast and easy to use. 
Holds license plate secure to 
slotted bumper, plain and 
channel brackets. 

$1.00 per set of 4 


L. J. HOWARD 


2184 9th Street Akron 14, Ohio 
(JOBBERS WANTED) 


AUTO 
TURNTABLES 


© 
Manufactared by 
we 


Macton 


DYKE LANE 
Stamford 2, 


ae BUILD SERVICE PROFITS 


with personalized 
name plates 
DETAILS ON REQUEST 


1281 SO. CHEROKEE 
DENVER, COLORADO 














Custom Sport coupe, $1,135. ‘51 4-dr., 
$586°. °50 4-dr., $400, $330. 

NASH — °S3 Rambler club coupe, $906; 
Statesman 4-dr., $806. °‘52 Statesman 
4-dr., 3695*; Rambler station wagon, 
$630. °51 Ambassador 4-dr., $450*, $390°, 
$320. °50 Statesman 2-dr., $200. 

Me aks eae cat 

; P .¢ ; ° - 

Market Trend 780° (per (88) Holiday, $2,620" (ps), 
The overall average price of used cars sold at wholesale auctions so $e's00°° (pn ce (ee) Heuidsy, i.088 
far in December declined $16 below the average established in the (pe), $1,855* (pe); conv., $1,900° (ps). 

previous week. rears Boe bas. gta * 
Biggest setbacks were taken at the top of the list, although all PLYMOUTH—’54 Belvedere Suburban, $1. 

models except ’48s were cut in price. The average price of 486 went | 5: 4-dr., $1,396. '53 Cranbrook Beive- 

dere, $1,190, $1,005*; 4-dr., $850; 2-dr., 

up $10. $720; Cambridge 4-dr., $470. 52 Concord 
Losses were as follows: '52s, down $35; 54s, down $32; '33s, down — $000; Cambridge <-dr., W056, 
$25; ’49s, down $16; ’51s, down $14; ’47s, down $10, and ’50s, down $9. PONTIAC — ’55 Star Chief (8) Catalina, 


The decline in ’53s brought the average price for that model to the | $2,975" (ps); 4-ar., $2,830" (pa); Chief- 


Used-Car Auction Prices 


Average Used-Car Prices 


(Compiled by Automotive News) 





g? 


sueeagia 





lowest point in two months. New lows also were established for "52s o con.. Sunes?’ ts}: A (8) $ 7 

and ’49s, and the low price for ’51s, set two weeks ago, was equaled. 4-dr., $1,515. '53 Chieftain (8) Catalina,|| (The above figures are averages of used-car auction prices, all makes 
Sales activity declined a bit. Of the 1,041 new cars offered at a group | $1:860:, #.870° (ps), $1,560"; conv., and modele, carried regularly in Automotive News.) , 

of — representative auctions last week, 734—or 70 percent were STUDRBAKER — *53 Champion Startiner, 


1,160*, $1,145*. °52 Champion Sterliner, 
sold. Sane an ~~ cae ratio Ey 73 percent. . Gis ‘ch Gumeante an we CHEVROLET —'S5 Two-ten (8) 4-dr.. $1.-) $2,450; 4-dr.. $2,126 Custom. (8) 2-dr., 
Prices marked with an ndicate a unit equipped with an automatic SCELLANEOUS—’51 Frazer ., $200. 925. '54 Bei Air 4-dr., $1,550*; Two-ten 050, 900. '54 Custom untry 

ee _ we — 2-dr., $1,200. °53 Bel Air Sport coupe, sedan, $1,800; Crest (8) Skyliner coupe, 


transmission or overdrive, and (ps) indicates power steering. VALDOST GA $1,425; conv., $1,215*; Two-ten 4-dr.,| $1,790, $1,700; 4-dr., $1,640; Custom (6) 

(6) elub coupe, $1,006*; Main (6) 2-4 A, * $1,010, $1,000. ’52 BL Deluxe 2-dr., $820,| 4-dr., $1,525. °52 Custom (8) 4-dr., $700. 

N. LITTLE ROCK, ARK. | ($),<1ub coupe, $1,0065; Main (6) 2-r..! rom Hewitt Auto Auction. Sale every| $870; FL Deluxe 2-dr., $750. 'S1 SL De-| "D1 Custom (8) 2-dr., $680°, $675, $650, 

Ark Auto Auction. Sale ever (8) 2-dr., 2 at $680.” $790°; Main! priday. Prices are for sale of Nov. 26.) luxe coupe, $690*. °50 SL Deluxe 2-dr.,| $625; club coupe, $660. '50' Custom (6) 

esday. Pri for sale of Nov. 30.) ree (Sold 109 cars out of 147 offerings.) $925; 4-dr., $465, $430; Bel Air, $450°.| 2-dr., $315. °49 Custom (6) 2-dr., $240; 

re anode as mupeoe—'si Focsmahte 4-dr., $330, $210; | puTOK—'s4 Special Riviera, $2,300°; Cen-| °47 SM club coupe, $130. '41 2-dr., $275.| 4-dr., $285. '48 Custom (8) 2-dr., $260. 
BUICK—52 Super 4-dr., $875°. '46 Super aalee a” $250. "48" Pace- tury 4dr... $2, 180°, x, ae Buper | DeSOTO—'S0 Custom 4-dr., $430. KAISER—’51 2-dr., $370. 

CHEVROLET — ‘55 Two-ten (8) Sport | KAISER—’52 4-dr., $525°. $660; club coupe, $660°. '40 Super 4-dr.,| DODGE — '51 Wayfarer 2-dr., $540. °50| MEROURY—"54 Monterey conv., $1,925; 

coupe, $2,075. ’53 Two-ten 4-dr., $1,085, LINCOLN—’53 Capri coupe, $2,000* (ps), $400*. °48 Super 2-dr., $275. Wayfarer 2-dr., $295. °47 Custom 4-dr., 4-dr., $1,650*. ’51 Monterey 2-dr., $710, 

$1,815°. CADILLAC—’54 (62) 4-dr., $3,955* (ps).| $160. $650, $600; 4-dr., $550. 49 4-dr., $355. 


1,070; 2-dr., $1,080; %-ton pickup, $650. “ 
3 SL Deluxe’ Bel Air, $885; 4-dr., $740, MERCURY—'52 Monterey coupe, $1,180;| °48 (62) 4-dr., $505°. FORD—’55 Fairlane (8) Victoria, $2,500*, (Continued on Page 36, Col. 1) 


$735. '51 SL Deluxe 2-dr., $800; Bel Air, 
$735; coupe, $485. ’°50 SL Deluxe 2-dr., 


rete me og TELEPHONE PROSPECTING 
MEANS GREATER PROFITS 


FOR YOU! 








’50 %-ton pickup, $410, $310. ’°49 Custom 
(8) 2-dr., $500, $380, $270, $240. 
HUDSON—’53 Wasp 2-dr., $1,125. 
MERCURY—’50 Custom 4-dr., $510. °47 
Custom 4-dr., $190. 
OLDSMOBILE—’50 (88) 4-dr., $450, $380. 
PLYMOUTH — ’50 Special Deluxe 4-dr., 


$250. 

PONTIAC — ’°49 Silver Streak (6) 2-dr., 
$220, $200. 

STUDEBAKER—’51 Champion 2-dr., $200. 
*50 Champion 4-dr., $235. '49 Champion 


coupe, $245. 

MISCELLANEOUS — ’51 Henry J, 2-dr., 
$220. °47 International %-ton pickup, 
$115. 


N. PLAINFIELD, N. J. 


(Lebanon Auto Auction. Sale every Wed- 
nesday. Prices are for sale of Dec. 1.) 
(Market sliding. Sold 56 cars out of 
102 offerings.) 
BUICK—’54 Special Riviera coupe, $2,160. 
’53 Special Riviera coupe, $1,435. ‘52 


conv, $510". "40 Mf sedan, $360, $345. From the pen of Bill Scott, one of America’s top 
‘47 Super sedan, $270. 


CADILLAC—*51 (62) sedan, $1,655*. ‘50 t - 
tm salesmen, a man who bas personally trained bun 


CHEVROLET—’53 Two-ten sedan, $1,050*. . 

52 SL Deluxe sedan, $825*, $600; 8L dreds of automobile men in the fine art of selling 
500", $500, $555. °60 SL Deluxe 

dan, * a : 
sedan, $478, 9446. 49 BL Deluue sedan by telephone, comes this bighly informative hand 
$360. $310. 

CHRYSLER—’52 Windsor sedan, $860.* *50 book. 
Windsor sedan, $570°*. 

DeSOTO—’51 a a. $570. *49 Cus- 
tom sedan, $360. 47 Custom sedan, $170. 

DODGE — °*52 Coronet sedan, $790*. °49 


FORD—'S5 Fairlane” (8) 2-dr.,$2,155°. 25 YEARS OF PRACTICAL SELLING BY TELEPHONE... CONDENSED 


"53 Custom (8) sedan, $1,015*; Main 


(8) sedan, $725. ’02 Custom (8) sedan, FOR EASY READING INTO 27 PAGES OF 


$820*. ’°51 Custom (8) sedan, $630, $560 
’50 Custom (8) sedan, $525. °49 Custom 
(8) sedan, $230. é 
HUDSON—’50 Super (6) sedan, $225. 
LINCOLN—’53 Cosmopolitan sedan, $1,400* e 
(ps). 
MERCURY — ’51 sedan, $600. '50 sedan, 
$240. "49 sedan, $325, $160. WHY USE TELEPHONE PROSPECTING? 


NASH—’51 Statesman sedan, $460. 
OLDSMOBILE—’51 (88) sedan, $720*. '50 














46 (16) sedan, $120. * Saves valuable time * Conditions your prospects 
PONTIAC 52 Chieftain (8) sedan, $890°. * Supplies flow of prospects * Confines your working areas 

"51 Silver Streak (8) sedan, $660*. '48 . . 
Torpedo (8) sedan, $205. "41 sedan, $179. * Exposes you to people * Helps maintain appearance 
wigsio*, "1. Commander sedan, $510. ; * Adds prestige to calls * Keeps you in constant touch 
ee * Gets you in where other with clients 

CHICAGO methods fail * Makes your work exciting 
(Arena Auto Auction. Sale every Tues- * Keeps you on a track * Helps you sell anywhere 


day. Prices are for sale of Nov. 30.) 

nuit ee Serary att Eee 
wwgyt Bang Bg By Ry WHAT THE LEADERS SAY ABOUT BILL SCOTT 
505* (ps), $2,410* (ps), $2,400*, $2,380°, nate tees 


$2.56", $2,288; 4-ér., $2.310° (pe); RM “When it comes to selling by “Bill Scott is a real student of 
- . . on s 
eee eee 4 telephone, Bill Scott has no automobile merchandising and 
ps per ae 
(a); conv.., aan ; 4-dr., $1,600"; peer.” tops in the field of telephone 
viera 4-dr., $1, (ps). salesman 2 
CADILLAC—'55 (62) coupe, $4,720 (ps). Henry Kearns ship.” a 
54 (62) conv., $4,200* (ps), $4,165* San Gabriel Vailey Motors Slim” Barna: ; 
(Pa); coupe, $3.800" ‘pe)., 3,720% (pe); San Gabriel, California Sans Editor 
-ar., . (ps), , ps), 765° iner 
(ps), $3,600* (ps); (60) Special 4-dr., Los Angeles Examine 
gel gg - "GS (00) Special 4-dr., $3,- “When we think of automobile “This will prove to be one of 
CHEVROLET—’55 Bel Air (6) Sport coupe, selling by telephone, we think of the finest investments we will 
$2,175*; 4-dr., $1,895; Two-ten (8) 4-dr., Bill Scott.” ever make in our sales training 
$2,050*. °54 Corvette conv., $1,885; Bel G. Bo program.” 
Air conv., $1,830*; 2-dr., $1,635°, $1,- eorge Boges 
605*; Sport coupe, $1,325*; Two-ten 4- Zone Mar. Lincoln-Mercury Franklin S. Payne, Pres. 
dr., $1,430. '53 Bel Air 4-dr., $1,265*, Les Angeles, California California Motors 





$1,175*, $1,150, $1,135*, $1,130; conv., 
$1,260*; Two-ten 2-dr., $1,165, $1,025, 
$1,005, $950, $945, $940, $925; 4-dr., $1,- 
150*, $1, 120*, $840; One-fifty 4-dr., $825. 


Glendale, California 


SEF LS SS SS SE SS 








CHRYSLER —"5¢ NY Newport, $2.330° FOR THE MOST LUCRATIVE BILL SCOTT & ASSOCIATES, INC., 
club coupe, §725° (pe). "48 Windsor INVESTMENT YOU HAVE EVER MADE 7370 Beverly Bivd. e Los Angeles 36, Calif. 


DeSOTO—'52 Custom 4-dr., $795*. '50 De- Please ship at once 
luxe 4-dr., $465°. : 

DODGE—"6i Coronet cia coupe, 9490°. i” WN THIS COUPON NO "A —________copies of DIALING FOR DOLLARS. 
Sa" enilicentlie 





Single copies $1.50 


FORD—'55 Custom (8) 4-dr., $1,895, '5S4 1 a 
Custom (8) conv., $1,700*; 2-dr., $1,475; ri om fgg 50 or more 4 
Custom (6) 2-dr., $1,445*. '53 Custom Pe .00 Sc ; 
(8) 4-dr., $1,150; 2-dr., $1,145, $1,125*, “g as ——____________. Stete__ 
$945, $850; club coupe, $1,060; Custom ne Ge an eee ene ee come GED Get GED cam GSS GERD ED es GED GE ene Uw ee ea ee ee ee ee a ee | 
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Used-Car Auction Prices 


(Continued from Page 35) 


NASH—’52 Statesman 4-dr., $735. 

OLDSMOBILE—’54 (98) Holiday, $2,900°. 
‘63 (88) Super 4-dr., $1,420. °52 (88) 
4-dr., $1,150*. 

PACKARD—’53 Clipper 2-dr., $750*. 

PLYMOUTH—’'54 Savoy 4-dr., $1,130. '51 
Cranbrook 2-dr., $450. '49 Special 4-dr., 
$450. '47 Special Deluxe 4-dr., $265. 

PONTIAC—’55 Star Chief (8) 4-dr., $2,- 
575*; Chieftain (860) 2-dr., $1,950, °54 
Chieftain (8) conv., $1,950°; 4-dr., $1,- 
100*. ’53 Chieftain (8) Catalina, $1,425*. 
'51 Silver Streak (6) club coupe, $550. 
’50 Silver Streak (8) sedan, $505*, $470°. 
’49 Silver Streak (8) club coupe, $300. 

WILLYS—’53 2-dr., $810. 


DYER, IND. 


(Dyer Auto Auction. Sale every Friday. 

Prices are for sale of Nov. 26.) 

(Sold 179 cars out of 248 offerings.) 

BUIOK —’54 RM Riviera, $2,475* (ps); 
Super Riviera, $2,360°, $2,335*; Special 
Riviera, $2,325*. 53 RM Riviera, $1,685° 
(ps); Special Riviera, $1,490*; 4-dr., $1,- 
310. ’52 Super Riviera, $1,175*. '51 Spe- 
cial 2-dr., $655, $615, $310. '50 Super 4- 
dr., $550°, $530, $450°*. 

OADILLAC—’54 (62) conv., $4,210* (ps); 
4-dr., $3,650* (ps). '53 (62) conv., $2,- 
820° (ps); 4-dr., $2,600* (ps). '49 (62) 
4-dr., $925*, $715*; (60) Special 4-dr., 

s 


CHEVROLET—’55 Bel Air (8) coupe, $2,- 


220. '54 Corvette conv., $1,850°; 2-dr., 
$1,605", $1,505; coupe, $1,600. '53 Bel 
Air 2-dr., $1,350*, $1,325*; Two-ten 2- 
dr., $1,025, $1,020, $975; %-ton pickup, 
2 at $725, $670. '52 SL Deluxe conv., 
$805, $695, $420. '51 SL Deluxe 2-dr., 
$575, $470; conv., $420. '50 SL Deluxe 
4-dr., $470, $440, $435, $400*, $370. 


CHRYSLER — ’53 Windsor 4-dr., $1,250°. 
’51 Windsor Newport,, $685. '49 ambu- 
lance, $365. 


DeSOTO—’55 Fire Dome (8) 4-dr., $2,675*. 
"63 Custom (6) 4-dr., $1,155*. ‘51 Cus- 
tom 4-dr., $395. 

DODGE—’ 53 Coronet Diplomat, $1,075. °52 
Coronet club coupe, $670. '51 Coronet 4- 
dr., $465, $425°, °49 4-dr., $195. 

FORD—'55 Thunderbird roadster, $3,570* 
Fairlane (8) Victoria, $2,505*, $2,415*; 
4-dr., $2,215*, $2,175*; Main (8) station 
wagon, $2,335; Custom (8) 4-dr., $2,005, 
$1,910. '54 Custom (8) Victoria, $1,805*; 
4-dr., $1,715* (ps); Custom (6) 2-dr., 
$1,320. '53 Custom (8) 2-dr., $1,010, $1,- 
005, $1,000. '52 Custom (8) 2-dr., $830. 
’651 Custom (8) 2-dr., $585*, $550, $515*, 
$480. 

HUDSON—’54 Wasp club coupe,, 
’563 Wasp 4-dr., $870. 

KAISER—’53 Deluxe 2-dr., $870*. '51 De- 
luxe 2-dr., $335*. 

LINCOLN—’50 4-dr., $190*. 

MERCURY—’54 Monterey coupe, $2,145*. 
*63 Custom 2-dr., $1,170. '52 Monterey 
coupe, $1,630*; 4-dr., $1,255*. '51 4-dr., 


$1,225*. 


TRUCK- 
PROVED 


PurOlator 


Voiikoest OB FILTER 


$595*, $585*, $565. '49 club coupe, $230. 
’48 station wagon, $100. 

NASH—’53 Statesman 4-dr., $1,050. 

OLDSMOBILE—’55 (98) Holiday, 2 at $3,- 
495° (ps). '54 (88) Holiday, $2,810*, $2,- 
485*. 53 (98) 4-dr., $1,815* (ps), $1,705* 
(ps); Holiday, $1,775*; (88) 4-dr., $1,- 
505%. °52 (88) 4-dr., $1,185*. *51 (98) 
4-dr., $590*. '50 (88) 4-dr., $550*. 

PACKARD—’53 Patrician coupe, $1,475*; 
Clipper club coupe, $1,400*. °51 (200) 
4-dr., $545*. 

PLYMOUTH—’55 Savoy (8) 4-dr., $2,215*, 
$2,205*, $2,165*, $1,985. °53 Cranbrook 
conv., $930*; club coupe, $800. '52 Cran- 
brook 4-dr., $650. °51 Cambridge club 
coupe, $425. ‘50° Special Deluxe club 
coupe, $430; $385. 

PONTIAC—’54 Chieftain (8) station wag- 
on, $1,755. '53 Chieftain (8) Catalina, 
$1,670*, $1,635*° (ps); 4-dr., $1,460* (ps), 
$1,305*, $1,295; 2-dr., $925. ‘51 Silver 
Streak (8) Catalina, $875*; 2-dr., $735*, 
$725*, $700*. '49 Silver Streak (8) 4-dr., 
$390°*. 

STUDEBAKER — '52 Commander Land 
Cruiser, $475*. '50 %-ton pickup, $365, 
$340; 4-dr., $240. 

WILLYS—’52 Aero Lark, 2-dr., $450*. 


ALBANY 


(Tim Anspach Auto Auction. Sale every 
Monday. Prices are for sale of Nov. 29.) 


(Due to a cold, wet snow storm, con- 
signments were cut to an even hundred 
autos. The market brightened as a hun- 
dred buyers battled for possession of 
choice retail units; thus boosting the 
market price from $25 to $50. Sold 87 
cars out of the 100 offerings.) 
BUICK—’55 Century Riviera coupe, $3,050* 

(ps). '50 Super Riviera coupe, $680*. ’49 

Super 2-dr., $400°. 
CADILLAC—’53 (62) 4-dr., 
$2,575*. °51 (60) Special 4-dr., 


$2,660* (ps), 
$1,650*. 


emp neconrme eter 


50 (60) Special 4-dr., $1,225*. '48 (61) 
2-dr., $550°. 

CHEVROLET—’55 Two-ten (8) 2-dr., $2,- 
060*, $1,900; 4-dr., $1,800, $1,900. ‘53 
Bel Air coupe, $1,240*. '52 SL Special 
2-dr., $700; FL Deluxe 4-dr., $695. '51 
SL Deluxe Bel Air, $750; 2-dr., $700*; 
conv., $520. '50 SL Deluxe 4-dr., $390* 
’48 FL Aerosedan, $100. 

CHRYSLER—’52 Windsor 4-dr., $810*. ’51 
Saratoga 4-dr., $710* (ps). 

DeSOTO—’50 Custom Carry all, $370*. '49 
Deluxe 4-dr., $170. 

DODGE — ’54 Coronet 4-dr., $1,550*. 
Meadowbrook 4-dr., $520. 

FORD—’55 Custom (8) 2-dr., 2 at $1,910, 
$1,880, $1,860; 4-dr., $1,910; Main (8) 
station wagon, $2,075; Main (6) 2-dr., 
$1,750. °54 Custom (8) 4-dr., $1,560*, 
$1,475*. '52 Custom (8) conv., $860*. ’51 
Custom (8) club coupe, $610; ‘%-ton 
pickup, $450. '50 Custom (8) 2-dr., $460. 
’49 Custom (8) 4-dr., $345. '48 Deluxe 
(8) 4-dr., $110. 

HUDSON—’51 Pacemaker 4-dr., 
Commodore conv., $150. 

KAISER — ‘51 Deluxe 4-dr., 
Vagabond 4-dr., $140. 

LINCOLN—’ 53 Cosmopolitan 4-dr., $1,750*. 
50 Cosmopolitan 4-dr., $460*. 

MERCURY—’52 coupe, $1,050. 
$460. °49 4-dr., $210*. 

NASH—’51 Rambler station wagon, $490*; 
Statesman 2-dr., $325. 

OLDSMOBILE—’55 (88) Super 4-dr., $2,- 
660*. ’54 (88) Super 4-dr., $2,225* (ps). 
’51 (88) Holiday, $825*. ’50 (88) 4-dr., 
$480*. 

PLYMOUTH—’55 Savoy (8) 4-dr., 
$1,890. ’°53 Cambridge 4-dr., $880. 

PONTIAC—’55 Chieftain (870) Catalina, 
$2,650*; Chieftain (860) 4-dr., $2,125. ’53 
Chieftain (8) Catalina, $1,650°%; 4-dr., 
$1,370*. '52 Chieftain (8) 4-dr., $940°. 
’51 Silver Streak (8) 2-dr., $670. 50 Sil- 
ver Streak (8) Catalina, $760*; Silver 
Streak (6) 4-dr., $510. °49 Silver Streak 


"51 


$420. °49 


$330°. °49 


"50 2-dr., 


$1,900, 


When there’s tough work to be done, truck manu- 
facturers—and operators—call on Purolator. 


Road- and lab-tests prove that Purolator* out- 
performs all other filters—is the smart buy for 


engine-savinig economy. 


Find out for yourself what real oil filter 
service is. ‘‘Use-Test’? the Purolator 
Micronic* Oil Filter. Standard of the in- 
dustry —widely imitated—never equalled! 


*Reg. U.S. Pat. Off. 


PUROLATOR PRODUCTS INC. 
Rahway, New Jersey and Toronto, Ontario, Canada 


(8) 2-dr., $320. "48 Torpedo (6) 4-dr. 
$140*; Torpedo (8) 4-dr., $130. 

STUDEBAKER—’53 Champion coupe, $970 
*52 Champion coupe, $730; Commande: 
4-dr., $510*; 2-dr., $480*. ’51 Champior 
club coupe, $440. °50 Champion 4-dr 
$250*. °'49 Champion 4-dr., $185°. ‘47 
Champion club coupe, $125. 

WILLYS — °50 station wagon, 
jeepster, $400. ; 

MISCELLANEOUS — ‘'51 Henry J 2-dr 
$150°. 


$350°. °47 


DETROIT 


(State Fair Auto Auction. Sale ever 
Tuesday. Prices are for sale of Nov. 30. 

(Market was down $75, but buying 
was very brisk and clean units were still 
in heavy demand. Sold 86 cars out of 
118 offerings.) 


BUICK—’54 Super Riviera 2-dr., $2,310*: 
Special 4-dr., $2,100*. "52 Super 4-dr 
$1,050*. '50 Super 2-dr., $495*; Riviera 
4-dr., $415°; Special 2-dr., $405. '49 Su- 
per 4-dr., $400*, $350*. ‘48 RM conv. 
$180*; Super 4-dr., $160. 

CADILLAC—’48 (62) conv., 
(75) club sedan, $160*. 

CHEVROLET—’53 Bel Air club coupe, $1,- 
215*; Two-ten 2-dr., $900, $810; %-ton 
pickup, $710. '52 SL Deluxe 2-dr., $620 
4-dr., $550. ‘51 SL Deluxe club coupe, 
$650, $605*, $575; 4-dr., $550, $510, $485; 
2-dr., 2 at $500*, $450, $445. 49 SL Spe- 
cial 2-dr., $225. '47 SM conv., $100. 

CHRYSLER—’51 Windsor 4-dr., $550. 

DeSOTO—’50 Custom 4-dr., $410. 

DODGE — ’53 Coronet 4-dr., $925*. °50 
Meadowbrook coupe, $175. 

FORD — '53 Crest (8) Victoria, $1,350° 
(ps); Custom (8) 2-dr., $860; Main (8) 
2-dr., $610. °52 Custom (8) Victoria, 
$940; Custom (6) 2-dr., $750*. ’51 Cus- 
tom (8) Victoria, $640°*; 4-dr., $550*; 
2-dr., $530; Deluxe (6) 2-dr., $450. '50 
Custom (8) 4-dr., $465, $405; 2-dr., $375. 
$350; club coupe, $365; conv., $340; Cus- 
tom (6) 4-dr., $325, $315; Deluxe (6) 
2-dr., $250. '49 Custom (8) 4-dr., $315. 

HUDSON—’52 Wasp 4-dr., $500. ’51 Su- 
per (6) 4-dr., $250. ’50 Pacemaker 4-dr., 
$265. 

KAISER—’51 Deluxe 4-dr., $335, $315. 

MERCURY — ’51 4-dr., $605*. °50 4-dr., 
$510, $370; 2-dr., $365. °49 4-dr., $325; 
club coupe, $295; conv., $195, $185. 

NASH—’51 Rambler station wagon, $415. 

OLDSMOBILE—’54 (98) Holiday, $2,700" 
(ps); (88) Super 2-dr., $2,295*. ’50 (88) 
2-dr., $450*. 

PACKARD — ’52 (200) 4-dr., $850*. 
(200) 4-dr., $600. 

PLYMOUTH—’53 Cranbrook Belvedere, $1,- 
015; club coupe, $795, $665. ’51 Cran- 
brook 4-dr., $470; Concord 2-dr., $400. 
"50 Deluxe 2-dr., $210. 

PONTIAC — '51 Silver Streak (8) club 
coupe, $725*. ’50 Silver Streak (8) conv., 
$330; 2-dr., $315; Silver Streak (6) 4-dr., 
$400. '48 Torpedo (8) coupe, $250. 

STUDEBAKER — ’53 Commander 4-dr., 
$875. ’°51 Champion 2-dr., $310. '48 Com- 
mander conv., $135. 

WILLYS—’52 (4) station wagon, $550. 


DANVILLE, VA. 


(Danville Auto Auction. Sale every Wed- 

nesday. Prices are for sale of Dec. 1.) 

(We had a field day for Fords today 
which should indicate active retail sales 

by Ford dealers in this area. Sold 58 
cars out of 84 offerings.) 

BUICK —’51 Super 2-dr., $805*; 
$740*. '50 Special 2-dr., $600*. 
CHEVROLET—’52 SL Deluxe 2-dr., $850*, 
$760. 50 SL Deluxe 4-dr., $560*, $545*, 
$455; 2-dr., $540*. °49 SL Deluxe 2-dr., 
$480; 4-dr., $390, $255. °48 FL 2-dr., 
$365, $155. °41 SD coupe, $155. '40 MD 

2-dr., $135, $125. 

CHRYSLER—’47 (8) 4-dr., $265. 

DODGE—’53 %-ton pickup, $520. ’51 
ton pickup, $460. 

FORD—’53 Custom (8) 2-dr., $955. °52 
Crest (8) Victoria, $1,045*; Custom (8) 
2-dr., $850, $830. ’51 Custom (8) 2-dr., 
$725*, $410; coupe, $530; Deluxe (6) 2- 
dr., $495. ’50 Custom (8) coupe, $580; 
2-dr., $585, $540, $450, $430; Deluxe (8) 
2-dr., 2 at $480. ’°49 Custom (8) coupe, 
$355, $105; 4-dr., $310; 2-dr., $165; De- 
luxe (8) 4-dr., $395. °48 Deluxe (8) 
coupe, $220; 2-dr., $195. ’°47 Deluxe (8) 
coupe, $255; 2-dr., $185, $180. 

LINCOLN—’48 4-dr., $150. 

MERCURY—’53 Custom Sport coupe, $1.- 
400*. ’51 2-dr., $680*. 

NASH—’50 Super coupe, $115. 

OLDSMOBILE — ’54 (88) 2-dr., $2,007* 
(ps). '50 (88) 4-dr., $505*, $500°. °48 
(98) 4-dr., $140*. 

PONTIAC — ’51 Silver Streak (8) 2-dr., 
$775*, $755*. 

STUDEBAKER—’53 %-ton pickup, $550. 

—— Hillman Minx 4- 
Ps % 


FARGO, N. D. 


(Tri-State Auction Co. Sale every Thurs- 

day. Prices are for sale of Dec. 2.) 

(Value of used cars increased in price 
this week over last week’s prices. We 
had a good consignment of sharp auto- 
mobiles. Sold 77 cars out of 101 offer- 
ings.) 

BUICK—’54 Century Riviera, $2,300*; Spe- 
cial 4-dr., $1,830. '53 RM 4-dr., $1,525", 
$1,500*. °52 Super Riviera, $1,000*. °51 
Super 4-dr., $775*, $600. "50 Super 4-dr. 
$590*; 2-dr., $500*. 

CADILLAC—’51 (62) $1,750*. 
(61) coupe, $1,400*. 

CHEVROLET—’54 Two-ten 4-dr., $1,735; 
Delray coupe, $1,650*. ’53 Bel Air 2-dr 
$1,085*; Two-ten 2-dr., $1,025, $995"; 
One-fifty 4-dr., $840. ’51 SL Special 4-dr., 
$550*; 2-dr., $500. '50 FL Deluxe 2-dr., 
$540; 4-dr., $475. '49 SL Deluxe 2-dr 
$300; %-ton pickup, $345. 

CHRYSLER—’53 Windsor Newport, §$1,- 
675* (ps). '50 Saratoga sedan, $450*. 

DeSOTO—’55 Fire Dome (8) 4-dr., $2,- 
620*. °53 Fire Dome (8) 4-dr., $1,275. 

DODGE—’51 Wayfarer 2-dr., $535. °59 
Coronet club coupe, $255*. °46 4-dr., 
$100*. 

FORD—’54 Main (8) Ranch Wagon, $1, 
850, 2 at $1,750; Custom (8) 2-dr., $1, 
500. '53 Custom (8) Country sedan, $1, - 
450; 4-dr., 2 at $1,200; Main (8) Ranc 
Wagon, $1,400; Crest (8) Victoria, $1.- 
200*; Custom (6) 2-dr., $750. ’51 Custom 
(8) 4-dr., $640*; 2-dr., $640; club coupe 
$625. '50 Custom (8) 2-dr., $490. °4» 
Deluxe (8) 2-dr., $320, $245; Custom (8 
4-dr., $265. 

HUDSON—’49 Custom 4-dr., $120. 

LINCOLN—’52 Capri coupe, $1,515* (ps) 

MERCURY—’53 Monterey 2-dr., $1,300. '4" 
2-dr., $325. 

NASH—’53 Ambassador 4-dr., $1,300; Hard 


(Continued on Page 39, Col. 1) 
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Affecting Factories and Dealers . . . 


Auto Advertising 


By Martin L. Whitmyer 
Staff Writer 

Creative selling, plus the ability 
to vary selling and advertising pitch 
to Meet current market conditions, 
is needed to achieve an expanded 
economy in 1955, according to E. C. 
Quinn, president of the Chrysler 
division. 

Speaking before the Adcraft 
Club of Detroit, Quinn urged 
businessmen to shoot for two ob- 
jectives in 1955 in order “to give 
the American economy the for- 
ward look.” 

“Our No. 1 objective,” said Quinn, 
“is to take a bigger bite out of the 
market. Our No. 2 objective is to 
put more thrust in our selling.” 

He said that reaching out for 
greater markets requires wider, 
more effective use of all advertis- 
ing media, but warned businessmen 
who plan to take on a new medium 
not to do so at the expense of an- 
other that already is doing an ef- 
fective job. 

As an example, Quinn pointed 
out that when Chrysler signed 
for a national television show the 
money wasn’t made available by 
cutting back on other types of 
advertising but by increasing the 
entire budget—using more news- 
papers, more direct mail, more 
magazines and using them more 
frequently and in greater volume 
than ever before. 

Calling advertising the first step 
in selling, Quinn said people must 
be made to “want the product” 
more than they did before we 
talked to them by giving them emo- 
tional reasons as well as logical 
justifications for buying right now.” 

“This goal,” Quinn said, “requires 
building the public’s confidence in 
the product, helping the buyer find 
out what is best for him and then 
working out a way for him to buy 
= 

He said advertising executives 
should ask themselves the fol- 
lowing questions in judging either 
a single ad or a campaign: 

1. Are we doing everything we 
can to reach more people than in 
1954? 

2. Will more people see our ad- 
vertising? 

3. Will more of those who see it 
be more influenced by it? 

4. Is at least part of our ad- 
vertising aimed at selling the 
basic advantages of the product, 
regardless of make? 


5. Do we sell our make of product 


without breaking down confidence 
in products of the same general 
type? 

6. Is at least part of our adver- 
tising pointing out new uses and 
promoting more widespread use of 
the product? 

“Businessmen in both advertis- 
ing and selling in ’55 should be 
talking to more people and sell- 
ing more of the people they talk 
to,” said Quinn. 

“As far as the automobile indus- 
try is concerned,” he said, “there is 





Big Wheel Award— 


Robert C. Ruark (right), syndicated col- 
umnist, was the first winner of the Big 
Wheel award presented by the Adcraft 
Club of Detroit at its 49th anniversary 
banquet. Presentation is made by Pete 
Wemhoff, editor of Automotive News and 
President of the club. The award is to be 
given once a year to that “American citi- 
zen who has distinguished himself and his 
Profession in advertising, selling, jour- 
Aalism, communications or public service.” 








good evidence that we will be in 
there trying.” 
* 


* = 
Brown Rejoins Gar Wood 

Gar Wood Industries, Inc., 
Wayne, Mich., has appointed Leo 
M. Brown as assistant to the direc- 
tor of sales and advertising, ac- 
cording to E. B. Hill, sales vice- 
president. 

Brown returns to Gar Wood 
after service as western sales man- 
ager for Galion Allsteel Body Co. 

He will be responsible for sales 
functions involving education, 
programs, evaluation and analy- 
sis of the customers and markets 
for Gar Wood products, Hill said. 

Brown formerly was sales man- 
ager of Gar Wood’s St. Paul Hy- 
draulic Hoist division and has 
served the company in various 
other sales capacities since, 1949. 

* + * 


Firestone Wins Award 


Harvey 8. Firestone jr., chair- 
man of Firestone Tire & Rubber 





Co., has received the second an- 
nual Lee De Forest award “for 
the most outstanding contribu- 
tion to the cultural development 
of radio and television during the 
past year.” 

Presentation was made at a 
ceremony in New York by Charles 
A. Siepmann, chairman of the 
department of communications 
at New York University and a 
director of the National Assn. for 
Better Radio and Television, 
sponsor of the award. 

The rubber company sponsors 
the “Voice of Firestone” radio 
and television programs. 

* . * 


Selby Joins ANPA Group 


Herbert G. Selby, former vice- 
president and director of print 
media planning for Benton & 
Bowles, Inc., has joined the Bureau 
of Advertising of the American 
Newspaper Publishers Assn. as 
special projects manager, according 
to Harold S. Barnes, director. 

Prior to joining Benton & Bowles 
in 1949, Selby served for 12 years 
as media director of Maxon, Inc. 

* * + 


Dodge Promotes Snowden 


Byron S. Snowden has been 
appointed director of advertising 


DIVISION OF 


and merchandising for Dodge 
trucks, according 
to William S&S. 
Woolsey, general 
sales manager for 
trucks. 

Snowden joined 
Chrysler Corp. in 
1945 as district 
manager for 
Dodge in the 
Boston region. 
He was appointed 
Dodge city man- 
ager in Boston in 
1949 and was transferred to the 
truck promotion staff in 1950. 

He became merchandising man- 
ager for trucks last year and 
served in that capacity until his 
new appointment. 

* * * 


BSF&D Adds Underwood 


Brooke, Smith, French & Dor- 
rance, Inc., has been appointed by 
Underwood Corp., New York, to 
handle advertising for portable 
typewriters and Leader adding ma- 
chines. 





B, 8. Snowden 


x * 2 


Ford Holds Murrow 

The Ford division renewed its 
sponsorship of the “Edward R. 
Murrow with the News” show over 


CBS radio for 52 weeks, according 
to John Karol, network sales vice- 
president for CBS. 

Ford was among 13 of the na- 
tion’s top advertisers which re- 
newed a total of 22 programs at a 
gross yearly billing of $18 million, 
Karol said. 


‘Disneyland’ Audience 


An average of 30,800,000 viewers 
watch each half hour of ABC-TV’s 
full-hour “Disneyland” series, plac- 
ing the new program sixth among 
the nation’s most popular shows in 
total viewers, according to an 
American Research Bureau study 
of the U. S. television audience for 
the week of Nov. 7-13. That was 
“Disneyland’s” third week on tele- 
vision. 

* o o 


Johns-Manville on TV 


Starting in January, Johns-Man- 
ville will co-sponsor the half-hour 
Sunday television program, “Meet 
the Press,” according to H. M. 
Shackelford, vice-president for sales 
promotion and advertising. 

Twenty - six NBC stations will 
carry the program. 





YOU MAY LIVE in Paris or Pittsburgh . . . Cairo or 
Calgary ...or any whistle stop in between. . . but 

you’re never far from a source of Rochester Carburetors 
and parts for replacement or repair. 


GENERAL MOTORS, 


Rochester, N. Y., 





To those concerned, this world-wide availability means 
many things... all good. To the car owner it means 
continued satisfaction with the make of car he is driving. 
To the service man it means customer confidence 

and repeat business. To the car manufacturer 

it means a greater certainty that the owner will stay 

with him when it comes time to trade. 


u.S. A 


ALSO MANUFACTURERS OF ROCHESTER CIGAR LIGHTERS AND GM STEEL TUBING 


soemanas worons rrooucr Ml ip, « wun norons ume 











Bill Terry Completes New Building— 


Two showrooms with space for 14 cars are featured by the new building com- 
pleted by Bill Terry's, Inc. (Buick), Jacksonville, Fla. The structure covers 51,250 


squore feet. 


GMC Sets Up Division 
To Handle Fleet Sales 


PONTIAC—A new fleet division 
for truck sales, headed by A. S. 
MeEHivoy, has been established 
within GMC Truck & Coach. 

Philip J. Monaghan, GMC gen- 
eral manager, said the new sales 





A. 8. McEvoy A. A. Shantz 


division had been made necessary 
by rapidly expanding fleet sales of 
GMC trucks. He said that orders of 
such magnitude as 1,000 GMCs for 
Railway Express Agency and 500 
for Riss & Co. needed company 
executives to supplement and sup- 
port the efforts of local GMC 
dealers. 

McEvoy had been assistant sales 
manager of the coach division. 

‘Monaghan also announced the 
transfer of ‘A. A. Shantz, former 
assistant general sales manager of 
trucks, to the fleet division where 
he will be assistant manager; W. L. 


38,000 Years 


1,250 Long-Term Workers 


Feted by Cadillac 

DETROIT. — More than 1,250 
Cadillac employes who have been 
with the organization for 25 years 
or more have been honored at the 
division’s sixth annual 25-Year 
Club dinner. 

Over 10 percent of Cadillac’s total 
employment is represented by the 
group, whose membership totals 
more than 38,000 years of automo- 
tive work. 

Don Ahrens, general manager of 
Cadillac, welcomed 122 new mem- 
bers into the group and presented 
them with inscribed watches. 
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Current Prices on New Cars 


The following asdvertiaed - delivered |top, $2,271.53; conv., $2,204.09. Station | $2,714.39; conv., $2,893.59. Series 938—4- 
prices include the retail list price sug- | Wacons—2-dr. 2-seat Ranch Wagon, §$2,- | dr. sed., $2,832.82, hardtop cpe., $3,068.75; 
gested by the factory, provision for | 043.07; 2-dr. 2-seat Custom Ranch Wagon, | conv., $3,275.84. (Hydra-Matic optional at 
Federal taxes, and suggested delivery | $2,108.64; 4-dr. 2-seat Country Sedan, $2,- | $178.35.) 


and handling charges. They do not cover |156.14; 4-dr. 3-seat Country Sedan, $2.- PACKARD—Cipper Special—2-dr. sed. 
transportation conta, state and focal | 287.32; 4-dr. 3-seat Country Squire, $2,- | g9544 Cupper Deluxe—s-dr, sed., $2,695 
taxes, optional equipment or any other | 391.59. Thunderbird — Hardtop, $2.944; |>.Gr sed.. §2,645; Sportster cpe., $2,830 
charges that may be passed on to the |conv., $3,019.30: combination hardtop-conv., Clipper Super — ‘4-dr. sed., $2,815; 2-dr. 
retall buyer. $3,234.30. (Fordomatie optional at $178.29 | seq. $2,765; Panama hardtop, $3,125 
BUICK—Spectal — 4-dr. sed., $2,291.32; |°%_comventional models, $215 on Thunder- | packard — Cavalier 4-dr. sed., $3,344; 
: . bird.) Patrician 4-dr. sed., $3,890; Pacific hard- 


2dr. _sed., $2,232:88; hardtop cpe., $2-| isewny 3 — Corsair Four — 2-dr. sed.,| top, $3,827; conv., $3,935; Caribbean conv. 


332.43; conv., $2,590.17; 4-dr, stat. wag., 
. Century — 4- sed. - | $1,404. Corsair Deluxe Six — 2-dr. sed., | $6.100; 8-pass. sed., $5,610; lim., $5,960 
$2,974 t é-de. bo $2,548.17; (Ultramatic standard in Patrician, Pacific 


hardtop cpe., $2,600.56; 5 $2,901; 4-| $1.566.18. 
ar, stat. wag. $3170. ieee. sed.,| HUDSON—Jet—4-dr. sed., $1,858; 2-dr. | COmvertible and Caribbean; optional at $199 
$2,876.17; hardtop cpe., $2,830.56; conv., | sed.,; $1,621; 2-dr. utility, $1,836.75. Super | 0M other models.) 
$3,224.59. Roadmaster —4-dr. sed., $3,-| Jet —4-dr. sed., $1,954; 2-dr. sed., $1,- PLYMOUTH—Plaza 6—4-dr. sed., $1,- 
349.36; hardtop cpe., $3,453.05; conv., $3.- | 932.75. Jet-Liner — 4-dr. sed., $2,056.60; | 780.50; 2-dr. sed., $1,737.50; bus. epe., $1.- 
561.56. (Dynaflow standard on Road-| 2-dr. sed., $2,045.85. Wasp — 4-dr. sed., | 638.50. Plaza V-8—4-dr. sed., $1,884: 2-dr 
master, optional at $192.50 on other | $2,256.11; 2-dr. sed., $2,209.43; cl. cpe..| sed., $1,841. Savoy 6—4-dr. sed., $1.879.50: 
models. ) ak ae bi} enaer ak sed., =. 2-dr. sed., $1,836.50. Savoy V-8—4-dr. sed., 
»ILLAC—Se 62—4- q - 84; 2-dr. 9 . 28; cl. cpe., +" | $1,983; 2-dr. sed., $1.940. Belvedere 6— 
Capt ries . dr. sed., $3 165.84; Hollywood, $2,704; conv., $3,004.20. | 4-ar. sed., $1,978.50; 2-dr. sed., $1.935.50; 
976.70; cl. cpe., $3,881.77; hardtop cpe.. ° 4 
: Hornet Speeial — 4-dr. sed.. $2.619: 2-dr. | hardtop cpe., $2,113. Belvedere V-8—4-dr. 
$4,305.01; conv., $4,448.31. Series 60 Spe- : 
" . | ed.. $2.570.69: cl. cpe., $2,619. Hornet —/ sed. $2.082; 2-dr. sed.. $2,039: hardtop 
clai—4-dr. sed., $4,728.32. Series 75—S ; . 
7a. | 4-dr. sed., $2.768.86; cl. cpe., $2.741.99: | cpe.. $2.216.59: conv., $2,351. (PowerFlite 
Puss, sed., $6,186.78; lim., $6.492.17. Et é ’ 
4 Hollywood, $2.987.75; conv., $3,287.70. | optional at $178.30.) 
dorade — Conv., $6,285.96. (Hydra-Matic s 
(iHydra-Matie optional at $178.03 on all 
standarc.) AW. PONTIAC — Chieftain 860 — 4-dr. sed., 
modeis in Jet category. Borg-Warner auto- . a s 
CHEVROLET — (Prices are for 6-cyl.| matie transmission optional at $178.03 on | $2-163.62; 2-dr. sed., $2,105.45; 2-dr. stat. 
models; for V-8, add $99)—One-Fifty—4- | all other models.) wag., $2,434; 4-dr. stat. wag., $2,515. 
dr, sed., $1,728; 2-dr sed., $1,685; utility IMPERIAL — Custom — 4-dr. sed $4,- Chieftain 870—4 -dr. sed., $2.267.51; 2-dr. 
sed., $1,593; 2-dr., stat. wag., $2,030. Two- 4 47 9.75 P cr sed., $2,209.32; Catalina, $2.334.99; 4-dr. 
’ 483.25; hardtop cpe., $4,719.75. (Power-| stat’ wag., $2.603. Star Chief Deluxe— 


Ten—4-dr. sed., $1,819; 2-dr. ., $1,775; 
cl. cpe., $1,835; 2-dr. stat. wag sh.etb, &: | Flite standard.) 4-dr. sed., $2,362; conv., $2,691. Star Chief 


dr. stat. wa 127. Bel Air—4-dr. sed., KAISER — Special — 4-dr. sed., $2,389; | Custom—4-dr. sed., $2,455; Catalina, $2,- 
$1,932; 2-dr P ona $1,888; hardtop cpe.,| 2-dr. sed., $2,334. Manhattan—4-dr. sed., | 499. (Hydra-Matie optional at $178.35.) 

$2,067; conv, $2.06: 4-dr. stat. wag., $2,- | $2.670; 2-dr, sed.. $2.617. Darrin 161 —| RaMBLER—Deluxe—4-dr. sed., $1,695: 
262. Corvette—conv., $2,799 plus extras. | conv., $3,668. (Hydra-Matie optional at 2-dr. sed., $1,585. Super—4-dr. sed., $1,. 
(Powergiide optional at $178.35.) $178.20 on all models except Darrin, which | 79g: 2-ar. sed., $1,683; 2-dr. stat. wag., 


CHRYSLER—Windsor Detuxe—4-dr. sea.. | 278 Overdrive as standard equipment.) | $1 869. Custom—4-dr. sed., $1,989; hard- 
$2,660.25; Nassau hardtop ~oe., SS to as: LINCOLN—Custom—4-dr. sed., $3.563;| top, $1.995; 4-dr. stat. wag., $2,098. (Hy- 
Newport hardtop cpe., $2.818.25; conv.. a _. & van, uaow Special Sasi, dra-Matic optional at $178.85.) 
$3,090.25. New Yorker Deluxe—4-dr. sed., ir. & ardtop cpe., STUDEBAKER—Champion Custom — 4- 
$3,494.25; Newport hardtop cpe . $3,652.25; | conv., $4. 071.50. (Turbo-Drive standard.) dr. sed., $1,783.24; 2-dr. sed., $1,741.02. 
St. Regis hardtop cpe.. $3.689.75; conv..| MERCURY — Custom — 4-dr. sed., $2,- | Champion Deluxe—4-dr. sed., $1,885.16; 2- 
$3,924.25. (PowerFlite standard on New | 976.50; 2-dr. sed., $2,217.50; sport cpe.,|dr. sed., $1,840.55; 5-pass cpe., $1,874.50; 
Yorker Deluxe, optional at $189 on Wind- | $9341; stat. wag., $2,685.50. Monterey—| stat. wag., $2,140.64. Champion Regal 
sor Deluxe.) 4-dr. sed., $2.400; hardtop cpe., $2,464.50; |—4-dr. sed., $1,993.27; 5-pass. cpe., $1.- 

DesOTO—Fire Deme—4-dr. sed., $2.497.- | stat. wag., $2,843.50. Montelair—Hardtop | 974.50; hardtop cre., $2,128.76; stat. wag., 
75; special hardtop cpe., $2.540.75; Sports- | cpe., $2,631; Sun Valley glasstop, $2,711.59; | $2,311.59. Commancer Custom—4-dr. sed., 
man hardtop cpe., $2,653.75; conv., §2,- | cOMv., $2,712. (Mere-O-Matic optional at /|$1,918.72 2-dr. sed., $1,873. Commander 
823.75. Firetlite—4-dr. sedj., $2.726.75: | $189.45.) Deluxe—4-dr. sed., $2,013.63; 2-dr. sed., 
Sportsman hardtop cpe., $2.938.75; conv..| METROPOLITAN—Hardtop, $1,445; | $1-999.03; 5-pass. cpe., $1.989; stat. wag.. 
$3,150.75. (PowerFlite optional at $189.) | conv.. $1,469 (both prices at coastal ports | $2-274-12. Commander Regal—4-dr. sed., 

. lof entry.) $2,127.25; 5-pass. cpe., $2,094; hardtop 

DODGE—Coronet 6—4-dr. sed., $2,092.75; 7 cepe., $2,282.24; stat. wag., $2,445.07. 
2-dr. sed., $2,013. Coronet V-8—4-dr. sed., NASH—Statesman Super —4-dr. sed..| president Deluxe —4-dr. sed., $2,310.50. 
$2.196; hardtop epe.. $2,281: Royal V-#— | $2.163: 2-dr. sed.. $2.115. Statesman Cus-| president State—4-dr. sed., $2,380.50; 5- 
4-dr. sed., $2,310; hardtop cpe., $2.395. | tom — 4-dr. sed., $2,337; hardtop, $2,428. pass. cpe., $2,269.50; hardtop cpe., §$2,- 
Custom Royal V-8—4-dr. sed., $2,472.50: | Ambassador Super—4-dr. sed., $2.422; 2-| 455.50. (Automatic Drive optional ai $216 
hardtop cpe., $2.542.50; conv., $2,748. | dr. sed., $2,370. Ambassador Custom — | on Champion, and at $226.50 on Command- 
(PowerFlite optional at $178.30.) 4-dr. sed., $2,605; hardtop, $2,740. Nash-| er an-i President.) 

FORD—(Prices are for 6-cyl. models; | Healey — LeMans hardtop. $5,128.05 (at) = WiILLYs—Lark—4-dr. sed., $1,823; 2-dr. 
for V-8, add $99.98) — Mainline — 4-dr. . Po! 7 % Pp sed., $1,737. Ace—4-dr. sed., $1,968; 2-dr. 

z $178.85: not available on Nash-Healey, 
sed., $1,753. "eh 2-dr. sed., $1,707.02; bus. which is equipped with overdrive.) sed., $1.892. Ace Deluxe—4-dr. sed., $2,- 
sed., $1,605.9 Customline—4-dr. sed., equip : 023; 2-dr. sed., $1,947. Eagle — Hardtop, 
$1,844.66; Sar, * sed. $1.800.55. Fairlane— OLDSMOBILE — Series 88 — 4-dr. sed.. | $2.167; Deluxe hardtop, $2.222; Custom 
4-dr. sed., $1.959.77: 2-dr. sed., $1.913.57; | $2,362.09; 2-dr. sed., $2.296.62; hardtop | hardtop, $2.411. Station Wagon—Deluxe 6- 
Victoria hardtop, $2.094.74; Crown Victoria | cpe., §2.474. Super 88—4-dr. sed., $2.-|cyl., $1,973.09. (Hydra-Matie optional at 
cl. cpe., $2,202.04; Crown Victoria glass- | 502.71; 2-dr. sed., $2,436.25; hardtop cpe., | $178.55 on all models except Larks.) 


VandeWater, former eastern re- 
gional manager, to the position of 
fleet sales manager in the fleet di- 
vision, and E. T. Herbig, former 
national fleet sales manager, as 
fleet sales promotion manager of 
the fleet division. 

Also, A. L. Wallace, government 
sales manager, is transferred to 
the new division, where he will 
continue to serve in his present 
capacity. 

R. C. Woodhouse, general truck 
sales Manager, announced several 
appointments to coincide with es- 
tablishment of the new fleet di- 
vision. They are: 


Julian C. Gilroy, former central 
regional manager, to assistant gen- 
eral sales manager in charge of 
the eastern and southern regions: 
George W. Sheldon, former western 
regional manager, to assistant gen- 
eral sales manager in charge of the 
central and western regions. 

Richard H. Gillespie, former New 
York zone manager, to be eastern 
regional manager; G. R. Black- 
burn, former St. Paul zone man- 


New Commercial Car Registrations, 
24. States for October, 1954-1953 





Truck registrations by states 
are released here weekly, as 
compiled by R. L. Polk repre- 
sentatives in state capitals. 






















































15 States Previously 476 33 ‘. 412) 57; 11590 

Reported for October =I ir toae| = 38 abe 307} 62} 13164 

Connecticut 54) 3] “ ae ea Hl $ i = 23 20). 731 

VandeWater E. T. Herbig °53| 8| 247 fi 54 107 10 6 28 17 18 26| 870 

¥ Columbi "54 2 7 21 17 i 1 1 1 4) 91 

ager, to be central regional man- | "ct of Columbia ‘83 | ‘S| | 3| zi 3 12 s| 2 1] 6 i| 5} 180 

ager; J. R. Clements, former) gia 4) z 572) yf 0) 534) 180 é 1 10) 2 iT 3) 1556 

Oakland (Calif.) zone manager, to 83 652 16 638 rs 139 13 2 28 32 13] 1} 1756 

be western regional manager. Idano =I | = " 2 = . a 1] | s t | a ! * 
W. D. Gorman, former assistant 

Philadelphia zone manager, to| Montana Ba | i| oo % 4 2| : - 3| = | - 

New York sone manager; Robert Nebraska a ma 10 Vel 2 9) 13] TT 7, +878 

A. Merz, former assistant St. Paul 53 i $| ‘ 504 | | 1| 18 1 28 12} 955 

zone manager to be manager; Wal-/| o> 54) DI : Pal ay 187 Pa 10) 25 63)—SCO| SSS) 28 
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‘ood also ced Wi j 402 3! 78 170 1 10] 16) 31 13) 1147 

Woodhouse announced the} Wacom 5 | cal al ti 674 ta 235 ts] S|~—38] 23} aa} tgaa 

establishment of a Los Angeles : 

zone office, headed by A. B. Camp-| 24 States, Reported 54, x oz a } =| = | = 147 es 153; 268; 753) 162) 20881 

To Date for October 53} 30} 8755} 124 a 8554 1953 2609 184 68} S03} 358} 559} 181} 25515 

bell jr. former GMC retail store | —y,;; 54, 849] 290611) 207% 21322%6| 52935| 64271| 4718) 179)| 8013| 7956) 12062| 4774) 649740 

manager in Los Angeles. To Date '53| 1342] 263488] 2741 nr 194019 trot 77863} 5490| 2809) 19214) 9741} 14182) 6194] 73212! 
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New Jersey ‘54) 2 co $12 809 1961 4042 Ml 1039; 5166 1754; 374 3160 ses 1016 | 37) 65) 103 214) 232) 105; 16052 

kat 1 = ot 6 861 2 4356| 4457 75; 1440, 5972 1320! 261; 3978 653 1294; 7506 9 29} 138 176 me 582) Hii} = 19507 
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OLDSMOBILE—'51 (98) 4-dr., 
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Used-Car Auction Prices 





(Continued from Page 36) 


Top, $1,200; Statesman Hard Top, $1,250, 


$1,050. °52 Statesman 4-dr., $745. °'51 
Ambassador 4-dr., $550*. 
OLDSMOBILE — ’54 (98) 4-dr., $2,435* 


(ps); (88) Super 4-dr., $2,290* (ps). '53 
(98) Holiday, $1,875* (ps). °52 (98) 
Holiday, $1,450* (ps). ‘51 (88) 4-dr., 
$850*; Super 4-dr., $835*. 
PACKARD—’51 4-dr., $595*. 
PLYMOUTH—’53 Cranbrook 4-dr., $1,010; 
Cambridge 4-dr., $750, $735; club coupe, 


$740. 

PONTIAC—’55 Chieftain (8) 2-dr., $2,180. 
’53 Chieftain (8) station wagon, $1,535*. 
’52 Chieftain (8) 4-dr., $900*, $870*. ’51 
Silver Streak (8) Catalina, $870*; 4-dr., 
$650. 


OAKLAND, CALIF. 


(Oakland Auto Auction. Sale every Wed- 
nesday. Prices are for sale of Dec. 1.) 

(Prices are holding firm for this time 
of year. We had a nice consignment of 
clean units, and a very large crowd of 
buyers. Despite rain all way, 75 percent 


sold. 

BUICK—’52 Super 4-dr., $915. °50 Super 
4-dr., $630*, $605*; 2-dr., $585*, $465*. 

CADILLAC—’54 (62) 4-dr., $3,855* (ps). 
53 (60) 4-dr., $2,830*. '52 (62) conv., 
$2,275*. ’°51 (62) 4-dr., $1,720*. '49 (62) 
4-dr., $870*, $700*. '47 4-dr., $405*. 


CHEVROLET—’55 Bel Air (8) sedan, $2,- 
535*. '53 Bel Air 4-dr., $1,225*, $1,135; 
2-dr., $1,110. 52 SL Deluxe 4-dr., $895. 
"50 %-ton pickup, $1,365. '49 SL Deluxe 
conv., $380. 

CHRYSLER—’51 NY conv., 
$775". 

DODGE—’53 Coronet station wagon, 
275. °52 %-ton pickup, $705*. 
tom 4-dr., $135. 

FORD — ’53 Crest (8) Victoria, $1,635*; 
Custom (8) 4-dr., $1,320*; Main (6) 4- 
dr., $815. ’°52 Crest (8) Country Squire, 
$1,350*. ‘51 Custom (8) 4-dr., $640. ’50 
Custom (8) 4-dr., $625; Deluxe (8) Bus- 


$905*; sedan, 


$1,- 
’48 Cus- 


iness coupe, $485*; 4-dr., $265. °49 %-ton 
pickup, $410; Custom (8) 4-dr., $345. 
$305, $255; 2-dr:, $290; Deluxe (6) 4- 
dr., $330*. 
HUDSON — ’52 Hornet 4-dr., $875*. °51 
Hornet club coupe, $635. °49 conv., $175. 
LINCOLN—’49 4-dr., $455*. 
MERCURY—’'50 2-dr., $520*. 
NASH—’42 Ambassador 4-dr., $325*; 2- 


dr., $140*. 





OLDSMOBILE—’52 (98) Holiday, $1,515*. 

PACKARD—’51 4-dr., $660*. 

PLYMOUTH — ’50 Special Deluxe 4-dr., 
$460. '46 Special Deluxe 4-dr., $185. 

PONTIAC—’55 Star Chief (8) 4-dr., $2,- 
960* (ps). '52 Chieftain (6) 4-dr., $470. 
"51 Silver Streak (8) 2-dr., $760. °48 
Torpedo (8) 4-dr., $240*, $225*. 


STUDEBAKER—’53 Champion 4-dr., $905. 
"52 Commander Hard Top, $810*. ’51 
Commander 2-dr., $585*. 

MISCELLANEOUS — ’51 Hillman 4-dr., 
$215. 


NEW YORK CITY 


(Skyline Auto Auction. Sale every Tues- | 
day. Prices are for sale of Nov. 30.) 

(A good consignment today had dealers 
bidding very actively on sharp and clean 


| 
merchandise. We could have used more | 
clean u.its. Market was steady; off on 
rough autos. Sold 55 cars out of Li4 
offerings.) | 
BUICK— 53 RM 4-dr., $1,475*; Super: 4- | 
dr. $1,460*. '50 Super Riviera coupe, | 
$670*. 


CADILLAC—’51 (62) club coupe, $1,640*; | 
(60) Special 4-dr., $1,360*. | 

CHEVRULET—’54 Bel Air conv., $1,600*. | 
53 Two-ten station wagon, $1,275; 4- | 
dr:, $960, $945; 2-dr., 2 at $950; One- | 
fifty 4-dr., $850, $825; 2-dr., $770, $690. | 
’52 SL Deluxe 4-dr., $750, $740; 2-dr.. | 
$600. '51 SL Deluxe conv., $565*. '50 SL | 
Deluxe 4-dr., $485*. '49 SL Deluxe 4-dr., | 
$190. ’°48 SM 2-dr., $175. | 

CHRYSLER—’51 Saratoga 4-dr., 

DeSUOTO—’52 taxi cab, $175, $160, $115. | 

DODGE—’53 Meadowbrook 4-dr., $875; 2- | 
dr., $830. ’52 Coronet club coupe, $665. 
’51 Coronet 2-dr., $420. 


FORD—’5:i Crest (6) 4-dr., $1,425*, $1,-| 
400*. °52 Custom (8) 2-dr., $690. °51/| 
Custom (8) Country Squire, $540. '50/ 


Custom (6) 2-dr., $310. 
MERCURY—’54 Monterey Hard Top, §2,- 
010*. ’52 2-dr., $835. | 
NASH—’51 Rambler conv., $450. '50 Am- | 
bassador 4-dr., $180. | 
$785*. °’49 
(76) club coupe, $360; (88) 2-dr., $350. | 
PLYMOUTH—’54 Belvedere 4-dr., $1,425. 
*53 Cranbrook 4-dr., $960, $900, $810, 
$670; Cambridge 2-dr., $730. 
PONTIAC—’54 Chieftain (S$) 4- dr., $1,750*. 
"48 Torpedo (8) 4-dr., $230. 47 Torpedo 
(8) 2-dr., $110. | 
STUDEBAKER — ’49 Commander club} 
coupe, $210. 


FLINT 


(Flint Auto Auction, Inc. Sale every Wed- 

nesday. Prices are for sale of Dec. 1.) 
(Prices were off on late model autos. 
More units consigned than usual. Sold 73 
cars out of 107 offerings.) 

BUICK—’'54 Super Riviera 2-dr., $2,365* 
(ps), $2,350%, $2,290*, $2,255°, $2,190*. 
°53 Super conv., $1,550*; Special 4-dr., 
$1,330*; 2-dr., $1,265. ‘52 Super 2-dr., 
$885°*; Special 2- dr., $825*. '51 Super Riv- 
iera '2-dr., $800, "$790°; Special 4-dr., 
$670*. '50 Super Riviera 2-dr., $470*; 4- 
dr., $445*; Special 4-dr., $360; RM 4-dr., 
$310*, $290*. °49 Super 4-dr., $250. °48 
Super 2-dr., $225. 

CADILLAC—’48 (62) 4 » $465°. 

CHEVROLET—’ 54 Two- nd 2-dr., $1,305. 
53 Bel Air 2-dr., $1,125*, $1,045. °52 
SL Deluxe Pel Air, $835; ‘4- dr., $745*: 
Delivery sedan, $500. ‘561 SL Deluxe 2- 
r., $525; FL Deluxe club coupe, $575*. 
‘50 SL Special 2-dr., $405; SL Deluxe 2- 
dr., $400*. '48 FL Aerosedan, $140. ’47 
8M 4-dr., $180. 

CHRYSLER—’53 NY club coupe, $1,210*. 

DUDGE—'53 Meadowbrook 4-dr., $815. 

FORD—’53 Custom (8) 2-dr., $1,165* (ps), 





$995; 4-dr., $1,000. °52 Custom (8) 2- 
dr., $735. 51 Custom (8) 2-dr., $540*, 
10°; 4-dr., $520. °49 Custom (8) 2-dr., 


HUDSON — '51 Hornet 4-dr., $400*. '50 
Hornet conv., $135. 

KAISER—'51 Deluxe 4- dr., $290°. 

MERCURY—'54 Custom 4- -dr., $1,455. ‘53 


$710*. 


Monterey 2-dr., $1,315*. '51 club coupe, 
$525*, $390. "48 club coupe, $125. 
OLDSMOBILE — '54 (88) 2-dr., $2,635° 


(ps). °60 (98) conv., $570*; (76) 4-dr., 
$420°. 


PACKARD—’50 Clipper sedan, $150. 
PLYMOUTH—’52 Cranbrook ‘4-dr., $520. 
"49 Special Deluxe club coupe, $160. 
PONTIAC—’53 Chieftain (8) cony., $1,315* 
(ps); Chieftain (6) 4-dr., $975*. °51 Sil- 
ver Streak (8) sedan, $435. ‘50 Silver 
Streak (8) 2-dr., $400. '49 Silver Streak 
(8) 2-dr., $225. °47 Torpedo (8) olub 

coupe $150. 
STUDEBAKER—’53 Champion 4-dr., $835. 
’49 Champion club coupe, $175*. 
WILLYS—'52 Ace 4-dr., $435. ‘51 station 
wagon, $515*. '49 jeepster, $305. 


EBENSBURG, PA. 


(Ebensburg Auto Auction Co. Sale every 

Thursday. Prices are for sale of Dec. 2.) 

(Market very good. Prices firm, with 
the exception of '55 models, which are 

weak. Dealers very active. Sold 68 cars 
out of 88 offerings.) 

BUICK—’52 Super Riviera 2-dr., $1,070*. 
‘51 Super Riviera t-dr., $695, Special 4- 
dr., $590*. "50 RM Riviera 4-dr., $505*; 
Super conv., $505*. '49 RM 4-dr., $330*. 
’47 Special sedanet, $165. 

CADILLAC — '53 (62) coupe deVille, $2,- 


980* (ps). 
CHEVROLET—’51 SL Deluxe 4-dr., $605*; 
$605. 50 SL Deluxe 


FL Deluxe 2-dr., 
conv., $475; 4-dr., $450*; FL Deluxe 4- 





dr., $460. °49 %-ton pickup, $360. '48 FM 
4-dr., 5190; ca. $220. '38 2-dr., $125. 

CHRYSLER—’46 NY 4-dr., $185. 

DeSOTO—’54 Fire Dome (8) 4-dr., $1,730° 
(ps). 562 Custom club coupe, $800°; Fire 
Dome (8) 4-dr., $730. "61 Custom 4-dr., 
$565. '50 Custom 4-dr., $490; Deluxe 4- 
dr., $350. 

FORD—’55 Fairlane (8) Victoria, $2,280°. 
’53 Custom (8) Delivery sedan, $835. '52 
Custom (6) 2-dr., $705*. '51 Custom (8) 
4-dr., $660*, $560*. '50 Deluxe (6) 2-dr., 
$295. °49 Custom (8) 4-dr., $366, $320; 
2-dr., $290*, $235; club coupe, $300; ‘on 
tom (6) club coupe, $195. '48 Deluxe (8) 
club coupe, $125. 

HUDSON—’51 Commodore (8) 4-dr., $400*. 

KAISER—’51 2-dr., $330. 

MERCURY—’54 Custom 4-dr., $1,700*. °49 
4-dr., $365*. 

OLDSMOBILE—’54 (88) Super 2-dr., $1,- 
685. '51 (88) 2-dr., $675*. '49 (98) 4-dr., 
$350*, $270*. 

PLYMOUTH—’53 Cranbrook 4-dr. » $905. 
$885. ‘51 Cambridge club coupe, $480. 
*50 Deluxe station wagon, $580. ‘48 Spe- 
cial Deluxe club coupe, $215. 

PONTIAC—’S4 Star Chief (8) 4-dr., $1,- 
975* (ps). ‘51 Silver Streak (8) club 
coupe, $615*; 2-dr., $495*, $445°. '50 Sil- 
ver Streak (8) 2-dr., $460*. ‘49 Silver 
Streak (8) conv., $255*. 

STUDEBAKER—’50 Champion 2-dr., $275*. 


DENVER 


(Denver Auto Auction. Sale every Fri- 

day. Prices are for sale of Nov. 26.) 

(More autos offered for consignment, 
with a good percentage of all makes sold. 
Prices steady. Sold 104 cars out of 169 
offerings.) 

BUICK—’55 Super Riviera 2-dr., $3,155* 
(ps). '53 RM Riviera 4-dr., $1,370* (ps). 
= RM Riviera 2-dr., $1, 105* ; Special 4- 

$755*. '49 RM 4-dr., $250*. 

CADILLAO_’85 (62) coupe, $5,100° (ps). 





"S54 (62) coupe, $3,945* (ps). '562 (62) 4- 
dr., $2,080*; cuupe deVilie, $2,060*°. °50 
phe} 4-dr., $1,406*. °46 (62) club coupe, 


CHEVROLET—’S5 Bel Air (8) 4-dr., $2,- 


350°, $2,306*; 2-dr., $2,140; Bel Air (6) 
2-dr., $2,000; Two-ten (8) 4-dr., $2,226°, 
$2,180*; 2-dr., $2,200*, $2,060°; %-ton 
pickup, $1,450. °54 Bel Air 2-dr., $1,- 
635°. '53 Bel Air 4-dr., $1,290*; '2-dr., 
$1,206. '52 SL Deluxe Bel Alr, $1,120, 
$1,056"; 4-dr., $680*; 2-dr., $795*. 


DODGE—’55 Custom Royal 4-dr., §2,780°* 
(ps); Royal 4-dr., $2,540. '50 Coronet 2- 
dr., $310. 

FORD—’55 Custom (8) Country sedan, $2,- 
530; 2-dr., $2,275*, $2,200 $2,190, §$2.- 
150, $2,145, $2,015; 4-dr., $2,250*, $2.- 
200 $2,130, $2,126; Fairlane (8) Victoria, 
$2,525*; 4-dr., $2,500* (ps), $2,425* (ps). 
$2,400* ; Custom (6) 4-dr., $2,015; Main 
bh 4-dr., $1.920; Main (8) 2-dr., $1.- 

. 54 Custom (8) 4-dr., $1,695, $1,- 
495*, 2 at $1,450, $1,445; 2-dr., 2 at $1,- 
445*. '563 Crest (8) Victoria, $1,405*. 

HUDSON—'51 Hornet 4-dr., $740*; Pace- 
maker club coupe, $370. 

KAISER—’51 4-dr., $315. 

MERCURY — '54 Monterey 4-dr., $2,400, 
$2.125*. '52 4-dr., $1,055. °60 4-dr., $585. 

NASH—’51 Statesman 4-dr., $400. 

OLDSMOBILE—’55 (98) Holiday, $3,300* 
(ps). 54 (983) Holiday, $3,200* (ps); 4- 
dr., $2,650°; (8%) Super 4-dr., $2,400, 
$2,335*. '52 (88) Super 4-dr., $1,005°. 
61 (88) 4-dr., $750*. ‘49 (88) 2-dr., 

. 


$260°. 
PLYMOUTH—’51 Concord Savoy, $825. 


PONTIAC—’55 Star Chief (8) conv., $3.- 
095* (ps), $3.000* (ps); Catalina, $3.- 
040* (ps), $3.005* (ps); Chieftain (870) 


Catalina, $2,675*; Chieftain (860) 4-dr., 
$2.290. °'47 Torpedo (8) conv., a 
STUDEBAKER-—-’52 Champion 2- ar. -, $425. 
WILLYS—’55 (4) jeepster, $1,940. ‘47 (4) 
jeepster, $330. 
MISCELLANEOUS—’52 MG roadster, $825. 


The Filter More Car Owners Know! 


Here are the facts... 


proved by actual survey! 


@ More car owners know and ask for FRAM over any other 


filter brand! 


@ More dealers say FRAM is best advertised to their cus- 


tomers! 


@ More cars are equipped with FRAM than any other 


brand! 


@ FRAM advertising is the biggest, most powerful in the 


industry! 


Better start handling the complete FRAM line of oil, air, 
fuel and water filters NOW! 


* AIR « 


FUEL « 


rad: 


Call your FRAM Distributor today. 
FRAM CORPORATION, Providence 16, R. 1. Fram Canada Ltd., Stratford, Ont. 





— Auctions in Brief — 


HARRODSBURG, KY. 

Blue Grass Auto Auction. Sale every 

Thureday (Dec. 2). The market was 

stronger on clean cars today. We had a 

good sale, but we need more clean units. 
* * 


GRAND RAPIDS, MICH. 
Grand Rapids Auetions, Inc. Sale every 
Tuesday (Nov. 30). Market generally firm, 
but 54s seemed to sag somewhat for the 
first time in several weeks. Sold 59 out of 91. 
i * * * 


JESSUP, MD. 

Colie’s Auto Auction. Sale every Wednes- 
day (Dec. 1). Bidding sharp..with clean 
autos bringing good prices. Rough units are 
bringing just what they’re worth. We are 
in need of late ——— _— 18 out of 36 


MASON CITY, IA, 

Lapiner Auction Go. Saie every Wednes- 
day (Dec. 1). Weather conditions and icy 
roads made it impossible for dealers to 
attend sale today. Very few cars consigned. 
A large consignment expected next week, 
however. 

* * * 
WINDSOR, VA. 

Windsor Auto Auction. Sale every Thurs- 
day (Dec. 2). There were approximately 
200 cars at the sale this week and over 
75 percent of them were sold. 

* * 


* 
PA. 
Manheim Auto Sales & Auction, Inc. Sale 
every Friday (Dec. 3). Market good. Sold 
148 cars out of = —_ 


FT. WAYNE, IND. 

Carl Marker’s Auto Auction, Sale every 
Tuesday (Nov. 30). Market steady, but 
there is a shortage of autos. Sold 73 cars 
out of 103 offerings. 
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BIGGEST NEWS FOR DEALERS IN YEARS! 








New Packard Franchise 
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BRINGS NEW ERA 
OF DEALER-FACTORY 
RELATIONS 





What’s best for the Packard dealer is best for 
Packard. That is the basis of the policy which 
... as we see it... portends an unusually sound 
future for the dealers who acquire the valuable 
new Packard franchise. 


Packard respects its dealers as independent busi- 
nessmen and treats them that way. 


We believe a dealer is entitled to make a living 
and ‘‘do some living” at the same time. Naturally 
we’re ambitious to grow and we have every reason 
to believe we will grow. We want dealers who 
share that viewpoint. But our primary interest is 
to build solidly and profitably for our dealers 
and ourselves. It’s fundamental with us that the 
best business is the business that’s best for both 


of us. 


We believe a large and important market has 
developed over the years this industry has been 








growing. This market is the result of public con- 
viction that there is lots of room for individuality 
and distinctive quality in automobiles. More and 
more people are showing a preference for indi- 
vidually distinctive automobiles, realizing great 
numbers of automobiles look alike and cost just 
as much .. . this fact is the basis of a rich and 
growing opportunity. 


Automotive men who have seen the New Packards 
and 1955 Clippers say that here are two great 
cars which stand apart from the mold of mass 
production . . . two great cars with performance, 
craftsmanship and styling characteristics appeal- 
ing to the human desire to be different . . . two 
great cars that are part of the most important 
automotive achievement of our time. Knowing this, 
dealers are signing up in record numbers, for the 
franchise with two lines of cars tailor-made to 
meet the needs of their market. 


PACKARD DIVISION 


STUDEBAKER-PACKARD CORPORATION 
DETROIT 32, MICHIGAN 
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Machine 


Is Automation Wonder 


oo operations on the biggest 
are the most accurate description of the 


scale probably 


test equip- 


ment for machining a V-8 engine. 
Undoubtedly the stories to be written about this new ma- 


chine for V-8 engine blocks will refer to this 350-foot long 


transfer machine as the lat- 
est and greatest example of 
automation in an automobile 
plant. Actually what has happened 
is that process engineers have put 
together, in a single package, all of 
the substitutes for hand tools and 
manual handling they have discov- 
ered over the years. 

The result of all of this experi- 
ence and planning is a machine 
that (a) eliminates all hand lift- 
ing from the job, (b) combines a 
series of operations in single 
heads wherever possible, (c) au- 





at a rate and within a floor space 
ee 
le. 


Consider what happens in this 
latest example of improved engine 
block processing. Before the block 
reaches the new machine, planned 
and built by Cross Co., Detroit, the 
top, bottom and bank faces are 
broached. Following broaching the 
ends are milled; the main bearings 


are straddle-milled; the cylinders 
are reugh bored and the two locat- 
ing holes are drilled and reamed in 
the pan face. 
+ * * 
555 Jobs Performed 
HE latest Cross - built machine 





performs all of the other opera-| — ja 


tions on the block up to the assem- 


bly of the bearing cap. In all, 555 * 


operations are performed. All of 
the drilling, tapping, camshaft bor- 
ing, miscellaneoug milling and in- 
spection operations have been com- 
bined in a series of machines that 
are tied together by automatically 
functioning mechanical, hydraulic 
and electronic devices. 

In planning this series of opera- 


tions, equipment had to be built to ; 


handle the part automatically in 
seven different positions. It is easy 
to see that the amount of back- 
breaking physical effort and un- 
necessary bending from this single 
job is tremendous, The same result, 
of course, ig accomplished by com- 
bining several drilling or tapping 
operations in a single head of a 
machine. 


Many new problems have been 
introduced with the growth of 
automatic handling of parts 


Michigans New Cars 
Mean New Customers 





For You ! 





@ Sensational new car announcements (and the payrolls and 
purchasing power which go with new production) make the 
Booth Michigan Newspaper Market a perfect choice for your 
new advertising schedule! 


Want action in Michigan? Booth newspapers give it to you! 
Two of the three fastest selling cars in America are made 


in a Booth city . 


. . Flint. 


Give -your new schedule a ride in Michigan’s new cars! 


Call your Booth man today! 


A. i. Kuch Sheldon B. Newman Brice McQuillin Wm. Shurtiff 

110 E. 42nd Street 435 M. Michigan Ave. © 785 Market Street 340 E. Huron Street 
. New York 17, N.Y. Chicago 11, Illinois San Francisco 3, California © Ann Arbor, Michigan 

Oxford 7-1280 Superior 7-4680 Sutter 1-3401 Normandy 3-4265 





BOOTH Axcdipar Newspape 


"YOUR MICHIGAN MARKET OUTSIDE DETROIT” 


GRAND RAPIDS PRESS e FLINT JOURNAL @e KALAMAZOO GAZETTE e SAGINAW NEWS 
JACKSON CITIZEN PATRIOT e MUSKEGON CHRONICLE @ BAY CITY TIMES e ANN ARBOR NEWS 


Pad 


cae & 


Austin-Healeys Pace Class in U. S. Rally— 

The second American Mountain Rally ended with two Austin-Healey 100 sports cars 
in first and second place in the 1,500 to 3,000 cubic centimeter class. The rally covers 
1,100 miles through five New England states. The cars also won second position over 
all entries. From left are W. Kolaczkowski, seated in second-place car; Emil Bulck, 








navigator, and his son, William Bulck, driver of the first-place car. 


through a series of machining 
and gauging operations. 
Maintaining the cutting tools at 
maximum efficiency ig such a prob- 
lem. Where production and volume 
are low, dull tools are not a for- 
midable challenge. The operator 
can personally look after all the 
tools in a small operation. 
Hewever, as an increasing num- 
ber of operations is combined and 
more tools are working, even a 
number of operators would be un- 
able to provide a satisfactory solu- 
tion to the problem. Too much 
downtime would be lost while 
changing tools. 
* 


* * 


Toolometer Developed 
ROSS Co.'s solution to the tool 
changing problem was to de- 
velop a device called a Toolometer. 
There is, for example, a Toolometer 
for every tool or group of like tools 
in the new machine. 
The Toolometers are interlocked 
electrically with the machine. Ev- 


Used-Car Notes 





MIAMI. — Published reports of 
a “consignment racket” in the 
used-car business here stirred 
quick action on the part of Stacy 
Rowell, president of the state as- 
sociation, and John W. Grentner, 
head of the local used-car dealer 
groups. One of the judges of the 
small claims court blasted the 
practice after several cases were 
brought before him. 

“Not a single complaint was 
made to our association,” Grentner 
said. “We have a grievance com- 
mittee and we have been able to 
straighten out every legitimate 
claim reported. So far as I can 
learn, only one or two dealers have 
been involved, and we are going to 
work on them fast.” 

One customer who claimed to 
have been gyped took the law in 
his own hands and slugged a sales- 


ery time the machine produces a| man. 


part, the hands of the toolometers 


Several instances of the “gyp” 


index. When one of the hands were reported. In one case an eld- 
reaches zero position, the machine | eriy New Yorker had driven his car 


steps. A light on the board indi- 
cates which tools need to be re- 
placed by pre-set sharp tools. 

It is important to note that sim- 
ply recording the need for a tool 


te Miami and decided to sell it. 
He wanted $500, he told the sales- 
man. A few days later the sales- 
man called and said he could sell 
the car for $400, but the New 


change would not provide an an-| Yorker refused. Then he was told 


swer to the problem. Instead, tools 
are grouped together and changed 
at the same time. 

As a result, Cross engineers say 
that downtime in even their big- 
gest transfer machines can be held 
to 5 percent, thug assuring maxi- 
mum output frem the biggest ma- 
chines of the transfer type. 

Keeping downtime for tool 
changes within reason has been, 
heretofore, one of the serious prob- 
lems in connection with the opera- 
tion ef a big transfer machine. 


Calendar 


(Continued from Page 12) 


General 
the National Academy of Sciences and 
the ae Gecnareh Council, Wash- 


Jen. 20-21 — téth Annual Convention, 

Private Truck Council of America, inc. 
Statler Hotel, New York. 

Jen. 20-21 — Private Truck Council of 
America, 16th Annual Convention, Hotel 
Statler, New York City. 

Jan. 27-29 — Truck-Trailer Manufacturers 
Association Convention, Raton 
Hotel, Boca Raton, Florida 

Feb. 5— Antique Automobile Club of 


Feb. 15-1@—Anauel Meeting National Car 
Rental System, Netherland Plaza Hotel, 
Cincinnati. 

Mar. -18—Ilith fevnt Canadian Auto- 
Cc. N. Grounds, Toronto, Canada. 
A 20-May t—37th International Motor 

howe Turia, italy 

May 26-June 4—Exnhibition of Automotive 

Spare Parts, Melbourne, Australia. 

June 12-15—Directors and Coun’ 


Presidents 

Tournament, York State 

ile Dealers, ay Hotel Otesege 
Own, . 


Heil’s Manitoba Outlet 
MILWAUKEE.—Thomas Elias 
Mfg. Co., Ltd, 1061 Notre Dame 
Ave., Winnipeg, Manitoba, now is 
Manitoba distributor of Hell dump 
bodies and hydraulic hoists, accord- 


ager, Body and Hoist 





the car already had been seld for 
that figure. 

The New Yorker refused to ac- 
cept the $400. On investigation he 
found that the car had been sold 
for $650. He is now suing to recover 
the $500 he asked in the first place. 

7 * a 


Columbus Dealers 
Elect Scheuer 


COLUMBUS, O.—The Independ- 
ent Used Car Assn. of Columbus 
has elected Cliff H. Scheuer, 
Scheuer Motors, Inc., as president. 

Other officers are: First vice- 
president, John Ross; second vice- 
president, William Seymour; secre- 
tary, Robert Caldwell, and new 
trustees, Vaughn Sagel, Seymour 
and Howard Thompson. 

Scheuer succeeds Paul Crim. 

* * * 


Chicago Sale Date Changed 


CHICAGO.—Greater Chicago 
Auto Auction, Inc., has changed its 
sale day from Monday to Thursday. 


WHAT'S NEW!! 


Used Car 
Field Tested Aids 


Write for Free Catalogue 


Barry 
Automotive Co. 
Creators Stoc-Tik-it 
Car System 


Sta. “A” Box 1037 
Cleveland 2, Ohic 


I 
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ing to W. A. Carlson, sales man- snes Wi Se eee a ee, 0 





errr ee 




















AUTOMOTIVE NEWS, DECEMBER 13, 1954 


43 





es | Diversification, Taxes Hit . 


Buy Direct! 
Genuine 
LAMBS WOOL 
POLISHING 
BONNETS 











and service revenue from these 
products. 

It was reported from the exhibi- 
tion floor that auto wholesalers 
were surprisingly interested in the 
display. Cne exhibitor put it: 

“I’ve never had better recep- 
tion in any show. I’ve got 15 ‘live 
one’s here during the first day, 
and I know live ones when I see 
them.” 

In addition to the show, part of 
the convention proceedings was de- 
voted to the “Right and Wrong 
Way to Diversify,” a panel discus- 





SAVE MONEY AT THESE PRICES 
8" RFS. OUR PRICE 12.50 doz. 


9” Bee. OUR PRICE 13.50 doz. 


poy ee string ng sion with active wholesalers giving 
8:—Draw-string type with center hole | advice and telling actual experi- 


ences with diversification items. 


During the introduction of the 
panel discussion, it was pointed out 
that most of the wholesalers and 
jobbers believed in the ultimate sta- 
bility of auto product lines, but be- 
cause of decreased profit margins 
rather than falling volume, the 
trend toward diversification should 
be studied in the wholesaling trade. 

a +. * 
NE of the basic fundamentals 
necessary to proper diversifica- 
tion was held to be the need for 
a survey of the individual market- 


Cc: ples type, canvas back (no draw-string) 


These genuine Lambs Wool Polishing Bon- 
nets have been sold direct to car dealers 
for more than 3 years. Our low, low 
prices reflect tremendous savings. Order 
today! Write for quotations on all types 
of Buffers or Buffing Pads. We ship open 
account to rated dealers—F.0.B, New 
York City. Satisfaction guaranteed. 


Write for Catalog 


CUE ea en 
P.0. BOX 71, NEW YORK 63, N.Y. 












ing area. It is wise to find out what 

being merchandised in the area and 
, | said. 

polled, 68.2 percent were now of- | 

were not diversified. | 


sotearav-e * °° .| product will be saleable in the area, 
0 | T ‘| whether the product was already 
R %!what profit potential it offers to 
- “| the wholesaler and jobber, speakers | 
A recent survey by MEWA had 
ascertained that of 302 companies | 
“ s\Y | fering non-automotive products for | 
resale to dealers, and 31.8 percent | 
SN jy } Further, 83.7 percent of those | 
SS diversified companies reported | 
~ success with the lines, 2.7 percent | 
*. §| reported fair returns and 13.4 per- 

MEL ass eer ESL iames | Cont considered returns poor. 

Moderators of the panel on di-| 
versification were Dan Hartnett, 
MEWA western representative and! 
Gus Brown, Automotive Wholesal- 
ers of Texas. Members of the panel 
included Ralph Albertson, Kansas; 
Ralph J. Baker, Missouri; William | 
Butt, Virginia; John D’Agostino, | 
Missouri; Fred Carlson, Oregon; 
John Foster, Colorado; W. E. Ham- 
lin, Michigan; Neil Imes, Wyoming; 
ss Russell Loock, Maryland; Kindel 
Ss |Paulk, Texas, and Winn: Miller, 
BS | Illinois. 

Speakers at the MEWA program 
included R. Winn Miller on C.AS. 
Budget-Finance plans and Charles 
8) E. Okell and J. F. Head, on mod- 

ern order-invoice writing. 

a * * 


T A ROUNDTABLE discussion 
of “Methods I’ve Used to Build 
Sales,” J. Howard Reed, manage- | 
ment and legislative counsel, was | 
moderator. 
Cc. T. Stafford, of Minneapolis, 
said that 27 items out of about 300) 


Chrysler Gives 
Prass New Post 


DETROIT.—Chrysler division 
created the new pcsition of product 
planning director last week and se- 
lected as its first 
occupant Marc 
Prass, director of 
service since 1952. 

Division Presi- 
dent E. C. Quinn 
said Prass’ func- 
tion will be “the 
proper planning 
of our production, 
not only for the 
near future but 









PORTABLE 


AUTO TURNTABLES 
Amazingly low in price and easily 
set up by you—ANYWHERE. 







& ja as ap AoE able |i also for the dis- 
‘urnta s now 3 man- ” 
ship within the saaah a nae car deal- || tant future.” The Mase Funes 





job was created as a step toward 
Chrysler Corp. divisionalization, 
Quinn added. 

Prass joined Chrysler Corp. upon 
graduation in 1941 from the Yale 
School of Engineering. A graduate 
also of the Chrysler Institute of 
Engineering, he served with the 
Airtemp division before joining 
Chrysler division in 1947. 


er's budget. Best of all, they can be 
quickly and easily moved to any spot you 


choose. 

Here is a rugged, all steel turntable, 

scientifically balanced to take all cars. 

Just plug in. For indoor or outdoor 

display. 

Write for illustrated folder No. 7 

AMERICAN STAGE 
EQUIPMENT, INC. 


805 East 134 St., Bronx 54, N. Y. 


















GM and Ford Policies 
Draw NSPA Fire 


(Continued from Page 2) 


comprise 80 percent of the total 
business, and that he had concen- 
trated on the key lines to increase 
sales. Gordon C. Johnson, Roanoke, 
Va., said that he had successfully 
trimmed his complete catalog to a 
68-page document that salesmen 
and dealers alike found more con- 
venient. 

G. Norman Herberg, Burling- 
ton, Vt., reported that clinics with 
customers have been successful 
in building sales. Miles A. Pryor, 
El Paso, Tex., said that he spon- 
sored a show for his customers 
each year, and that last year, 40 
of his suppliers had joined him 
with the show. 

John F. Creamer, New York, said 
that training programs had been 
very successful for his Wheels, Inc., 
firm. Tne firm invites 10 youngsters 
for two hours one night a week to 
train a3 mechanics. 

J. Frank Enterline, of Sunbury, 
Pa., has delivery men check with 
each delivery for additional sales. 
Two percent of the resultant sale 
is credited to the driver, deducted 
from the salesman’s commission. 

M. N. Jacobs, of San Antonio, 
Tex., reported success with having 
his salesmen go straight to the job 
in the morning before reporting to 
the office. Every 48 hours, activity 


reports are due. 
o * 


PEAKERS at the NSPA conven- | 
tion included Me] Turner, Chi-' 






Jack Fagan of 
Jack Fagan, Inc. 
230 So. 7th St. 
Phone 1073 
Delavan, 
Wisconsin 
Population 
4007 


“Our return on our investment has been excellent. 





Citation for Sopp— 


A plaque is awarded to Maurice J. 
Sopp (left), president of Maurice J. Sopp 
& Son (Chevrolet), Los Angeles, for 32 
years of service in the auto industry. Pres- 
entation is by J. W. Steel, zone manager. 


cago, on proper service, and Bob 
Bale, of Phoenix, Ariz., on unlim- 
ited sales. 

A panel discussion on employe 
incentive and pension plans was 
presented, with speakers R. E. 
Phelps, of Washington, R. E. Terry, 
of Sioux City, Ia., and H. R. Askins 
discussing the plans that hati been 
put into effect in their. operations. 

A skit, “The Birth of a Mechan- 
ic,” pointed out the opportunities 
for NSPA members to program an 
automotive mechanics course in 
most high schools. 

J. Leonard Love, of Salt Lake 
City, spoke on “Why I Am an 
Automotive Wholesaler,” and 
pointed out that the promise of 
success in the auto parts field 
was dependent on aiming busi- 


er INLAND RADIATOR 


DEPARTMENT 
in Only i months - Only I man! 


ness standards at keeping a high 
objective for the firm. 

Don Teetor, vice-president of 
Perfect Circle, was named presi- 
dent of NSPA for 1955; Hal Miller, 
of Lexington, Ky., senior vice-pres- 
ident, and Edward Gammie, vice- 
president of Victor Mfg. and Gasket 
Co., junior vice-president. 


John F’. Creamer, of Wheels, Inc., 
New York, was elected MEWA 
erage Virgil C. Smith, of Auto 
Parts Co., Inc. Ann Arbor, Mich., 
was named vice-president; Jay T. 
Davis, of Motor Parts Co., Corpus 
Christi, Tex., secretary, and Russell 
Loock, of R. J. Loock & Co., Inc., 
Baltimore, treasurer. 

New wholesaler members of the 
NSPA board of directors include 
John Jones, ABC Mfg. Co., Lans- 
dell, Pa.; Paul Levine, Eastern Auto 
Parts Co., and Charles E. Canard, 
Staunton, Va. 

Manufacturing directors, elected 
for three-year terms, are T. H. 
Belling, Fram Corp.; J. A. Wheat- 
ley jr., Grey Rock Division of Ray- 
bestos, and O. C. Leighty, Cham- 
pion Spark Plug Co. 

Newly elected members of the 
board of directors for MEWA in- 
clude J. E. Barr, St. Joseph, Mo.; 
Bruce Cameron, Wilmington, N. C.; 
James Lang, Ft. Wayne, Ind., and 
J. F. Enterline, Sunbury, Pa. 

Reelected board members include 
J. A. Hines, Toronto; H. A. Jones, 
Manchester, N.H.; A. E. Juneau sr., 
Wausau, Wis.; M. Luce, Miami, 
and F.. E. MacKenzie, Pocatello, Id. 

Newly elected officers of the 
Automotive Booster Club Interna- 
tional, Inc., are Sam A. Ladd, B-7, 
Chicago, president; Herman P. 
Pflug, B-10, San Francisco, first 
vice-president; O. E. Roeger, B-41, 
Toledo, second vice-president; 
Charles Carter, B-12, Toronto, sec- 
retary, and Ed Abdelnour, B-13, 
New York, treasurer. 











It paid for 


itself faster than any other equipment we have. As for space, we 
utilized a former car wash stall which everyone knows can’t pro- 


duce that many dollars. Inland properly trained our man and 
when I say properly I base that on the amazing small percentage 
of comebacks. And, Inland trained him at no extra charge.” 


Few automotive services offer such a potential for new and ex- 


panded business. 


Of the 60-million vehicles in the U.S., over 


15-million require radiator service yearly. Inland-developed equip- 
ment allows operators to employ highly profitable production 


methods. 


And Inland, world’s largest manufacturer of radiator 


repair equipment, offers the only complete package — equipment, 
training, merchandising. 


Why Watt? 


Start by investigating this now. The 
most it can cost you is a few minutes 


of your time. 
be amazing! 


Fill out coupon now for your 
free copy of “Blueprint For 


Profit.” 


prices of required equipment 
and experiences of other 


operators. 














a 
| Inland Manufacturing Co. Dept. AN-12 j 
i 1108 Jackson St., Omaha 8, Nebraska l 
j Please send free booklet ‘Blueprint for Profit." ! 
And the reward can | 
Nes. | 
ee oe 2 i Sree 
Gives details and city ZONE__ STATE | 
aeenRERS SE —E —— 6 Cee eS | 
BY. nition TITLE l 
Inland Mf 1108 | If Dealer, make of car sold | 
en g. Co., 1108 Jackson St. | Are you now operating a radiator shop [[] Yes [] No | 


Omaha, Nebraska 


P.S. — Mail Coupon Now. Take Advantage of New Models At Lowest Prices Ever! 
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Confined to Detroit Ford Dealers .. . 





Unionizing Drive Narrowed 


By Joseph M. Callahan 
Staff Writer 

DRIVE to organize dealership 
salesmen and mechanics in De- 
troit has narrowed down to a battle 
between Ford deal- 
ers and Local 376 of 
the AFL. Teamsters. 
Stung by defeats 
in three of its first 
four National Labor 
Relations Board elections, the sales- 
men’s union has decided to con- 
centrate on the 37 Detroit-area 

Ford dealers. 

Last week, NLRB certified the 
original elections, which showed 
the union to be the winner at 
Buick Retail and the loser at 
Dick Connell Chevrolet, Ver 
Hoven Chevrolet and Grand River 
Chevrolet. 

But the Ford dealers are fighting 
back. Mobilized under the leader- 


ship of their counsel, Arthur Strin- 
gari, and his staff, the dealers have 
taken steps to improve relations 
with their employes and to avoid 
incidents that could lead to trou- 
ble. 

The following action has been 
taken: 


1. 


virtually all Detroit Ford salesmen. 

2. Although no union has been 
designated as a bargaining agent, 
Stewards and alternates have been 
named in many of the salesrooms 
and shops to handle grievances. 
Union officials say they already 
have settled a number of griev- 
ances through the stewards. 

8. A rigid procedure for dis- 
charging employes has been pre- 
scribed to prevent the dealer 
from running afoul of the union 


Finance Your Own Sales 


HOW TO FINANCE AND INSURE YOUR OWN TIME SALES is a 

manual of information for new car dealers which will show you 

how to earn maximum profits out of the finance and insurance 

business you originate. This 130-page book tells you how to 
fund, begin, and successfully operate 
your own time sales department. 


$6 per copy. 


Available only from 


Automotive Finance Association 


P. O. Box 71 





MIAMI 1, FLORIDA 


ONLY AMERICAN 


delivers scheduled airfreight 
to all 23 leading 
industrial states 


Direct service to the greatest number of industrial 
states is only one of many reasons why you should 
specify American Airlines Airfreight. Equally impor- 
tant, is American’s superiority in handling facilities 
...cargo capacity...and frequency of scheduled de- 
partures. These factors assure you of prompt for- 
warding, dependable on-time deliveries. 


AMERICAN AIRLINES “ 


Americas Leading Airline 


and becoming subjected to an 
unfair labor practice charge. 

The latter action was taken 
after a few dealers allegedly fired 
salesmen for participating in union 
activity and precipiated strikes. 

In the latest case of this nature, 
Bob Ford (Ford) agreed to rein- 
state a salesman, Bob Morand, and 


A MINIMUM salary of $400/ pay him $3,000 in back wages. The 
monthly is now being paid to/| firing of Morand, an active union- 


ist, resulted in a long strike at the 
dealership, which was settled in 
October. Morand, incidentally, chose 
not to return to Bob Ford. 

+ * * 


NION officials say they oppose 

the $400 minimum, declaring 
that salesmen now are expected to 
do more work and attend more 
sales meetings. They add that the 
$400 minimum has had a tendency 
to reduce slightly some of the sales 
forces — something the union has 
long advocated. 

Discussing the new compensa- 
tion plan, one Ford dealer said: 
“It’s a good idea, but the good 
men don’t need it. None of our 
salesmen is affected, although it 
is good security in case they run 
into a bad month. It’s just like 
insurance—you hope you never 
need it, but it’s nice to have, any- 
way.” 

Local 376, which has been placing 
more emphasis on organizing back- 
shop employes recently, has an- 
nounced that Sheldon Oldsmobile 
has formally recognized the union 
as bargaining agent for its shop 
workers. The dealership said it will 
“negotiate a contract at the earli- 
est possible date.” 

Despite its recent defeats, Local 
376 still maintains that its mem- 
bership is growing. Two former 
salesmen, Peter Schick and Ed 
Petroff are now employed as or- 
ganizers for the union. Petroff is a 
former international representative 
for the CIO Auto Workers. 

+. * x 


AFL-CIO Merger Pushed 


THE national scene, even 
veteran newspapermen were 
surprised at the strong sentiment 
for an AFL-CIO merger at the 
CIO convention last week in Los 
Angeles. 


CIO President Walter Reuther | 
and heads of 33 of the CIO’s largest | 


unions committed themselves in 


favor of the merger, and the 700) 


delegates unanimously indorsed 
unity with the AFL. 

Significantly, David J. McDon- 
ald, president of the CIO Steel- 
workers, was among the first to 
ask the delegates to vote for the 
unity resolution. Any opposition 
to the merger had been expected 
to crystallize around McDonald, 
hitherto one of Reuther’s leading 
opponents. 

The vote on the resolution was 
preceded by a telegram to Reuther 
from George Meany, AFL presi- 
dent, extending greetings to the 
delegates and requesting that 
merger discussions be resumed 
quickly. Talks will probably be re- 
sumed early in January. 

However, there was still consid- 
erable support for Reuther’s plan 

to proceed slowly so that the 
merger would be on a “sound, hon- 
orable and principled” basis. 
OK * x 


AMES CAREY, CIO secretary- 

treasurer, said unification would 
strengthen the unions’ political ac- 
tion and that it would aid the CIO 
unions in their 1955 drives for a 
guaranteed annual wage in the 
auto, electrical, rubber and other 
industries. 

It is widely assumed that Meany 
would become president of the con- 
solidated union at $35,000 a year 
and that Reuther, who now draws 
$18,000 as head of the UAW, would 
become organization or — political 
director. 

Reuther again declared: 
“Merger or no merger, we will 
nail down a guaranteed «nnual 
wage plan in our basic industries 
in 1955.” 

Surprising almost everyone, Sec- 
retary of Labor James P. Mitchell 
came out against the “right-to- 
work” laws now found in 17 states. 

“They call these right-to-work 
laws, but that is not what they 
really are,” he said. “Actually, these 
are laws which make it impossible 
for an employer to bargain collec- 





tively with a majority of his em- 
ployes about the security of their 
union. 

“When employers and _ unions 
representing a majority of their 
employes agree on a union shop, 
they should have the right to have 
one.” 

* + x 


Escalators Eliminated 


LL week, representatives of 15 
nonoperating railroad unions 
announced the expurgation of cost- 
of-living escalator clauses from 
their contracts, which cover 825,000 
workers. Under the plan, a 13-cent 
advance in hourly wages became 
part of the basic wage. Earlier this 
year, the operating railroad unions 
had abandoned the plan. 

In Canada, labor strife continued 
at the auto plants with 5,200 Chrys- 
ler Corp. workers at Windsor and 
Chatham, Ont., empowering their 
officers to call a strike to back up 
their demands for more money and 
fringe benefits. 


Earlier, a labor conciliation 
board had rejected the request of 
Local 195 of the CIO Auto Work- 
ers for a 15-cent hourly increase, 
two extra holidays annually, dou- 
ble-time pay for Sunday overtime, 
and voluntary overtime. Under 
Canadian law, the workers will 
be free to strike this week. 

Talks between Local 200 of the 
CIO Auto Workers and Ford Mo- 
tor Co. of Canada started last week 
again after being reopened at the 
request of Charles Daley, Ontario 
labor minister. 

Company representatives left the 
meeting in Windsor when they 
found that negotiators for the 7,900 
strikers were accompanied by rep- 
resentatives from three other UAW 
locals, seeking to negotiate with 
the Ford officials. 


Nash of Canada Settlement 


Improves Fringe Benefits 

TORONTO.—In one of the first 
auto plant settlements in Canada 
this year, representatives of Nash 
Motors of Canada and Local 1115 
of the CIO Auto Workers signed 
a contract last week which pro- 
vided no wage increase for the 250 
employes covered. 

The contract did provide for the 
payment of an additional cent-an- 


hour for employes insurance, some 
improvement in the vacation elig - 
bility list and the transfer of fou~- 
cents-an-hour from the cost-o*- 


living advance to the basic rate. The © 


contract runs until March 30, 1956. 


Purolator Opens 
Allentown Plant 
Next Month 


RAHWAY, N. J.—Purolator Prod- 
ucts, Inc., will open a new factory 
at Allentown, Pa., next month, ac- 
cording to Ralph R. Layte, presi- 
dent. 

The firm wili produce its multiple- 
element line of bulk filters at the 
Allentown plant, which initially will 
employ about 50 persons. Purolator 
also has plants at Ringtown, Pa., 
and Rahway. 

The Allentown plant is on the 
site of the former Heilman Boiler 
Works, which was purchased by 
Purolator. The facilities have 40,000 
square feet under cover, plus a 
large erecting yard. 

The largest portion of the com- 
pany’s business has always been in 
the automotive and farm-equipment 
fields, and Purolator filters are or- 
iginal equipment on Chrysler, 
Dodge, Plymouth, DeSoto, Nash, 
Packard, Kaiser and Willys cars. 


Virginia’s Raine Drops 
Flournoy Libel Suit 

RICHMOND, Va.—A $200,000 libel 
suit, filed by John E. Raine sr., for- 
mer executive vice-president and 
general manager of the Automotive 
Trade Assn. of Virginia, against 
Seaborn J. Flournoy, of Ports- 
mouth, was dismissed by Judge 
Lewis Jones in circuit court here 
Nov. 30 at the request of Raine. 

The suit, filed in July, 1953, was 
brought in connection with a letter 
signed by Flournoy, and according 
to Raine’s motion, mailed the pre- 
vious February to some 1,100 mem- 
bers of the association. 

Raine was manager and execu- 
tive vice-president of the associa- 
tion from October, 1953, until Janu- 
ary, 1953. Flournoy, now a director 
of the organization, was a vice- 
president and member of the ex- 
ecutive committee when the suit 
was filed. 
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N.A.D.A. SHOW ISSUE 
will be published January 31st 


Thousands of dealers who are looking for 
new parts, equipment, and accessories for 
1955 will get your message in that issue. 


No Increase in Rate 


WAGON PARTS 


ROOF CARRIERS to fit any model 


the [ ANELL 


618 Communipaw Ave. + 


THE EXTRA-COMFORT 
S LEADING 


IN THE NATION 


JERSEY CITY, N. J. e 


FOR ALL MAKES 


i 
WOOD PARTS 
HARDWARE 


Refinishing 
Materials 


WOOD BODY REPAIR 

REFINISHING DECAL WORK 
Send for Price Lists and Literature 

DElaware 3-6898 


SEAT CUSHIONING 


CARS 


GEORGE P. HOOPER 


an ALF 


ae Mea 


oe oe | 








ret 


ow 


dic 
fo 
ing 
ye 








Double-Checking in the Homestretch . . . 
Sales Race Puts Heat 


On the Car Counters 


By Robert M. Lienert 
Associate Editor 
H 1954’s battle for new-car 
sales positions in its final 
throes, the steel-nerved corps which 
counts registrations, works in an 
atmosphere which becomes increas- 
ingly rarefied and pressurized. 

It is no secret that occasional 
wrangles with top-level execu- 
tives of auto firms have shattered 
the calm at R. L. Polk & Co., sta- 
tistical agency which provides the 
industry with monthly registra- 
tion totals. 

Polk has set up additional safe- 
guards and adopted special pro- 
cedures during the year to help 
avoid miscounts or miscredits. 
Nine-month totals were delayed by 
a series of checks and recounts. 

o * + 


Witz a neck-and-neck race for 
top sales honors in progress 
all year long, it is reasonable to 
assume that the battle will not be 
decided until the last new-car reg- 
istration is filed Dec. 31. 

Whichever car is then on top 
will go down in the industry’s rec- 
ord books as 1954’s “champ.” And 
that mythical crown is considered 
all important for sales-promotion 
and advertising purposes in 1955. 

With so much at stake, Polk is 
redoubling its efforts to detect 

and eliminate any errors or “dou- 
ble” counts. If the leader should 
have a comfortable margin, the 
job will be simplified. 

On the other hand, if the margin 
is as thin as it was at one point 
this fall—one-hundredth of a per- 
centage point — the final totals 
doubtless will be challenged by the 
second-place finisher. 

So the pressure grows at Polk. 

* a * 


r. IS building up just as rapidly 
in the field. There have been re- 
ports that manufacturers’ represen- 


Obituaries 


Wilson, Chrysler 
Ex-Sales Chief 


BIRMINGHAM, Mich. — Funeral 
services were held here Tuesday for 
Earl B. Wilson, 70, director of sales 
for Chrysler Division until his re- 
tirement in May, 1949. Mr. Wilson 
died Dec. 4. 

Well known by Chrysler dealers 
throughout the nation, Mr. Wilson 
had been associated with Walter P. 
Chrysler since both worked for 
Buick during World War I. He 
served briefly as a vice-president of 
Peerless before rejoining Chrysler 
Corp. to stay in 1925. 

‘ * * ~ 


John M. Vocale 
QUEENS, N. Y.—John M. Vocale, 30 
who bought a used-car lot in Woodside, 
L. I., two months ago, was found dead in 
his 1955 model car Dec. 2 with a bullet 
wound in the back of his head. Police said 
they had not been able to establish a mo- 
tive for the slaying. 
* 


Dallas G. Cooper 
DAYTON, O.—Dallas G. Cooper, presi- 
dent of the firm of Cooper and Jackson 
(Packard), died Nov. 30 after a brief ill- 
ness. He had been the Packard dealer 
here since 1940 and was a member of the 
Montgomery County Auto dealers Assn. 
* * * 


Carl N. Quigley 
WILTON, N. H.—(UTPS)—Carl Nathan 
Quigley, 49, who operated Wilton Ford 
Motor Co. for 15 years, was found dead 
in bed at his home here. Death was due 
to natural causes, according to medical 
authorities. 


* 


* ~ * 


Emil Karl Kalbfleisch 
OTTAWA. — Emil Karl Kalbfleisch, for- 
mer car dealer in partnership with his 
brothers George and Henry, died in Strat- 
ford. He was 73. 
* * * 
L. J. Laird 
BROOKHAVEN, Miss.—L. J. Laird, 78, 
retired auto dealer, died Nov. 26. 
* * * 


Harry B. Bridgman 

NEW YORK.—Harry B. Bridgman, 53, 
director of the field service department of 
the American Trucking ‘Assn., Inc., died 
Dec. 1 at New York Hospital. He joined 
the American Trucking Assns., Inc., staff 
in 1935, and had been director of field 
service since 1942. 
* * * 


Eugene Brack 

HOISINGTON, Kans.—Eugene Brack, co- 
owner with his brother-in-law, Ed Stenzel, 
of Hoisington Automobile & Implement Co., 
died Dec. 4. He had been in business here 
for 35 years. He served as mayor of Hois- 
ington and City commissioner for several 
years. 
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tatives are “putting the heat” on 
dealers to register privately, in the 
name of the firm, demonstrators 
and cars used by members of the 
dealers’ families. 

In some cases, it has been re- 
ported, dealers have received “sug- 
gestions” to take new cars out of 
stock and register them privately 





in an endeavor to “pad up” the| Pupil Wins Mobilgas Run in Lincoln— 


Mike Ostling (at wheel), a high-school sophomore, won the grand sweepstakes 
trophy in the El Monte (Calif.) safety-economy run, in which 10 schools participated. 
Ostling drove a 1952 Lincoln Capri over the 206-mile course for 62.5 ton-miles per 
gallon of gasoline, or 22.8 actual miles per gallon. The contest was sponsored by 


sales analysis figures. 

Some states have laws limiting 
the number of tax-free demon- 
strator plates a dealer may pur- 
chase. Usually, however, this law 
does not limit the number of 
dealer plates he may purchase, 
but for these plates he must pay 
full sales tax. 

Efforts to pad year-end regis- 
tration figures are by no means 
new. Oldtimers recall a_ period 
when one manufacturer, embroiled 
in a tight race for sales honors, re- 


Mobilgas and Farmers Insurance groups. 


portedly carried things to a ludi- 
crous extreme during December. 
As the chassis moved onto the 


kept busy completing registrations 
and obtaining plates for rear axles. 
It is assumed that such rough- 


final assembly line, so the story|and-tumble alley fighting is now 


goes, the first thing attached was 
a license plate. In the last few days 
of the year, according to one in- 
sider, most of the factory staff was 


beyond the pale. 

* 7 * 
OME dealer associations have 
gone to the rescue of dealers 


45 


caught up in registration intrigues. 

In the most recent action of this 
type, the Connecticut Automotive 
Trades Assn. executive board voted 
unanimously to notify its listing 
company not to include any regis- 
trations in the sales analysis fig- 
ures except new-car registrations 
of users other than franchised 
dealers. 


This means that where there is 
no sale—where a dealer registers 
a car in the name of his firm— 
such registrations will not. be in- 
cluded until the demonstrator or 
company-owned car is sold to a 
private user. 

The CATA also notified its list- 
ing company not to provide Polk 
with new-car registrations from 
Connecticut except those used in 
compiling the CATA sales analysis 
figures. 

In a bulletin to members, CATA 
said: “This, all boiled down, ac- 
tually means that the factory rep- 
resentatives are wasting their time 
in trying to persuade the dealers to 
register cars in their names to pad 
up the Connecticut registration 
figures.” 


Meanwhile, the most unpopular 
phrase in the Polk counting-house 
is “six of one, and a half-dozen of 
the other.” 


HOW SUN'S ONE-GRADE POLICY 


(Premium-Quality Gas at regular price) 
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WE SAVE ON TANKS 


WE SAVE ON TRUCKS 
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WE SAVE ON PUMPS 
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SUN OIL.COMPANY produces only 
one grade of gasoline — New High-Test Blue 
Sunoco. This single-grade policy results in sav- 
ings on storage tanks, trucks, pumps and other 
facilities. These savings are invested in research 
and new, improved refining processes to give 
motorists New Blue Sunoco — High-Test, 
Premium Quality gasoline at regular gas price. 


WORKS FOR MOTORISTS 


How it works for Sunoco Dealers 


Because Sunoco dealers offer customers more for their gasoline dollar with only 
one gasoline, Sunoco dealers get more customers. In fact, Sunoco dealers, on 
the average, pump twice as much gasoline as competitive dealers. With more 
traffic, dealers have more opportunities to profit from oil, lubes, TBA. And with 
~ only one gasoline, station operation is easier. 


Like to Become a Sunoco Dealer? 


A Sunoco dealership may be available in your territory. Call our local office or 
write us direct: Sun Oil Company, Philadelphia 3, Pa. 





SUN OIL COMPANY 
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to Individual Dealer... 





U.S. Sees Competition 


Only Curb 


on Prices 


(Continued from Page 1) 


gests” while the individual dealer 
sets the price. 

When asked about the “adver- 
tised-delivered price,” FTC refer- 
red Automotive News to the cease- 
and-desist orders issued against 
Ford and General Motors in 1941 
and which are still in effect. 

The order issued against Ford 
states in one portion: 

“This price (advertised) is also 
to include charges for advertising, 
delivery, handling or similar items, 
except transportation charges 
where the advertised car is trans- 
ported from the point where ad- 
vertised for sale to another or dif- 





NADA Directors 
Expected to Weigh 


Price Problems 


(Continued from Page 1) 


“I have stated in these talks 
that our American free enter- 
prise system hag become great 
over the because of its 


this system to the consuming 
at the lowest possibe price 
commensurate with legitimate 
and fair profits. 

“I feel very strongly that the 
pricing system as practiced by 
some dealers over the past year 
has created confusion in the 


i 


used-car values in the minds of 
the public. 

“— have felt .that each fran- 

new-tar dealer of America 

a pricing formula 

business which 


allow a legitimate profit in their 
particular operation. 


“As a result of my travels in 


ferent point for delivery to a retail 
purchaser... .” 
* ? * 
AUtomotivs NEWS put these 
questions up to the Department 
of Justice: 

1. “Has the Justice Department 
consulted with auto factories re- 
cently in regard to pricing prac- 
tices? In what manner?” 

2. “Have factories been advised 
recently to curtail their role in set- 
ting retail prices, or advising deal- 
ers of suggestions?” 

Both of these queries brought a 
“no comment” reply. 

A third question put to the law 
agency was this: 

“Is it legal for a dealer to charge 
for his product whatever the traf- 
fic will bear?” 

The answer was that it is legal 
under the anti-trust laws, if not 
done in combination or agreement 
with other parties. 

The same question, advanced at 
the Federal Trade Commission, 
brought this answer: 

“We think it would be legal if 
an individual action.” 

Asked if the FTC has consulted 
with auto factories recently in re- 
gard to pricing practices, a respon- 
sible official at that agency definite- 
ly said “no.” 

* * 
ao CLARIFY the FTC position 
on advertised prices, here is the 
FTC release on the Ford cease- 
and-desist order, issued Oct. 24, 
1941: 


“Ford Motor Co., Dearborn, has 
been ordered by the Federal Trade 
Commission to cease and desist 
from’ misleading representations of 
prices in the sale of passenger mo- 
tor vehicles. 

“Commission findings are that the 
respondent company, selling its 
cars through its authorized dealers 
at prices suggested by the Ford 
Motor Co., conducted a nationwide 
advertising campaign. 

“In its advertisements, the find- 
ings continue, it used illustrations 
or description featuring large nu- 
merals designating the f.o.b. price 
of the car so illustrated or de- 
scribed. These figures, according to 
findings, were featured in such a 
way as to create the impression 
that fully equipped cars so illus- 
trated or described could be pur- 
chased complete and ready for op- 
eration at the f.o.b. or delivery 
point for the designated prices or 
at other and distant points for the 
designated prices plus actual cost 
of transportation. 


“The cars so described or illus- 
trated, according to findings, have 
not been the cars usually sold for 
the featured prices, such featured 
prices generally having been those 
charged for the respondent’s less 
expensive cars. 

“The cars so described or illus- 
trated were not purchasable at re- 
tail for the prices emphasized in 





‘Prices May Vary... 
Something new in the way of price-leader advertising is the fine print in this 


cooperative Ford dealers’ ad which states: ‘Prices may vary according to individual 
dealer's. pricing policy.” 








For Price Lowdown— 


In an effort to clear up confusion on new-car prices, W. S. Johnston, president of 
Jchnston Cadillac, Trenton, N. J., has prepared a blowup of advertised-delivered 
prices carried in Automotive News. He uses the blowup in conjunction with his own 


pricing list. 


the advertisements or at the f.o.b. 
or delivery point named, or at the 
ultimate destination plus actual 
freight or transportation charges, 
without the payment of additional 
charges for added items, such as 
bumpers, bumper guards, spare 
tire, tube or tire lock, and other 
accessories constituting a complete 
car ready for operation and for 
sale at a designated point at a defi- 
nite price. 


“In addition to these extra 
charges, the findings continue, 
charges to retail purchasers for 
items such as taxes, advertising, 
handling and conditioning fre- 
quently have been added. In some 
instances, where statements con- 
cerning these extra charges appear 
in the respondent’s advertisements, 
they have been printed in such fine 
type as to be almost totally ob- 
scured by the larger type or figures 
featuring the f.o.b. price. 

“The Commission order directs 
the Ford Motor Co. to cease and 
desist from representing as the 

price of any passenger motor ve- 
hicle in any advertisement pro- 
moting retail sales, any price 
other than the true retail price 
at the place designated for sale 
of the car. According to the or- 
der, such retail price is to in- 
clude all charges for any equip- 
ment or accessories illustrated 
or described in the advertisement 
or necessary for the operation of 
the car, or customarily included 
as standard equipment. 

“This price, according to the or- 
der, is also to include charges for 
advertising, delivery, handling or 
similar items, except transportation 
charges where the advertised car 
is transported from the point where 
advertised for sale to another or 
different point for delivery to a re- 
tail purchaser. 

“The order further directs the 
respondent to cease using a desig- 
nated price in any advertisement 
illustrating a passenger -motor ve- 
hicle offered for sale at retail, un- 
less the true price of the illustrated 
car is set out in juxtaposition 
thereto in words or figures equal 
in size and conspicuousness to the 
terms designating the price of any 
other passenger motor vehicle re- 
ferred to in the advertisement. 

“The order further prohibits the 
advertisement of passenger motor 
vehicles for sale at a designated 
retail price, unless such price in- 
cludes all Federal, State and local 
taxes, or unless the advertisement 
clearly and legibly states, immedi- 
ately adjacent to the price quoted, 
that the price is subject to addi- 
tional charges for such taxes; and 
directs the respondent to cease ad- 
vertising or representing a passen- 
ger motor vehicle as being for sale 
at retail at a designated price un- 
less such car is in fact made avail- 
able and sold to the public, at the 
point specified, for the price stated, 
or at a point distant therefrom for 
the price stated plus transportation 
charges thereto.” 

A similar order was issued 
against GM, while the other auto 
automakers signed similar stipula- 
tions. 


Spread of Packs 
Adds to Confusion 
Over Car Prices 


(Continued from Page 1) 


public confusion on new-car 
prices. 

Factories indicate a hands-off 
attitude, although Frederick J. 
Bell, NADA executive vice-presi- 
dent, recently charged that one 
our is encouraging price pack- 

z 

* * * 


HE Federal Trade Commission 

and the Justice Department say 
prices come under their sphere 
only where there is deception or 
concerted action to set prices. 

NADA leaders say it is not 
within NADA’s province to tell 
dealers what to charge for cars. 
This might bring a charge of price 
fixing. 

However, Bell indicates that 
the matter of packed prices is 
likely to come up for board 
action at the NADA convention 
late in January. 

Bell also said in a recent letter 
to NADA leaders: 


“Maybe we do need a. Trade 
Practices Conference ... We can 
work day and night plugging rat 
holes. Wouldn’t it be smarter to 
get rid of the rats?” 


Late this summer, FTC Chair- 
man E. F. Howrey suggested that 
maker and dealer representatives 
discuss with FTC representatives 
the advisability of holding such a 
conference. 


This was at a time when NADA 
was seeking action on the phantom 
freight problem, and was also con- 
cerned about the bootlegging prob- 
lem. 

* * x 


ANY conservative dealers are 

actively fighting the packed- 
price trend, saying it opens the 
way for bootlegging as well as 
giving the public a fictitious idea 
of the value of their used cars. 

Some sources say that the spread 
of the price pack with the intro- 
duction of 1955 models is the result 
of efforts of dealers to improve 
their profit positions in view of 
the increased values represented 
by the 1955 models. 

Dealers can either maintain 
their new-car prices and reduce 
overallowances or maintain over- 
allowances and pack the new-car 
prices in order to realize the 
greater profit potential. 

Many contend that the public 
became so conditioned to discounts 
on the 1954 models that it is easier 
to sell them on overallowances plus 
packed prices. 

Meantime, packed prices provide 
an opportunity to get more deals 
through in cases where an overval- 
uation on the tradein, when ac- 
cepted by the finance company, will 
enable the buyer to meet downpay- 
ment requirements. (See story on 
Page 47). 








Factories Give 
Pricing Views 


(Continued from Page 1) 


new-car price to allow a highe: 
valuation on the tradein? 

“Chrysler does not favor so-called 
‘packing’ new-vehicle prices and 
believes that customer relations are 
improved as straight competitive 
prices prevail.” 

4. Some factories are dropping 
the advertised-delivered price and 
use a suggested list price, which 
does not include EOH and dealer 
delivery and handling charges. 
What is the position of your fac- 
tory on this? 

“In order'to point out to the pub- 
lic the product value of our new 
models, certain of our divisions 
have advertised the factory retail 
price, which does not include DE&H 
and dealer delivery and handling, 
as the advertisements clearly 
specify.” 

* * * 


ENERAL MOTORS confined its 
answer to the following state- 
ment: 


“There is no change in our basic 
pricing policy. We develop sug- 
gested delivered prices on our pas- 
senger cars and mail them to all 
General Motors dealers—a practice 
we have been following for many 
years.” 

Ford Motor Co. submitted no 
answer to the questionnaire. 


Studebaker-Packard said: 


1. “There has been no change in 
pricing policies except to reflect 
the industry trend toward equaliza- 
tion of freight costs. Such action 
already is reflected in prices for 
Studebaker cars and trucks, and 
when they are announced, 1955- 
model Packard and Clipper car 
prices may be expected to follow 
the same industry trend.” 

* m *~ 





9 “THE dealer’s share of the co- 

* operative advertising charge is 
billed separately to him, and the 
amount involved is not included in 
the suggested delivered prices for 
our cars and trucks.” 

8. (The price - packing query.) 
“The dealer’s sales agreement re- 
quires that he post his retail de- 
livered price schedules in his 
showroom.” 


4. “There has been no change in 
the way we announce prices. We 
use advertised-delivered prices, 
FOB Detroit and FOB South 
Bend.” 

Kaiser-Willys said: 


1. “There has been no change in 
pricing practices.” 

2. “We do not (expect the coop- 
erative advertising charge to be 
passed on to the buyer).” 


* x * 


3 “WE DO not condone price 

* packing or raising the adver- 
tised-delivered price to include a 
pack.” 


4. “We maintain an advertised- 
delivered price system, including 
list price, Federal tax, and other 
charges for handling and preparing 
of cars.” 

American Motors said: 

1. Nash and Hudson Rambler 
prices have been realigned in 
conjunction with an increase in 
dealer discounts and equalization 
of freight rates. 

2. The factory does not expect 
the cooperative advertising charge 
to be passed on to the buyer. 

3. The factory does not condone 
price packing. 

4. The factory’s suggested prices 
to dealers are advertised-delivered 
prices, including EOH and dealer 
delivery and handling charge. 


Aircraft Principles Applied 


To Refrigeration Valves 


LOS ANGELES. — Aircraft valve 
design principles have been adopted 
by General Controls Co. in the con- 
struction of car and truck refrig- 
eration valves. 


Known as the “RV” series, these 
valves incorporate the vibration and 
shock resistant features of aircraft 
types. They come in two models, 
the RV-1, which is a normally 
closed type, and the RV-2, nor- 
mally open valve. Both handle 
Freon refrigerants and feature 
light-weight construction and co:1- 
pact form. 
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More Liberal Attitude .. . 





Some Lenders Wink at ‘Packs’ 


By Joseph M. Callahan 
Staff Writer 


be increased generally. Sure, some 
company is bound to get hungry. 


2 circles are well aware; And the competing finance compa- 


of the fact that many auto deal- 
ers are packing new-car prices and 
are reacting to the pack in differ- 
ent ways, it was revealed in an 
AvTomotive News survey. 

The price pack, offset by an 
overallowance on the _ tradein, 
puts a fictitious value on a used 
car used as a downpayment. 

In cases where the buyer does 
not have sufficient downpayment, 
the pack can thus be used as a de- 
vice to get through more deals, 
providing the finance company ac- 
cepts it. 

* * * 
TH the advent of 1955 models, 
which generally represent 
greater value in relation to price, 
there has been a tendency on the 
part of finance companies to toler- 
ate the practice. 

This is one of the ways in 
which they are liberalizing terms 
in the light of a good auto and 
general economic outlook. 

On the other hand, some finance 
companies say they are still cur- 
tailing the practice through re- 
quirement that dealers itemize ac- 
cessories and other factors in the 
new-car price. 

* * 


a from the price pack, those 


who criticize auto retailing 
practices often mention the finance 
pack 


ck. 
But while the dealer finance re- 
serve played a large part in the 
dealer profit picture this year, fi- 
nance sources deny that the finance 
pack is widespread. 

A reasonable reserve is re- 
garded as a commission to the 
dealer for his services. In some 
cases, the reserve is held down 
by law, in others by competition 
in the finance industry. 

In addition, the Better Business 
Bureaus keep a sharp eye on fi- 
nance charges. 

As a general thing, the size of 
the reserve will vary with the de- 
gree of participation by the dealer 
in the risk. 

* * = 

5 Asmat NADA profit figures 

show that dealer finance re- 
serves have declined from 1.1 to 0.7 
percent of sales. But there are in- 
dications that alert dealers are in 
line for better deals from their fi- 
nance companies and banks. 

How important finance reserve 
has become to the dealer is also 
indicated by the nine-month gur- 
vey, which showed that 41 per- 
cent of the average dealer’s net 
profit comes from finance re- 
serve. In the first half of 1954, 
dealer reserve represented 59 per- 
cent of net profit. 

The history of dealer finance re- 
serves has shown a steady decline 
in this source of income, but in 
these days of low profits and high 
volume, finance reserve becomes in- 
creasingly important because, com- 
pared with other sources of in- 
come, it is holding up relatively 
well. 

a * r 
OST dealers and financial offi- 
cials do not see a nationwide 
increase in the reserves offered to 
dealers by lending agencies. 


Exceptions to this would be 
various states and areas where, 
for legal and economic reasons, 
dealers have been getting up to 
the national average of reserve— 
about 1 percent of sales. 

One of the exceptions is Indiana, 
where dealers have averaged a re- 
serve of only 0.3 percent of sales. 
Elson G. Sims, president of the 
Automobile Dealers Assn. of Indi- 
ana, has predicted that Indiana 
dealers should get an additional 
$2.5 million in reserve. 

oo - * 

[JNIVERSAL C.LT. Credit Corp. 

recently attacked the Indiana 
law that limited dealer finance re- 
Serve and won the case. Now, 25 
Small finance companies are suing 
Universal C.L.T. on grounds that 
the firm is trying to monopolize 
the financing business by paying 
excessive rates. 

A top official of another finance 
company expressed his firm’s 
views in this way: 

“J can’t see where reserves can 


nies and banks will have to meet 
the competition for a while. But 
the hungry operator will eventually 
learn that increased reserves in 
the unstable auto industry are not 
realistic.” 
* * * 

|S yteabenbdenr as, many dealers and 

association presidents dispute 
this position and are now shopping 
around for better financing deals. 
Said one dealer: 

“We've become a nation of shop- 
pers. Why shouldn’t the dealer take 
a tip from his customers and shop 
around for financial institutions 
that will give us a better break?” 

While a general increase in fi- 
nance reserves is not expected, 
dealers and financial officials 
have reported, and are anticipat- 
ing, additional improvements in 
their financial arrangements. 

Such policy changes, all of which 
may mean more net profit for the 
dealer, are as follows: 

1. Reduced interest rates for the 
buyer. This should attract more 
buyers into the market, increasing 
sales and, consequently, finance re- 
serves. 

2 IMPROVED terms. While 

* there is little uniformity in fi- 
nancing terms, or any other phase 
of the auto finance business, the 
most popular terms are for 24 
months. If the customer has a third 
to put down, the interest is 5 per- 
cent on the unpaid balance. If he 
puts half down, the interest is 4 
percent. 


A number of dealers report 
that some banks and finance 
companies have shown a ten- 
dency to take 30 and 36-month 
deals, with smaller downpay- 
ments. Seasoned finance men op- 
pose this trend, contending that 
it makes for more repossessions. 
Also, they say the purchaser is 
taken out of the auto market for 
a longer time. 


3. More toleration of dealers’ 
“packs” on retail prices. Finance 
officials and bankers report that it 
is becoming increasingly common 
for dealers to try to finance a car 
for more than the lending company 
wants to put into the deal. 

+ * * 


LTHOUGH lenders are ac- 
quainted with car values, they 
say that dealers can obscure the 
picture because of the price spread 
in today’s cars. For instance, one 
Ford can sell for under $2,000, an- 
other, fully equipped, will cost over 

000. 

For this reason, many lenders 
are now requiring that the equip- 
ment on a car be fully itemized. 
Other lenders apparently are 
overlooking any packs and there- 
by deliberately liberalizing their 
arrangements in favor of the 
dealer and the buyer. 

Toleration of packs, it is said, 
permits the dealer to sell cars to 
some customers who would not 
otherwise be in the market. This 
also results in larger unpaid bal- 
ances and more insurance sales— 


4 


both of which help increase dealer 
reserve. 
* . * 
Hew does a pack work in this 
case? 

Suppose a dealer has a new car 
listing at $2,000. A customer has a 
car worth $400—much less than the 
required one-third down. The dealer 
can “pump air into the deal” by 
slapping a $400 price pack on both 
cars. The new car is now worth 
$2,400. The used car is worth $800. 
And the buyer now has his one- 
third downpayment. 

4. Deals are now being ac- 
cepted less cautiously by banks 
and finance companies. “Little 
Three” dealers in particular are 
said to be benefiting from this 
trend. 

5. Lending agencies now are of- 
fering more cooperation and serv- 
ice to the dealers. An example: 
One Detroit dealer has been given 
power to approve or disapprove all 
loans. 

* * * 

Bans these five changes in 

financing arrangements, dealers 
report that finance companies and 
banks are really selling their serv- 
ices through their representatives, 
who are calling with increasing 
regularity on the dealers. 

The liberalized policies, which 
have been particularly apparent 
in the last 30 days, are attributed 
to two major factors: 

1. Increased confidence 
1955 auto industry. 

2. A widespread belief that used- 
car values, which toppled drastic- 
ally last year, have stabilized. 

Naturally, finance companies and 
banks were reluctant to loan 
money on cars which were depre- 
ciating faster than the owners 
could pay them off. The price a 
car will bring if it is repossessed is 
constantly kept in mind. 

* * * 
T amount of reserve paid to 
an individual dealer, and to 
some extent the interest rates 
charged his customers, is governed 
by these factors: 

1. Whether the dealer uses “re- 
course” paper or “WOR” (without 
recourse) paper. This will be dis- 
cussed later. 

2. Whether the individuals in 
an area have a good credit his- 
tory. For instance, a coal-mining 
area might be considered quite 
risky. 


in the 


3. The age and model of the car. 
Generally, interest rates are higher 
for a used car. Sometimes the re- 
serve will increase and sometimes 
it will not. . 

4. The state the dealer operates 
in. Michigan and Ohio limit the 
dealer finance reserve. Michigan, 
Ohio, Indiana, Pennsylvania, Cali- 
fornia, Wisconsin, Utah, Maryland 
and Arkansas limit interest rates. 

*” = * 


5 THE credit standing of the 
® dealer. A substantial dealer re- 
ceives a better reserve than a “fly- 
by-night” operator does. 

6. The insurance experience in an 
area. The more insurance a dealer’s 
salesmen sell, the higher will be his 
finance reserve. 





Kentucky Elevates Desmond to Colonel— 


Upon arrival in Louisville for Dodge's 1955-model introduction activities, Lee Des- 
mond (second from right), general sales manager, was presented by County Judge 
Bertram C. Van Arsdale (left) with a commission as a Kentucky colonel. Second from 
left is Wood Hannah, president of Hannah Motors, Inc. (Dodge-Plymouth), Louisville; 


at right is H. L. Corley, regional manager. 





Top Ford Salesman— 


G. E. Hallstrand (left), of Fortner Motors 
(Ford), los Angeles, is congratulated by 
M. R. Brown, assistant district sales man- 
ager, for being the top retail salesman 
among larger Ford dealerships for Sep- 
tember in the 11-state western region. 


7. Of course, the interest rate 
paid by the buyer affects the 
dealer reserve. Generally a dealer 
gets the money—for a given per- 
cent, and he gets any difference 
between that figure and the 
amount charged the customer. 
Every finance man knows of a 
dealer or two who deliberately 
boosts the finance charges, there- 
by increasing his “take.” 

Recourse paper is a loan made 
to an auto buyer in which the 
dealer assumes part or all of the 
liability. Rarely used is the “full 
recourse” arrangement in which 
the dealer assumes full liability. 

+ * * 


HE most common recourse ar- 
rangement is called “repur- 
chase,” whereby the dealer assumes 
part of the liability in this fashion: 

If the buyer fails to meet his 
payments, the bank or finance 
company must repossess the car 
and, within a certain period, re- 
turn the vehicle to the dealer, 
who retails it for the best possi- 
ble price. If the lending agency 
wholesaled the car, the loss on 
the deal would be much greater. 
The repurchase plan is employed 
in about 20 percent of the deals in 
metropolitan areas and in a ma- 
jority of the deals in rural areas 
where the dealers know their cus- 
tomers and the risks thus are 
smaller. 

The other 80 percent of the met- 
ropolitan-area deals are WOR 
deals, in which the lending firm 
assumes all the liability and the 
dealer forgets about the sale after 
the loan is approved. 

* oa * 

Wars there are as many fi- 

nance reserve plans as there 
are dealers, reserve payments 
range from 0.5 to 1.5 percent an- 
nually on the unpaid balance for 
WOR paper, from 1 to 3 percent 
annually on the unpaid balance for 
repurchase paper and from 2 to 6 
percent for full-recourse paper. 
Frequently, state laws require that 
reserve be prorated for no more 
than 24 months. 

Explaining how lucrative re- 
serve sometimes is, one finance 
official told of the dealer who 
sold all his cars for a net profit 
of zero, but who cleared $60,000 
on his finance reserve and fac- 
tory retroactive bonus. 

Some dealers, mindful of the old 
lush finance-reserve days, minimize 
the value of today’s reserve. Here 
is their attitude: 

“Sure, we make from $10 to $25 
on a deal, with the average about 
$15. Since about 65 percent of our 
deals are financed, we make about 
$10 for every car we sell. 

*” * +. 


“Bot there is expense involved. 
We take the original contracts, 
make out the credit application, 
call in the deal to the bank or fi- 
nance company and perform nu- 
merous other chores which con- 
sume time and money.” 

While a dealer is generally paid 
his entire reserve in the month 
following the completion of a 


dealers to hold the reserve until 
the end of a fiscal or calendar 
year. 

In a way, this may increase the 
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dealer’s liability for a loan and the 
lending institution may give him a 
correspondingly more liberal fi- 
nancing arrangement. 

Closely tied up with finance re- 
serve is insurance reserve, which 
is controlled somewhat more closely 
by state laws and enforcement 


agencies. 
* * 


FOr instance, dealers in some 
states are forbidden to sell in- 
surance. Many states prohibit lend- 
ing agencies from paying insurance 
reserves. As a rule, banks are pro- 
hibited from selling insurance. 
But many dealers-are compen- 
sated for influencing car buyers 
to purchase insurance from the 
lending agency. Often, a dealer 
will receive double the finance 
reserve on such a sale. , 

In these cases, the insurance 
sale is handled personally by the 
auto salesman, who commonly gets 
$2 to $10 extra if the customer buys 
insurance. 

Approximately 10 percent of car 
buyers get their insurance from 
the same firm which finances their 
cars. Attractive to many buyers is 
the fact that the insurance can be 
financed along with the car. 

* +. * 


INARILY, salesmen are. not 

compensated additionally when 

a customer finances his car. It’s 

felt that if a buyer needs financing, 
he won't have to be sold on it. 

Sometimes a lending agency will 
offer its insurance at cost, merely 
to get the financing business. 

According to U. S. Government 

figures, finance companies get 63 
percent of the auto finance busi- 
ness and banks get the remaining 
37 percent. 

In the explanation of this phe- 
nomenon lies much of the history 
of auto financing. 

Originally, the auto finance com- 
panies, which are almost as old as 
the auto industry, had the entire 
field to themselves, charging al- 
most what they pleased, sometimes 
as much as 30 percent annually. 
(The risk was considered great.) 
In these days, finance reserve of 5 
percent was not uncommon. 

* * ~ 


HEN came legislation which 

partly cleaned up many of the 
abuses prevalent in all spheres of 
the lending business. 

Shortly after these laws were en- 
acted—in the early '30s— banks 
entered the auto finance business. 
The banks also were motivated by 
better-built car, which, of course, 
became better collateral. 


But the banks, which had 
money invested in many other 
businesses, continued to be wary 
of the automotive field, taking 
only the “cream” of the business 
and ignoring the shakier deals. 
Said one dealer: “As usual, the 

banks were only interested in lend- 
ing money to people who didn’t 
need it.” ae ae 


(omnes, the new competi- 
tion brought into the auto fi- 
nancing business changed the in- 
dustry in two big ways: 


1. Interest rates were brought 
down. Once the consumer 
benefited from the natural forces 
of free competition. 

2. Finance reserve also drop- 
ped. And a curious situation de- 
veloped. The banks and finance 
companies were competing 
against each other for the deal- 
ers’ business—but both offered 
less and less reserve as an in- 
ducement. 

In recent months, some finance 
officials say, the finance companies 
have been getting back some of 
the business they lost to the banks 
in the ’30s and "40s. 

+ * 


= cynical attribute this to the 
idea that the auto industry has 
been in a relatively unstable condi- 
tion recently, causing the banks to 
direct their assets into safer chan- 
nels. 

While the banks and finance 
companies customarily offer the 
same reserve, most dealers are 
strongly influenced by their source 
of “floor-plan,” or money with 
which they finance their auto pur- 
chases from the factory. 

Floor-plan financing is usually at 
a much lower rate—2% to 4 percent 
—and is usually furnished only by 
the bank or finance company as a 
service to the dealer to induce him 
to send his retail business to the 
lending agency. 











Xt 








| 


48 
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°55 Trading Widely Varied . . . 


Detroit Dealers Pack, 


But Also Discount 


Eprror’s Nore: This is only the 
Detroit story on price packing in 
the low-priced new-car field. Re- 
ports from distant cities indicate 
that packs run much higher on 
these same autos; still higher on 
the medium and high-priced 
lines. . 

+ + * 


T’S the lowdown on retail- 

ing the 1955 models? Big 

packs? Big discounts? Selling tac- 
tics? 

A check of the Detroit market 
by three Automotive News writers 
indicates: 

1.To sell to a public conditioned 
to big discounts on 1954 models, 
most dealers are resorting to a 
price pack. 

2. In most cases, the pack is 
slightly more than offset by dis- 
counts, or overallowances. 

8. In other words, dealers in the 
lines checked are getting close to 
their full. profits on 1955 models. 

4. By and large, the caliber of 
salesmanship has improved greatly 
over the last shopping survey made 
by Automotive News. Salesmen are 
selling hard and, for the most part, 
courteously. 
* * * 

ETROIT dealers in the lowest- 

priced Big Three are “packing” 
their prices by amounts ranging 
from $57 to $154. 

Packing and discounting re- 

are causing a vast 
amount of price confusion in 
these initial stages of the ’55- 
model market. 

The three Automotive News re- 
porters in separate “shopping 
expeditions” last week covered 22 
Chevrolet,. Ford and Plymouth 
dealerships. 4 


A PRICE pack is defined as the 
difference between the asking 
price for a new car and the recom- 
mended factory price, plus han- 
dling charges, local taxes and 
license fees, dealer-installed acces- 
sories, etc. 

Automotive News’ weekly new- 
‘ear price listings were used as a 
base by the trial shoppers. To them, 
in each Chevrolet, Ford and Plym- 
outh case, were added suggested 
prices for desired accessories, plus 
Michigan taxes and fees. 

Only one salesman came up 
with a price virtually identical 
with that which the “prospect” 
believed to be the correct quota- 
tion. Professing forgetfulness, the 
salesman hiked his price another 
$150 for the “automatic transmis- 
sion,” although this item already 
had been figured into the shop- 
per’s price. 

To make his shopping visit 
appear bonafide, each reporter used 
his own car as tradein material 
when a trading offer appeared the 
best way to negotiate a deal. Price 
packs emerged as prevalent in 
tradein cases as well as non-trade 
transactions. 


* * 


NUMBER of salesmen were 

surprised that the callers knew 

so much about the price details of 

55 cars. Some defended the in- 

flated prices, others attempted to 
ignore the packs. 

Not counting price packs, the 





Handy Donates Student Cars— 


shoppers found that Detroit dealers 
were discounting Chevrolets from 
$255 to $300, Fords from $80 to 
$380 and Plymouths from $270 to 
$315. Models requested were four- 
door sedans in the middle-group 
Chevrolet Two-Ten, Ford Custom- 
line and Plymouth Savoy lines, 
with V-8 engines, automatic trans- 
missions, top-quality radios and 
heaters, directional signals and 
windshield ‘washers. 


One shopper reported that 
Chevrolet prices were packed 
from $47 to $111, Ford $54 to 
$154 and Plymouth from $57 to 
$85. Another reporter was asked 
to pay price packs of $86 and 
$118 on Chevrolet, $62 and $121 
on Ford and $86 and $135 on 
Plymouth. 

Queried about the difference be- 
tween his price and the suggested 
retail price, one salesman came up 
with this explanation: 

“That extra $100 is in the price 
we get from the association, which 
recommends prices for all dealers. 
It includes an advertising and 
overhead charge.” (He did not 
identify what “association” he 
meant.) 

& * * 

N NUMEROUS instances, sales- 

men quoting the largest price 
packs offered the smallest dis- 
counts or tradein allowances. Some 
examples follow: 

1. Plymouth salesman “packed 
in” $136, offered net $74 discount. 

2. Chevrolet salesman “packed 
in” $118, offered net $41 discount. 

3. Ford salesman “packed in” 
$121, offered net $78 discount. 

Another Ford outlet offered a 
shopper a tradein bonus of $62 
over wholesale value — which 
equalled the amount of his price 


A reporter—with a car valued at 
$350 wholesale—was offered $711 on 
a $2,511 Chevrolet, $751 on a $2,551 
Chevrolet, $775 on a $2,527 Ford, 
$700 on a $2,485 Ford, $611 on u 
$2,536 Plymouth and $700 on a 
$2,553 Plymouth. 

There was no consistency in 
adding, subtracting or omitting 
from negotiations such items as 
antifreeze, oil cleaner, air cleaner, 
positive-action wipers, free oil 
changes and similar items. But 
short of these extras, AUTOMOTIVE 
News canvassers kept the desired 
car to one package so comparisons 
could be possible. 

* * * 

ILE delving into the abund- 

ance of price packing, the 
reporter-shoppers at the same time 
were exposed to a galaxy of selling 
techniques. Dickering with the 
showroom men often varied to the 
extent of the purchasing sincerity 
displayed by the caller. 

“All salesmen contacted were 
eager to make a deal, all offered 
demonstration rides and all but one 
stressed the services his dealership 
offered the customer after pur- 
chase,” one reporter found. 

the other hand, another 
shopper was offered a demon- 
stration ride by only two of six 
dealerships he visited, and one of 
these couldn’t find an available 
"55 car. 
This staffer was talked out of his 





Clarke Cited— 


Robert T. Clarke (left), of Central Chev- 
rolet Co., Columbia, S. C., who was orig- 
inal member of Chevrolet national dealer 
planning committee 17 years ago, revisits 
Detroit in similar capacity—first of orig- 
inal committee members to be reelected. 
In recognition of his services, Clarke was 
Presented with plaque by |. X. Sarvis, 
Chevrolet assistant general sales manager. 


tradein’s registration slip and keys 
at one outlet, and looked out the 
showroom window to see his car 
being driven up a side street. He 
eventually got everything back. 
Physical contact was resorted to 
by a “hard seller’ who refused to 





let go of one shopper’s coatsleeve 
and by an entrepreneur who 
rushed out of his showroom to 
beard a canvasser who only was 
passing by on the sidewalk. One 
salesman conjured up a picture of 
his half-starved family. 
* * + 


LMOST unanimous was the 

“good deal” conviction on the 
part of the salesmen. One veteran 
salesman told the prospect, “My 
boy, you couldn’t get another $5 
off the price if you were my own 
son.” 

Tradein discussions ranged from 
almost complete disinterest to a 
genuine anxiety to make a trade, 
with an appraisal by a nearby 
used-car dealer tossed in. Disinter- 
ested parties even refused to look 
at the tradein. 

There was no question that 
Detroit salesmen were “selling 
hard” and selling price to a 
public conditioned to hefty dis- 
counts by the 1953-54 market. 

When given an opportunity, most 
salesmen contacted did a relatively 
creditable job of negotiating. How- 
ever, the majority were wary of 
shoppers and promised a “better 
deal” if the prospect really showed 
a desire to buy. 

A salesman, after delivering his 
pitch and giving a demonstration 
presented the caller with a con- 
fidential booklet entitled “All New? 
or Me, Too!” The booklet compared 
a@ new rival make with the seller’s 


Efficiency in Meshing 
Nash, Hudson Cited 


DETROIT.—American Motors 
first annual report will state that 
the merger between Nash and Hud- 
son last May is being accomplished 
with less time and cost than was 
anticipated when the merger was 
consummated, President George 
Romney announced last week. 

He pointed out that consolidation 
of Nash and Hudson product pro- 
grams and manufacturing opera- 
tions was expected to take from a 
year to 14 months but that they 
will be in production on a com- 
bined basis this month. 

Romney pointed out that it has 
been necessary to use only $9,- 
156,026 of an $11 million reserve 
provided to cover the cost of 


Top Court Voids 
Rebuff of Union 
In Dealer Case 


WASHINGTON. — Establishing 
a@ precedent for future labor rela- 
tions, the Supreme Court ruled last 
week that a union, chosen by the 
employes of Ray Brooks, a Van 
Nuys (Calif.) Chrysler - Plymouth 
dealer, must continue to represent 
the employes for one year, even 
though the employes repudiated 
the union. 

Justice Felix Frankfurter wrote 
the decision for the unanimous 
court in the case brought by Brooks 
against the National Labor Rela- 
tions Board. 

In an NLRB-sanctioned election, 
the Brooks employes voted 8 to 5 
for the National Assn. of Machin- 
ists, an independent union. 

A week after the board certified 
the election, a letter written by nine 
of the 13 employes in the bargain- 
ing union declared that “we are not 
in favor of being represented” by 
the union. 

When Brooks refused to bargain 
collectively with the union, the lo- 
cal labor board held that this was 
an unfair practice. This action was 
sustained by the Ninth Circuit 
Court of Appeals and the Supreme 
Court. 


Conn. Dealers Warned 





|: Of Unidentified Cars 


presented for out-of-state inspec- 
tions with the identification plates 
on the door posts removed, the 
Connecticut commissioner of mo- 
tor vehicles has announced that 
every car found in a dealer’s pos- 
session without the proper identi- 


Dick Handy, of Handy Motor Co. (Oldsmobile-Chevrolet), Minneapolis, Kans., pre-| fication number will be impounded. 
sents the keys for four driver training cars to the city's school superintendent. 





obsolete tools, inventories and 
commitments resulting from inte- 
gration of product lines. 

The $1,843,974 balance has been 
returned to earned surplus. 


The corporation’s net loss of $11,- 
071,237 for the fiscal year ended 
Sept. 30, 1954 reflects other abnor- 
mal costs resulting from the merg- 
er program and the higher unit 
production costs existing prior to 
the consolidation, Romney said. 

Both the loss from operations 
and charges to the merger reserve 
were cushioned approximately 50 
percent by recovery of Federal in- 
come taxes paid by Nash-Kelvina- 
tor in previous years. 


The corporations annual report 
will be mailed to shareholders 
shortly after Jan. 1. 


It will show current assets of 
American Motors Corp. and its 
consolidated subsidiaries totalling 
$169,841,320 and current liabilities 
of $87,756,815 at the close of the 
fiscal year. 

The difference representing net 
working capital was $82,084,505. 
Cash amounted to $45,402,788. Its 
bank loans stood at $29,200,000, 
compared with $69,600,000 at the 
date of merger, leaving $43,800,000 
as the unused portion of the cor- 
poration’s bank credit. 


Buffalo Dealers Weigh Bid 
For Towing Ordinance 


BUFFALO. — The Buffalo Auto- 
mobile Dealers Assn. is investigat- 
ing the desirability of asking the 
City Council to adopt a towing or- 
dinance. ra 

The association says it has re- 
ceived complaints from dealers and 
their customers concerning unrea- 
sonably high towing charges on the 
part of some towing concerns, and 
the unauthorized towing of cars 
from the scene of accidents. 


GM's ‘Big Six’ Managers— 


These General Motors vice-presidents are general managers of car and truck 
divisions which contributed to corporation's alltime 50 million production total. 
Shown (from left) are R. M. Critchfield, 60, Pontiac; T. H. Keating, 60, Chevrolet; 
J. F. Wolfram, 54, Oldsmobile; Don E. Ahrens, 64, Cadillac; Philip J. Monaghan, 40, 
GMC Truck & Coach, and ivan L. Wiles, 56, Buick. 
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55 product and said the rival was 
no better than his ’54 offering. 
* * * 

IHE same salesman said that the 

vital factors in closing out a 
“real deal” were: The prospect's 
readiness to deal. immediately; 
whether he was willing: to take a 
car in stock, and his tradein. 

One dealer filled out an “ap- 
praisal form,” thereby getting vi- 
tal statistics on the prospect. An- 
other offered to let a wholesaler’s 
offer determine the tradein 
allowance. 

Told another make was prefer- 
red, a seller asked the visitor what 
was wrong with his make without 
endeavoring to outline what was 
right about the car. 


And there was the less-than- 
enthusiastic salesman who asked 
the Automotive News staffer: 
“Wanna look at the engine or any- 
thing?” 

He later admonished, “Don’t buy 
that little heater. Everybody says 
it’s no good.” 


Justices Clamp 
Curb on Cutthroat 
Price Rivalry 


WASHINGTON. — An interstate 
business which cuts prices to de- 
stroy a competitor whose business 
lies entirely within one state is 
acting illegally, the Supreme Court 
ruled last week. 

Price cutting on a purely local 
basis is not related to interstate 
commerce and therefore is not 
subject to the Clayton and the 
Robinson-Patman Acts. 

The Supreme Court, however, last 
week found that in the case at 
hand a price cutter was using prof- 
its from: interstate business to un- 
derwrite a price war with an intra- 
State competitor. 

The decision involved Mead’s 
Fine Bread Co., operating in Texas 
and New Mexico, and L. L. Moore, 
an independent baker in Santa 
Rosa, N. M. 

The court found that Mead main- 
tained the price of its products in 
interstate business, but engaged in 
a@ price war with Moore in Santa 
Rosa, driving Moore out of busi- 
ness. 


Moore sued the Mead concern 
and won $57,000 in treble dam- 
ages under the Robinson-Patman 
Act. The Supreme Court’s ruling 
sustained this judgment. 

The high-court ruling also re- 
versed a ruling of the Tenth Fed- 
eral Circuit Court of Appeals which 
had held that the Robinson-Pat- 
man Act did not apply. 


* * * 


State Block on Trucks 


Is Ruled Illegal 


WASHINGTON. — The Supreme 
Court last week in an opinion writ- 
ten by Justice Hugo L. Black, held 
that Illinois could not deny trucks 
in interstate commerce the right to 
use its highways. 

Illinois has a law limiting the 
weight of freight that trucks may 
transport over its highways. It 
suspended the license of Hayes 
Freight Lines for 157 alleged vio- 
lations. Hayes is an Illinois con- 
cern, but it hauls freight in inter- 
state commerce. 

The court’s opinion was that the 
Motor Carrier Act passed by Con- 
gress deprived the states of all 
power to determine what carrier 
could or could not operate in inter- 
state commerce. 
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AUTOMOTIVE NEWS, DECEMBER 13, 1954 


May Be Third High est Car Year... 


Car, Truck Output Estimates 


By Automotive News 


PASSENGER CARS 
(U. S. PRODUCTION ONLY) 


Week Week Jan. 1 Jan. 1 

Ended Ended Dee., To To 
Dec. 11, Week, Dee. 4, 1954, Dec. 12, Dec. 11, 

1954 1953* 1954* Teo Date 1953* 1964* 
AMERICAN MOTORS 1,885 3,151 2,006 3,088 207,232 94,296 
RUPE crckteninssxsnsitavear 685 818 685 1,096 74,396 31,047 
TEI 2 wiuinahisvecssiceseiiaeoiive 1,200 2,333 1,321 1,992 132,836 63,249 
CHRYSLER CORP. .... 30,900 22,327 30,460 39,174 1,203,729 639,230 
RE cactdvevcnvtvetecdiaia: 3,300 2,950 3,191 5,214 154,726 89,535 
DeSoto 2,800 3,016 2,787 4,472 124,777 62,659 
IE wassscterdriekssarntcstolle 8,000 3,363 7,535 12,521 287,341 132,019 
Plymouth | .........00........ 16,300 12,998 16,947 16,967 636,885 355,017 
FORD MOTOR. .............. 39,215 8,873 39,248 65,383 1,481,574 1,576,727 
ERS a erenpaer re 33,700 cocccuee 94287 656,512 1,141,734 1,302,610 
PIS eisvesceticvonssnciusaccts 665 1,059 401 959 39,495 34,176 
oases coondipacics3 4,850 7,814 4,560 7,912 300,345 239,941 
GENERAL MOTORS .. 69,715 46,939 69,352 111,953 2,686,221 2,669,843 
Sa cccosciasscneccnintivaiiiien 11,610 1,146 12,608 19,173 472,573 496,162 
CIE ocBSirpmcvesicge 3,140 1,725 3,117 5,054 103,722 114,132 
Chevrolet. .........:........... 34,400 31,315 34,491 55,680 1,401,359 1,313,462 
Oldsmobile 9,165 3,842 9,378 14,790 316,010 406,381 
MINE. Sis cascesabeasenen,>siocnss 11,400 8,911 9,758 17,256 392,057 339,706 
KAISER MOTORS ...... 375 194 492 62,479 16,344 
ED Siinididdieniinin chaos Saratesean alias 21,987 5,803 
SSE a 375 iidss 194 492 40,492 10,541 
BM GRIME onc ccc ccosisecseee 2,930 4,639 3,735 5,418 268,245 110,324 
ID, bescecsctacscsciennsesse 300 1,419 208 424 80,260 25,907 
Studebaker 2,630 3,220 3,527 4,994 182,985 84,417 


85,929 144,995 225,508 5,904,480 5,106,764 





*Revised 


COMMERCIAL CARS 
(U. S. PRODUCTION ONLY) 











Week Week dan, 1 dan, 1 
Ended Same Ended Dec., To To 
Dec. 11, Week, Dec. 4, 1954, Dec. 12, Dec. 11, 
1954 1953* 1954* To Date 1953* 1954 
CHEVROLET ................. 5,700 71,869 5,428 8,863 341,525 308,179 
DIAMOND T .................. 5 86 70 117 7,880 3,279 
SI eck cokcaana: Mnpercbucthowced 60 80 60 96 2,848 2,788 
IIE: sc csnciradeesiincitcscenteiend 2,150 2,062 2,141 3,434 100,044 89,052 
I assiiseavenncnscaonvane: -seteebadens P< a> damniaagh.). i abeigiomn 2,282 2,049 
SI his aicickscabtascasatsnasesee 7,600 1,780 7,839 12,714 299,379 282,116 
SNE 1h Ais sdacs ecens dsiteasaindooces 1,200 2,662 1,263 1,956 107,449 72,421 
INTERNATIONAL 1,635 2,258 1,624 2,610 116,477 88,305 
Ee 185 177 185 296 =: 111,040 6,697 
ST fics dietsABiedie sacthainatSeninnien 100 230 103 161 14,344 7,009 
STUDEBAKER. ........... er 564 854 31,443 15,222 
IIE - ‘snisiccneatossossecsenesiets 225 245 224 361 13,407 10,152 
ere 2,035 2,091 2,043 3,261 84,204 71,480 
MISCELLANEOUS 115 260 117 184 13,795 4,685 
Total Trucks, U.S. 21,595 19,846 21,661 34,907 1,146,617 963,434 
Total Cars, Trucks, 
Re AO 166,615 105,775 166,656 260,415 7,051,097 6,070,198 
Total Cars, Trucks, 
CARED ....a0..5-:inccn.i0e.. 4,555 7,438 4,470 7,237 437,660 331,694 
Grand Total, 


Cars and Trucks, 


U.S. and Canada....171,170 113,213 171,126 267,652 7,488,757 6,401,892 
a 
*Hevised, Miscellaneous includes Autocar, Corbitt, Marmon H., Brockway, Four-Wheel 


Drive, Sterling, Nash, etc. 


N.B.: All U. S. totals include cars and trucks for military orders. 





Aske-Wood Wheel 
Sold to Gar Wood, 
Not Fisher Body 


DETROIT.—Charles B. Aske jr., 
partner in Aske-Wood Co., last 
week said that statements made by 
him in Duluth, Minn., concerning 
sale of the Aske-Wood decorative 
wire wheels and wheel trims “were 
seriously misquoted in an article in 
Automotive News last week.” 

Aske-Wood wheel trims and dec- 
orative wire wheels were sold to 
Gar Wood Industries, Wayne, Mich., 
not to Fisher Body Division, Gen- 
eral Motors, as stated by AuTomo- 
tive Nzws. Aske also emphatically 
stated that the price by Gar Wood, 


which, in effect, is on a customary f 
royalty basis,” was substantially ex-| © 


aggerated.” 


Gar Wood Industries sells the| | 


wheel trims and wire wheels, now 
named “Cover- Alls,” as original 
equipment to automotive manufac- 
turers and as an approved acces- 
sory. 

Gar Wood wheel Cover-Alls cover 
the wheel completely, Aske said, 
and are attached to the wheel with 
throw-proof fasteners. Under severe 
tests at automotive proving 
grounds, Cover-Alls have main- 
tained their tight fit on the wheel 


under roughest conditions and dur- 
ing high-speed turns, it was stated. 
Constant spring tension, plus 100 
percent rubber cushioning, are said 
to eliminate rattles. 

Gar Wood Cover-Alls protect the 
valve stem against damage. To 
check air pressure, the Cover-All is 
snapped away from the wheel with- 
out being disengaged. 

Advance styling of the wire 
wheels and wheel trims is handled 
by a newly-formed styling section 
at the Gar Wood plant. 


Product Sold— 

This is the Aske-Wood decorative 
wheel, sold recently to Gar Wood Indus- 
tries, Wayne, Mich. 
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"94 Output Heads for 5% Million 


(Continued from Page 1) 
posted an alltime high for a week, 
surpassed it again last week. 
om +. * 


N° LETUP in the output pace is 
seen. Schedules for next year 
will not be jelled until the car- 
buying public’s views are more 
definitely known, but present indi- 
cations call for heavy production 
in the first quarter as a buildup for 
spring and summer sales. 

The factory consensus is that 
1955 output will top this year by 
from 5 percent to 8 percent. If 
the gain amounts to 8 percent, 
1955’s total would reach to almost 
six million cars. 

Last week’s car output inched up 
slightly despite lower schedules for 
seven makes — Buick, Chevrolet, 


Ford, Nash, Oldsmobile, Plymouth 
and Studebaker. 
* * * 
ASH built its last 1954 car Fri- 
day (Dec. 10) and will be closed 
for changeover until Dec. 27. 

Ford division last week worked 
all 15 car plants on Saturday, for 
the fifth consecutive week. On 
Wednesday it set a new postwar 
daily production record of 7,310 
cars and trucks. However, Chevro- 
let stretched its lead for the year 
to 10,850 cars. 

Plymouth’s recent upsurge put 
it back into fifth place over Pon- 
tiac. The top four for 1954 are 
Chevrolet, Ford, Buick and Olds- 
mobile, in that order. 

With the year now in the home- 
stretch, it now appears that only 





Battery Manufacturers Meet— 


Getting together as the Assn. of American Battery Manufacturers held its 30th 
annual’ meeting in Chicago, were (from left), L. B. F. Raycroft, retiring president; 
Vv. L. Smithers, commissioner; R. L. Sommerville, director; E. T. Foote, vice-president; 
Walton R. Smith, president; H. A. Harvey, director; D. H. Kelley, of Auto-Lite; C. E. 
Murray, of Witlerd Storage Battery, and L. A. Doughty, treasurer. 


"99 Battery Sales Volume 
Pegged at 29, 700,000 


CHICAGO.—A forecast of sales 
of 29,700,000 batteries in 1955 was 
made here by R. C. King, manager 
of the retail record unit of Stand- 
ard Oil Co. of Ohio, at the 30th 
annual meeting of the Assn. of 
American Battery Manufacturers. 

King predicted 6,700,000 batter- 
ies for new vehicles and replace- 
ment sales of 23 million. 

The pattern of battery sales, King 
said, has not changed since 1937. 


Fruehauf Collects 
Orders for Over 
2,000 Trailers 


NEW YORK.—A total of $20,000,- 
000 in orders for more than 2,500 
new civilian commercial freight- 
hauling trailers—one of the biggest 
single batches of new orders in 
truck-transportation history — was 
announced last week by Fruehauf 
Trailer Co. 

President Roy Fruehauf said the 
new orders were from: Associated 
Transport, Inc., 500 trailers; Kee- 
shin Freight Lines, Inc., 500 trail- 
ers; National Trailer Pool, Inc., 200 
trailers, and a number of other 
trucking firms in various parts of 
the U. S. for a total of 1,300 trailers. 

Most of the new orders are for 
Fruehauf’s new Volume Van trail- 


ers—a high cubic capacity design | 


trailer developed by Fruehauf en- 
gineers and put into production for 
the first time last spring. Other 
trailers in the order include tank 
and refrigerator trailers. 


|Pittsburgh Outlet 


Opened by White 


PITTSBURGH.—About 1,000 civic, 


_|banking and trucking leaders at- 


tended the formal opening last week 


_|of the new $500,000 truck sales and 


service facility of White Motor Co. 


-|at 1136 Western Ave. 


Erected to serve the trucking bus- 
iness in western Pennsylvania, 
eastern Ohio and northern West 
Virginia, the building replaces 
White’s outlet at 468 Melwood St. 
and integrates the Autocar divi- 
sion’s Pittsburgh facility with the 
White operation. 


The old rule that one-third of bat- 
tery sales takes place in the first 
half of the year and two-thirds in 
the second half, he declared, still is 
as valid today as it was 17 years 


ago. 

He added, however, that today’s 
batteries are so much better “that 
it looks as though all of the in- 
dustry’s basic statistics will have to 
go by the boards.” 

A panel, “Four Ways to Sell Bat- 
teries,” was conducted by T. G. Ty- 
nan, of Electric Storage Battery 
Co.; William See, of Western Auto 
Supply Co.; John F. Duncan, of 
Gulf Oil Co., and G. F. Stenger, of 
B. F. Goodrich Co. 

Addresses were delivered by D. 
H. Kelly, of Electric Auto-Lite 
Co.; Dr. J. A. Orsino, of National 
Lead Co., and R. E. Brooker, of 
Sears, Roebuck & Co. 

The following officers were 
elected: 

Walton R. Smith, president; E. T. 
Foote and B. B. Steiner, vice-presi- 
dents; H. J. McKay, secretary, and 
L. A. Doughty, treasurer. 

Named to the board of directors 
were Herbert Allen, G. W. Douglas, 
A. A. Geidel, H. A. Harvey, Lee R. 
Hill, Jack McLeland, J. Turner 
Moore and R. L. Sommerville. 


Big Four Wins 


Patent Decision 


CINCINNATI.—Big Four Indus- 
tries, Inc.,, manufacturer of Hen- 
derson tire changers and other 
automotive service equipment, has 
won a Federal Court decision over 
Coats Iron Tireman Co., of Fort 
Dodge, Ia., in a dispute over patent 
rights involving tire-changing 
equipment. 

Big Four Industries also won dis- 
missal of a countersuit by Coats 
alleging that the Henderson eqiup- 
ment was an infringement on Coats 
patents. 

The effect of the decisions, it was 
said, was that the Henderson pat- 
ent was valid and that the patent 
had been infringed upon by Coats. 

At the time the trial was opened 
here in February, the two firms 
represented the two largest manu- 
facturers of tire-dismounting de- 
vices, each supplying about 45 per- 
cent of total industry sales. 





four makes—Buick, CadilNac, Ford 
and Oldsmobile—will have higher 
totals this year than in 1953. 
+ * * 
S° FAR this year U. S. output 
amounts to 5,106,764 cars and 
963,434 trucks, declines of ‘13.5 per- 
cent and 16.0 percent from 1953. In 
the first 10 months of the year, the 
totals had been running 20-25 per- 
cent behind last year. 

The Big Three last week ac- 
counted for 96.4 percent of the 
cars, versus 95.9 in the week ear- 
lier. GM built 48.1 percent, against 
47.8; Ford Motor produced 27.0 
percent, compared with 27.1, and 
Chrysler Corp. accounted for 21.3 
percent, versus 21.0. 

Truck production also is continu- 
ing at a higher rate than during 
most of the year. Only five of the 
13 truck makes were built in 
smaller quantities last week. To- 
tals of all truck makers will be 


lower this year than last year. 
+ s * 


peers: Auto plants throughout 
the nation are on overtime 
schedules. In the Buffalo-Tonawan- 
da area, for example, where Ford 
division and Chevrolet have plants, 


|| pay envelopes are fat. The work day 


at Ford’s assembly facility is slated 
to continue at nine hours the rest 
of the year. 

The Ford and Chevrolet manu- 
facturing plants in the area also 
are working nine-hour days, plus 
Saturdays. 

” * * 


Canadian Output 

 gareg rg production continues 
at the highest level in several 

months, despite the Ford strike and 

the Studebaker changeover. 


Turnout last week amounted to 
4,555 cars and trucks, compared 
with 4,470 in the week earlier. In 
the comparable 1953 week, how- 
ever, the total was 7,438. 


Plymouth Orders 
Hike Production 
To Record Level 


DETROIT. — President John P. 
Mansfield announced Thursday that 
Plymouth had enough new-car or- 
ders on hand 
from dealers to 
assure steady 
production at a 
high rate through 
January and Feb- 
ruary. 

Declaring that 
strong demand 
necessitates in- 
creased ship- 
ments, Mansfield 
said that produc- 
tion this month is 
expected to total 78,000 — which 
would be the best December in 
Plymouth history. 

He stated that the current rate 
is about 17,000 Plymouths a week, 
and spring production schedules 
are geared to continuing high de- 
mand. 

Asked at a press conference about 
a@ separate dealer setup for Plym- 
outh, Mansfield said that it is not 
in present planning but could hap- 
pen in the foreseeable future. Wil- 
liam J. Bird, sales vice-president, 
pointed out that Plymouth had set 
up a 300-man field force as a step 
in Chrysler Corp.’s divisionalized 
program. 

Mansfield predicted that Plym- 
outh would sell 726,000 cars in 1955 
for an alltime record. He said he 
expects Plymouth to pass Buick in 
production in December and remain 
ahead. (Buick took third place in 
sales away from Plymouth this 
year.) 


About half of present production 
is powered with the new V-8 engine. 


J. P. Mansfield 


BMW Plans New Line 
NEW YORK. — Albrecht Goertz, 
industrial designer, has departed 
for Munich, Germany, to spearhead 
design of a complete new line of 
cars for BMW. 





50 





AUTOMOTIVE NEWS, DECEMBER 13, 1954 


NADA Official Tells Montana Dealers... 





‘Banish the Bootleggers!’ 


(Continued from Page 4) 
problem. He called on them to 
exert every effort to build good 
public relations. 

Harry M. Henricksen, of Kali- 
spell, 1954 MADA president, said 


Denver Dealers 
Elect Marsh as 


New President 


DENVER. — Joseph J. Marsh of 
Marsh-Wimbush, Inc. (Ford), has 
been elected president of the Den- 
ver Automobile Dealers Assn. at the 
organization’s 40th meeting last 
week. 

Marsh, former head of the Colo- 
rado Highway Patrol, succeeds 
Ralph A. Smith, a partner in the 
George Irving Chevrolet Co. 

Art Shane, Shane Motor Co. (De- 
Soto-Plymouth), was elected vice- 
president. 

E. Jack Beatty, Roy Mason, Al 
O’Meara jr. and Don Davidson are 
new directors. Holdover directors 
are Smith and Jack Hyer. 

Tom Braden, manager of the as- 
sociation since its founding, was 
given a standing ovation. 





New Coating Protects 
Seiberling Whitewalls 


AKRON.—White sidewall tires 
made by Seiberling Rubber Co. 
are now being shipped from the 
factory in transparent protective 
“coats.” 

The coats are formed from-a 
clear liquid compound which is 
brushed on the sidewalls to pro- 
tect them from dirt and grease 
while the tires are being trans- 
ported or mounted on rims. As 
the compound is applied, it dries 
to a tough film which is easily 
removed with water after the 
tire is mounted, without streak- 
ing or discoloring the white side- 
wall. 





in his annual report that MADA 
prevailed upon the State Board 
of Equalization to reduce the tax 
assessment of last year’s model 
cars held by dealers to two-thirds 
of the loan value of the car. This, 
he said, is the way last year’s 
models owned by individuals are 
assessed. Dealers previously paid 
taxes on the full value of cars 
they were forced to hold over. 

Harold J. Hannah, of Shelby, 
succeeded Henricksen as president 
of MADA, advancing from the first 
vice-presidency. Henricksen moved 
up to chairman of the board, suc- 
ceeding Charles M. Hatch, of Miles 
City. 

R. J. Hilger, of Glendive, moved 
from second to first vice-president, 
and Roy E. Murray jr., of Butte, 
became the new second vice-presi- 
dent. William H. Fredricks, of 
Helena, is secretary-manager. 

One new director was elected and 
five were reelected to two-year 
terms. R. V. Kaiser, of Forsyth, 
was elected to succeed Hatch in 
representing District 12 and those 
reelected were R. J. McCall, of 
Missoula, District 2; Ray Wirth, of 
Great Falls, District 4; John M. 
Ryall, of Livingston, District 6; 
Charles W. Cooley, of Lewistown, 
District 8, and Norman G. Brekke, 
of Scobey, District 10. 

Among resolutions adopted was 
one supporting the governor’s in- 
terim highway committee report in 
principle and urging aggressive 
and united support for financing an 
adequate highway program. The 
committee, which began in 1948 to 
study the state’s road problems, 
will present its report to Gov. J. 
Hugo Aronson. 

The committee favors a pay- 
as-you-go system of raising addi- 
tional money to match increased 
Federal appropriations for high- 
way construction. Bills will be 
drawn up to implement a 14-point 
program, one phase of which is 
@ proposal for an increase of one 
cent a gallon in the tax on gaso- 
line. 





GM’s Motorama to Visit 
Five Cities in U.S. Tour 


DETROIT.—A new version of the 
General Motors Motorama will ap- 
pear in five major 
cities in 1955, it 
was announced 
last week by Har- 
low H. Curtice, 
GM president. 

Featuring a new 
roster of experi- 
mental “dream 
cars” and other 
attractions, the 
1955 Motorama 
will open Jan. 20 
at the Waldorf- 
Astoria Hotel in New York City 
and will run through Jan. 25. 

It will appear in Dinner Key 
Auditorium, Miami, Feb. 5-13; 
Pan Pacific Auditorium, Los An- 
geles, Mar. 5-13; Civic Auditori- 
um, San Francisco, Mar. 26-Apr. 
3, and Commonwealth Armory, 
Boston, Apr. 23-May 1. Admission 
is free. 


In each city, an invitational pre- 
view will be held for business and 
civic leaders the afternoon of the 
day before the public opening. 

Next year will be the third con- 
secutive year in which General Mo- 
tors has taken the Motorama “on 
the road.” It has been an annual 
New York event since the late 
1920s, except for the years of World 
War II and the Korean emergency. 





H,. H. Curtice 


Allen Quits Presidency 


Of Globe-Union 


MILWAUKEE.—Wyeth Allen has 
resigned as president of Globe- 
Union, Inc., to reenter the manage- 
ment consultant field, C. O. Wan- 
vig, chairman of the board, an- 
nounced last week. 

Joining the manufacturer of au- 
tomotive and electronic products in 
1948 as executive vice - president, 
Allen was elected to the presidency 
in 1949. 

Neither Wanvig nor Allen had 
any comment on the resignation. 


In 1954 the show was seen by 
almost 2 million persons. 

Besides market products and 
“dream cars,” the 1955 show will 
feature a kitchen similar to Frig- 
idaire’s “Kitchen of Tomorrow,” 
scores of engineering and research 
exhibits and music and stage en- 
tertainment. 

The entertainment will be pre- 
sented on a stage so novel in its 
conception that it is expected to be 
among the most interesting fea- 
tures of the Motorama, Curtice 
said. 


Poli, Farnsworth 


Named by Olds 


LANSING. — Joseph A. Poli, 
former assistant zone manager in 
New York, has been appointed 
Oldsmobile zone manager at Mem- 





J. A. Poli 0. C. Farnsworth 


phis, it was announced last week 
by G. R. Jones, general sales man- 
ager. 

Poli succeeds W. A. Smith, who 
becomes manager of the new Gen- 
eral Motors Training Center in 
Memphis. O. C. Farnsworth has 
been appointed used-car merchan- 
dising manager of Oldsmobile divi- 
sion, with headquarters in Lansing. 

Poli joined General Motors when 
only 16 as an office boy in Buick’s 
New York office in 1928, Farns- 
worth has been a GM employe 
since 1929, starting with Oakland 
in that year. 


Deputy Registrar of Motor Ve- 
hicles Larry Hoffman told the 
dealers the number of motor 
vehicles in Montana has come 
within 33,000 of doubling since 1946. 
As of last week, 329,592 vehicles 
had been registered for the year 
as compared to 319,331 in 1953, 
Hoffman said. 


Lt. Gov. George M. Gosman 
accepted a set of gold-plated 
license plate frames on behalf of 
Gov. Aronson. Similar sets were 
given to H. O. Bell, of Missoula, 
long-time head of the Montana 
Automobile Assn.; Chaffin, and Les 
Olson, of Great Falls, chairman of 
the association’s safety committee. 

Another feature was the presen- 
tation to MADA of certificates ex- 
pressing appreciation for contribu- 
tions to highway safety through 
loaning cars for highschool driving 
education courses. They were 
awarded by the Inter - Industry 
Highway Safety Committee and 
NADA to 26 firms. 

State Highway Patrol Supervisor 
Glenn M. Schultz advocated adop- 
tion of a model set of traffic laws 
as advocated by the Federal gov- 
ernment. Schultz said 37 states 
already have adopted the laws 
moving toward a uniform code for 
all states. 

Bozeman invited the association 
to meet there in 1955. The conven- 
tion concluded with a social hour 
and banquet at which Ernest Rob- 
ert Rosse, of Philadelphia, humor- 
ist, was principal speaker. 


ee | ee 





50th Contract Signing a Big Deal— 

Harlow H. Curtice (right), president of General Motors, congratulates A. D. Spencer 
(center), Buick dealer in Charleroi, Pa., as Spencer accepts his 50th selling agreement. 
At left is Ivan L. Wiles, general manager of Buick. 





Olds Dealer Sues 
GM on Charge of 


Trade Restraint 


E. ST. LOUIS. — Gaines-Lawson 
Motor Co., 707 Collinsville Ave., last 
week filed a $150,000 damage suit 
against General Motors Corp. for 
alleged restraint of trade. The suit 
was filed in the circuit court at 
Belleville. 

Other defendants are: GMC 
Truck and Coach, Oldsmobile, and 
General Motors Acceptance Corp. 

The suit charges that Gaines- 
Lawson was called upon several 
times to revise its financial setup 
and to increase its stock after be- 
coming an Oldsmobile dealer Nov. 
1, 1950. 

The petition also alleges that on 
two occasions the defendants for- 








bade the sale by the plaintiff of 
stock to certain interested parties. 
The firm contends that this caused 
exhaustion of its resources. 





U.C. Guarantee Firm 


Warned by Connecticut 


HARTFORD, Conn. — National 
Bonded Cars, Inc., which intends 
to solicit Connecticut car dealers 
on a plan for guaranteeing used 
cars, has been advised by the 
State Insurance Department to 
cease and desist from doing busi- 
ness in the state. The Union 
(N. J.) firm is not licensed to sell 
insurance in Connecticut. 

Under the plan, a $35 fee would 
guarantee selected used cars 
against certain mechanical fail- 
ures for a year from the date of 
sale. 





‘CLASSIFIED WANT AD DEPARTMENT 


to California. RATES: TWENTY CENTS (20c) PER WORD FOR EACH INSERTION. POSITION WANTED ADS, 
1 10c PER WORD. PAYMENT IN ADVANCE OF INSERTION REQUIRED. Ads may be signed with full name 


and address at regular rates. 
Lik 
day received. Display ads: 
| OF PUBLICATION DATE. 


WANT AD DEPT., AUTOMOTIVE NEWS, 2666 PENOBSCOT BUILDING, 


Kindly Acknowledge 


AUTOMOTIVE NEWS 





HELP WANTED 


CONTROLLER TO TAKE compiete charge 
of office and financial matters in a com- 
paratively small automotive manufactur- 
ing plant located in eastern South Caro- 
lina. Preferably one who could make a 
substantial investment. This is an un- 
usual opportunity and well worth inves- 
tigating. Address Box 4388, c/o Automo- 
tive News, Detroit 26. 





REGIONAL AND DISTRICT managers. 
To sell and service highly acceptable 
service sales program. Liberal commis- 
sion arrangements enable qualified pro- 
ducers to earn $12,000 upwards yearly. 
Dealer contact experience helpful but not 
essential. Write fully, 
Box 4386, c/o Automotive News, 
26. 


in confidence, to 
Detroit 


PARTS MAN—WE HAVE an excellent op- 
portunity for an experienced sales and 
manager type man in heavy duty whole- 
sale parts operation in suburban Pitts- 
burgh, Penn. Reply Box 4363, c/o Auto- 
motive News, Detroit 26. 

WANTED — SALES MANAGER with ex- 
perience and preferably Hull-Dobbs, by 
dealer in middle west selling 700 of 
America’s most popular cars and trucks. 
Substantial salary plus over-ride paid for 
man who can qualify. Box 4387, c/o Au- 
tomotive News, Detroit 26. 


COMPLETE PROTECTION GIVEN 
AUTOMOTIVE NEWS’ READERS 


Automotive News will not divulge the 
name of any classified advertiser using a 
box number. For our readers who wish to 
protect their identity when answering box 
number ads, we suggest you send your 
replies direct to Classified Manager, Auto- 
motive News. Enclose a note listing the 
concerns which you would not want your 
letter to reach. Your reply will be de- 
stroyed if the advertiser is one you have 
mentioned; otherwise it will be forwarded 
immediately to the advertiser. 





Add One Dollar ($1) per 
Replies to Box Number ads: are forwarded to the advertiser, 


$11.20 per column inch, 


Meet esl) OB 


j 
| Reaching an estimated 150,000 readers engaged in all branches of the automotive industry from Maine 


HELP WANTED 





Automotive 
Merchandising 
Man Wanted 


Leading truck manufacturer offers an out- 
standing opportunity for energetic, imag- 
inative young man, age 22-30, to plan 
and produce product exhibits for trade 
shows, consumer displays, fairs, dealer 
meetings. Automotive experience along 
this line, or experience in general adver- 
tising, merchandising and sales promotion 
will. be helpful, but is not absolutely es- 
sential. Please submit outline of education 
and experience, indicating salary require- 
ments. Inquiries will be handled in strict 
confidence. 


Box 4402, c/o Automotive News, 
Detroit 26 





LARGE DEALER WITH leading make car, 
expanding with new 1,500 car franchise 
in the east, needs new car manager, 
used car manager, office manager, service 
manager. Wonderful opportunity to grow 
with established and responsible dealer. 
Our men know of this ad. Give full de- 
tails in first letter. Replies held in strict 
confidence. Interviews arranged at our 
expense. Box 4385, c/o Automotive News, 
Detroit 26. 


POSITION WANTED 





AVAILABLE IMMEDIATELY — Young 
(25), college trained, used car sales man- 
ager. Previous experience in both new 
and used car sales and former Chicago 
used car dealer. Can produce results not 
promises. Will relocate — prefer north- 
eastern Ohio. Box 4389, c/o Automotive 
News, Detroit 26. 


RED TO BLACK—Man with know how 
wants connection in midwest as general 
or business manager. Excellent back- 
ground in both volume and community 
dealerships. Write Box 4394, c/o Auto- 
motive News, Detroit 26. 


insertion for 


CLOSING: 





use of @ box number, in care 
unopened, the same 


SIX DAYS IN ADVANCE 


DETROIT 26, MICH. 





POSITION WANTED 


AUCTIONEER. YOUNG, sober, 
with ten years’ automobile experience— 
desires selling position with an auto auc- 
tion co. Has proven sales ability and 
know how. Will give try out. (No obliga- 
tion.) References leading auto auctions 
in the midwest. Box 4373, c/o Automo- 
tive News, Detroit 26. 


CONNECTION AS MANUFACTURER'S 
agent. Automotive and allied trades pre- 
ferred. Washington south into North 
Carolina territory. Am fifty years old, 
college education, Air Force Colonel 
world war two. In excellent health. Op- 
erated auto dealership since war. Have 
sold out. Extensive background, finest 
references. Box 4374, c/o Automotive 
News, Detroit 26. 


SERVICE MANAGER, Twenty years’ Bu- 
ick, Oldsmobile, Cadillac and Chevrolet 
sales and service experience. Capable of 
handling complete parts and service op- 
eration. Desire connection with aggres- 
sive, service-minded dealer with customer 
labor potential of $20,000 - $30,000 per 
month. Box 4391, c/o Automotive News, 
Detroit 26. 


SERVICE MANAGER- PLANT manager. 
Can improve coverage of fixed expense. 
Can improve parts and accessories inven- 
tory turn-over ratio. Can improve cus- 
tomer-employe relationship. Twenty-five 
years’ experience in metropolitan area. 
Box 4392, c/o Automotive News, Detroit 
26. 


GENERAL MANAGER OR sales manager. 
Capable of handling up to 500 car fran- 
chise. Chevrolet or other GM lines pre- 
ferred. Twenty-two years’ experience in 
finance and automotive field. Married 
with two children. Sober and steady. Box 
4393, c/@e Automotive News, Detroit 26 


GENERAL MANAGER. Available January 
1st. Heavy sales and business experience 
in Ford dealerships from 200 to 2,000 
cars. Prefer volume dealer in south or 
southwest. Young, sober, industrious with 
a successful record. Top _ references. 
What kind of a deal have you? Box 4366, 
c/o Automotive News, Detroit 26. 


MANAGER or NEW CAR MANAGER. 
Fully qualified. Could handle complete 
operation for inactive or partially inac- 
tive dealer. Prefer southeast. Chester 
Edwards, 618 McRorie, Lakeland, Fia. 
(Tel. €7-741.) 


FICE MANAGER-ACCOUNTANT. Mar- 
ried man, age 48. 21 years GM expeci- 
ence; Motors Holding, operating control 
and budget, installing systems, superv's- 
ing personnel. Likes responsibility. Avzil- 
able January 15th. Box 4390, c/o Auio- 
motive News, Detroit 26. 


SALES MANAGER OR general manager, 
28. Familiar with Detroit and surround- 
ing area selling. Experience at factory 
level, sales management, retail experi- 
ence, selling for ‘‘Big 3.’’ Now employed 
as sales manager. Desire change ior 
higher income. Hard worker, since-e, 
honest, capable, hours immaterial. E.x 
4398, c/o Automotive News, Detroit “6. 


ambitious 
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POSITION WANTED 





| 


GENERAL MANAGER 
SALES MANAGER 


former dealer, recently sold "Big 3" account, 
interested in general manager or sales man- 
ager with substantial investment towarcs term 
purchase agreement or partnership in 3,500 
car and up account. Thoroughly grounded in 
yolume operation New York City plus factory 
experience. Excellent references from some 
of industry's top men. 41, married, two chil- 
dren. Will relocate anywhere proper oppor- 
tunity presents. Please no small dealers. 


Box 4403 </o Automotive News, Detroit 26 


SALES MANAGER. Five years Itull Dobbs 
yulume experience. Available immediate- 
ly. Can hire, train, teach sales force in 
volume at a profit. Desire permanent 
position in Memphis, Tennessee area. I'm 
young, single, ambitious, aggressive, col- 
lege graduate. Seeking opportunity; com- 
pensation secondary. Best references. 
Box 4399, c/o Automotive News, Detroit 
26. 


DEALERSHIPS AVAILABLE 


AVAILABLE — DEALERSIIIP handing 
Buick-Pontiac dual. Wytheville, Vu. (7.- 
000 population). Industrial and farming 
area. Potential 100 cars. Same ownership 
for 27 years. No exclusive used car <eal- 
ers here. Service potential excellent. 
Modern (1947) building under lease. Best 
of equipment, chassis and body. Excel- 
lent opportunity for aggressive sules 
minded dealer. Factory approval neces- 
sary. No accounts or used cars. Neces- 
sary assets at fair price. C. B. Blair, 
Box 60, Wytheville, Va. 


a SD 

DEALERSILIP AVAILABLE now handling 
DeSoto-Plymouth in one of southern Cal- 
ifornia’s leading communities. Approxi- 
mately 50,000 population in area. Estab- 
lished 14 years. Excellent following, 
reputation. A worth while deal. No real 
estate or used cars. $10,000 will handle. 
Box 4396, c/o Automotive News, Detroit 
26. 





cated east of Pittsburgh in a small resi- 
dential town. $9,500 will handle parts 
and shop equipment. Will rent or sell 
building. Factory~ approval necessary. 
Box 4371, c/o Automotive News, De- 
troit 26. 


AGENCY HANDLING Chevrolet - Buick 
dual—98 Chevrolet, 48 Buick. Small vil- 
lage western N. Y. Sixty miles from 
Buffalo. Established present owner 20 





equipment, building $65,000, which 
about inventory. Purchaser must qualify 
with manufacturer. Glen L. Smith, 
Broker, Box 370, Wellsville, N. Y. 


DIRECT DEALERSHIP HANDLING Dodge 
and Plymouth. The hot line for 1955. 
Located in colorful Colorado at the foot 
of the Rockies, close to Denver. Owner 
taking larger deal. Immediate possession. 
Box 4370, c/o Automotive News, Detroit 
26. 





age. Will sell or lease. Factory approval 
can be obtained. See or call John De- 
Pumpo, Waverly, N. Y¥. Phone 1. 


AVAILABLE — DEALERSHIP handling 
Dodge-Plymouth, 75 units. Town of 4,500. 
Rich Ohio farming area with factory 

7,500 

feet space. Buy 

$9,000. Box 150, Clyde, Ohio. 


or sell modern building. $25,000 will han- 
dle. Sale due to health. Box 4377, c/o 
Automotive News, Detroit 26. 





AGENCY HANDLING Oldsmobile - Ford 
tractor. Wonderful trade territory, west- 
ern Oklahoma. No used inventory unless 
you want it. Buff brick building rents for 
$60. Make enough profit first year, to 
pay out, C-4242 Continental, 804 Grand, 
Kansas City, Mo. 


DEALERSHIP HANDLING Ford tractor. 
Established 1939, northern Illinois, rich 
agricultural section, no accounts receiv- 
able, with or without real estate, owner 
retiring. Box 4397, c/o Automotive News, 
Detroit 26. 


DEALERSHIP HANDLING FORD. Lo- 
cated on third most traveled highway in 
Texas. Box 4378, c/o Automotive News, 
Detroit 26. 


DEALERSHIP HANDLING CHEVROLET 
—Southern Wisconsin in heart of dairy- 
land, covering two towns and surround- 
ing farmland. $28.000 will handle. Box 
4354. c/o Automotive News, Detroit 26. 


FOR SALE OR LEASE. Dealership and 
garage handling Pontiac-GMC. Central 
Minn. town, 5,000 population. Further 
information, write Box 4400, c/o Auto- 
motive News, Detroit 26. 


DEALERSHIP HANDLING FORD. Mid- 

west town of 2,000 population in heart 
rich oil producing territory. Gross 
sales 100 cars and $400,000 annually. 
Excellent location and buildings. Estab- 
lished since 1941. Box 4401, c/o Auto- 
motive News, Detroit 26. 
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DEALERSHIP WANTED 


WILL PAY CASH FOR GM, Chrysler 
product or Ford franchise of any size. 
Southeast or southwest coast of Florida. 
Factory approval as3zured. Will lease or 
buy building if necessary. Box 4288, c/o 
Automotive News, Detroit 26. 


WANTED — A GM OR FORD franchise. 
150-200 car on east Florida coast or 
vicinity. If you want to sell, contact me 
confidentially, or I will finance a man- 
ager if you can prove you can do the 
job and you can share in the profit. Fac- 
tory approval assured. Wm. Lockemd, 
8921 N. E. 2nd Ave., Miami 38, Fila. 











GENERAL MOTORS OR Lincoln-Mercury 
dealership—290 to 300 car potential In 
south, southwest or west coast. No real 
estate. Am ready to act immediately. 
Have cash and factory approval. Box 
4375. c/o Automotive News, Detroit 26. 


GM PREFERRKED—IN good town, North- 
eastern Ohio or northwestern Penn. 
Would consider buying interest in estab- 
lished agency with view to eventually 
acquiring control. Box 4395, c/o Auto- 
motive News, Detroit 26. 


BUSINESS OPPORTUNITIES 


‘BIG THREE" AUTOMOBILE franchise. 
20 years successful background, averag- 
ing 5060-1000 new unite yearly. Modern 
facilities. Fine southern city 200,000. 
Tremendous permanent payroll expansions 
underway. Also, consider sale of half in- 
terest to experienced capable person, to 
assums complete responsibility. Ability. 
financial strength necessary for factory 
approval. Wishful thinkers will waste 
time. Give background, age. address. 
phone, present status. Box 4329, c/o Au- 
tamotive News, Detroit 26. 











Large Dodge-Plymouth franchise, many 


years successful history. Excellent set-up. 
Average sales past five years 700 annually. 


Southwest City, quarter-million trade area. 
Sale of 50% interest might be considered. 
Factory approval necessary. Box 4332, c/o 
Automotive News, Detroit 26. 





PARTNER WANTED. Chrysler-Plymouth. 
Dealer wants partner to take complete 
charge of new and used car sales. 50 
percent of inventory, tools, stock and ac- 
counts. Approximately $30,000 to handle. 
Located in county seat town near St. 
Louis. Oliver Geil Motor Sales, Inc., 
Jerseyville, Il. 


1000 BUSINESS CARDS, 
(1 color) $3.50: 
inserted: 
free. Business Specialties, 
1422 Rosemont, Chicago, Ill. 


DEALER SERVICES 


INVENTORY SERVICE 


Parts and Accessories 
@ CERTIFIED REPORTS @ 
Get the facts now—find out if you are in 
shape for ‘54. Obsolescence and shortages 


can kill profits so don't wait for the year end 
to learn how this department is operating. 


Dealers say our analysis and testing of 
procedures alone worth cost of inventory 


Full time experts. No pick-up part time help. 


Automotive Inventory Service Co. 
10040 Freeland Detroit 27, Mich. WE 3-6445 





raised printing 


Dept. A-12, 














PARTS FOR SALE 


STUDEBAKER PARTS — 1949-1954 inclu- 
sive. Quantities of $3,000 or more for 59 
percent off of dealer’s cost. Write or 
wire P. J. Kaufman, 2944 North Third 
St., Milwaukee, Wis. 





NEW, 1953 BUICK 50/70 series 12 volt 
radio. Sonomatic or selectronic—$45.00 
each. Giuffre Buick, Inc., 208 E. Monroe, 
Springfield, Ill. 


BUICK PARTS 


All Other GM Parts Also 
UP TO 50% DISCOUNT 


Extra Discount on Special Phone Orders 
Fast—Direct—C.0.D. Service 


Largest Buick Parts Dealer in U. 5S. 


GORDON BUICK 


1000 S. Wabash Av., Chicago, Iii. 
Phone Wabash 2-1030 





PARTS WANTED 





DEALER - SALESMAN WANTS to buy 
from manufacturers at close out prices. 
Fast selling auto parts and accessories 
for wholesale trade. Douglas Henderson, 
Greenwood, 8. C. 


CARS WANTED 


ATTENTION BUICK DEALERS 


Need one hundred Buicks for fleet deal December and Janu- 


vary delivery dates. Will pay today, for delivery tomorrow. 


We are an authorized Buick dealer. Contact Jim Burke, or 


George Richter, sales manager, immediately. 


JIM BURKE BUICK, INC. 


Birmingham, Alabama 


Telephone 54-3371 





CARS FOR SALE 


SOMETHING NEW 
USED CARS DELIVERED 


We have for sale a nice selection of 
fleet leased 1953 Chevrolets, Fords and 
Plymouths in all body styles. These cars 
can be delivered to your door regardless 
of location. Phone or write for informa- 
tion: 


Robinson Auto Rental, Inc. 


229 S. Hanson St. Philadelphia, Pa. 


1. E. Spatig, Used Car Manager 
Sherwood 8-1500 











ATTENTION DEALERS !! 
SPECIALIZING IN THE SALE OF 
EX-TAXIS 
Excellent Bodies - Good Motors - Heaters 
Upholstery New 
BUY NOW — LOWEST PRICES EVER 
1950-1951 
Plymouths — Fords — Chevrolets 
1 to 500 


MORRIS FREEDMAN 
S4th & LINDBERGH BOULEVARD 
PHILADELPHIA 43, PA. 
SARATOGA 7-2300 SHERWOOD 7-170 


AUCTION 


It’s New — I?’s Nice 
I#’s Detroit's Finest 
WES COON 
AUTO AUCTION 


Grand River at Telegraph 
U. S. 16 and 24 


Every Thursday at 1 P.M. 


Carl Marker, Auctioneer 


All checks guaranteed 
Kenwood 3-3090 





GRAND RAPIDS AUCTIONS, INC. 


On M2i—One Half mile west of Grandville, 
Mich. 


EVERY TUESDAY—CHECKS INSURED 
At 1:00 P.M. Sharp—Dealers Only 
Auctioneer: Col. W. E. ‘Bill’ Nagy 
“Michigan's Best" 
Phone: ARdmore 6-4720 


NEW YORK CITY'S 
SKYLINE 


AUTO AUCTION 


EXCLUSIVELY FOR AUTO DEALERS 


You are 100% safe because all titles 
and checks are insured 


Every Tuesday 12:30 P.M. 
GREENPOINT AVE. & PROVOST ST. 
BROOKLYN 22, N. Y. 

Tel. EVergreen 3-4800 


Auctioneers—David B. Spielman 
John W. Becker 





DEALERS SAY 
Our greatest dollar values are at 


CARL MARKER'S 
FORT WAYNE 
AUTO AUCTION 
Oldest in the Mid-West 
One of the Nation's Best 
Sale Every Tuesday 
12:30 P.M. 


OPEN ALL NIGHT MONDAY 


Phone E 1254 Phone E 5209 


324 West Main Street, Fort Wayne, Indiana 
We Guarantee Checks 
Dealers Only 


AUTO AUSTION 


TIM ANSPACH 
“Midway,"' Stop 20 
Albany-Schenectady Road 


ALBANY, N. Y. 
(For Dealers Only) 


EVERY MONDAY ...12 NOON 
Member of N.U.C.D.A. and N.A.A.A., Inc. 





CARS WANTED 


OLDSMOBILES 
WANTED 


100 new, 1955 Olds 88's, super 88's and 
98's wanted, with or without frigidaire, by 
authorized Olds dealer to take care of 
record high local orders. We transport in 
groups of four from anywhere. Wire quan- 
tity to Box 4379, c/o Automotive News, 
Detroit 26 and receive our return wire 
next day. Absolutely confidential. 





CARS WANTED 








WANTED 
1954 or 1955 Model Cars 


Will purchase any quantity courtesy cars, 
brass hat cars or demonstrators. 


Accept delivery anywhere in U. S. A. 


GRENTNER BROS. 


1215 N.W. 42nd Ave. Miami, Florida 








TRUCKS WANTED 





WANTED—TRACTOR and convoy trailer ' 


to transport new and used cars. Prefer 
late model, not okder than 1950. Contact 
McLean Motor Sales. Inc., P. O. Box 527, 
Lenoir, N. C. Telephone PL 4-4548. 





NEW OR LATE MODEL 


STATION WAGONS 
WANTED 
ODD MOTORS 


70-32 Queens Bivd. Woodside 77, N. Y. 
Hickory 6-2811 





SHOP EQUIPMENT FOR SALE 


FOR SALE—ALEMITE lubricating equip- 
ment; pumps, reels, and guns for either 
underground tanks or drum dispensing. 
All white cabinets for center of floor or 
wall mounting. Excellent condition. Aus- 
= Sales Co., 955 W. Lake St., Chicago, 


FOR SALE. MODEL 1955B addressograph. 
model 6381 graphotype, 30 drawer filing 
cabinet. This practically new equipment 
will sell at 50% discount. I.iddon Pon- 
tiac, Inc., Nashville, Tenn. 6-6165. 


FOR SALE—TWO FLASH-A-CALL inter- 
com systems complete with multi-station 
masters. Metal mechanics and office type 
speakers. Austin Sales Co., 955 W. Lake 
St., Chicago, Ill. ; 


SHOP EQUIPMENT WANTED 


WANTED—NUMBER 330 Bear truck and 
passenger car wheel balancer or similar. 
Write, giving condition and price. Dallas 
Chevrolet Co., Jackson, Ohio. 


ANTIQUE CARS FOR SALE 




















ANTIQUE CHEVROLET FOR SALE 


1917 a a one place 25 years. 
Showroom condition. 


Looks and runs like new—Picture on request. 
AUTO SALES COMPANY 
KIRKSVILLE, MO. 











MISCELLANEOUS 


Our New Model 


TOW BARS 


LEAD IN SALES... 
VALUE AND... 
PERFORMANCE 


Meet 1.C.C. Requirements 


MOTO-MATIC 
TOW . GUIDE 


BRAKE-MOBILE 


TOW ¢ PILOT 


with Automatic Brake 


Cannot Be Matched 
At Any Price 


Write Today for 
Illustrated Catalog 
Factory Sales Division 
PILOT DISTRIBUTING 
COMPANY 


BATTLE CREEK 9, MICH. 
Phone WO. 2-5257 All Dept's. 


“Leaders In The Industry" 
Since 1939 





IMPORTED ENGLISH LEATHER 


LACQUER AND PLASTIC PAINT 


“Nuagane” for Real or Imitation Leathers 
and “PeVec"” for Plastics 


Restores Used-Car Upholstery and Panels 
Durable—Fiexible—Waterproof 
24 Colors to Choose From 
For information and trade prices write— 


Grays Harbor Motors 


Ist and G Sts. Phone: Aberdeen 59! 
Aberdeen, Wash. Importers 








For Quick Results 
WANT ADS 
Use Automotive News 













8821 Fenkell Street 


ATTENTION: Men of Top Calibre Capable 
of Earning $30,000 to $40,000 per Year 


NEW BRICK PROCESS 
Franchises Now Available 


%" brick or ledgerock process applied over siding, 
shingle, concrete, cement block and stucco. Insulates 
against moisture, heat and cold. Life-time guarantee. 
Protected territories. Franchise investment dependent 
upon size of market. For full particulars write— 


Life-Brik and Stone Co. 















Detroit 38, Michigan 
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A special report to dealers in Plymouth, Dodge, 


DeSoto, Chrysler and Imperial Cars. 


It’s no secret anywhere in America today that Chrysler 
Corporation is making the strongest bid for new busi- 
ness that any automobile manufacturer has ever made 
in the history of the industry. 


Never before has any automobile manufacturer held 
advance previews with style authorities, airplane de- 
signers, men and women of letters, the arts, finance, the 
press .. . and many additional discriminating audiences 
all over the country! Their enthusiastic reception of the 
styling concepts in our 1955 cars foretold the public 
acceptance you are now witnessing. 


Never before has the motoring public been so aroused 
and excited by the introduction of a family of new car 
models . . . under the banner of THE FORWARD LOOK. 


But the exciting new styling of THE FORWARD LOOK is 
not the whole story. Here, too, are new V-8 engines, 
new ride, new brakes and steering and automatic con- 
trols that make the engineering leadership of Chrysler 
Corporation more demonstrable than ever before. 


PLYMOUTH -°- 


DODGE °* 


These fine cars are not only making sales at an un- 
precedented rate, but are making money for dealers, 
too. And the sound merchandising policies maintained 
by Chrysler Corporation in delivering to dealer order 
make THE FORWARD LOOK more attractive still. 


In addition, considerable effort has been expended in 
re-building the Chrysler Corporation Field Force, to 
provide better service to dealers and closer liaison. 


Promotion and merchandising activities have been in- 
creased to supplement the greatest advertising cam- 
paign in Chrysler Corporation history. Each of the 
Divisions has undertaken a tremendous product selling 
effort in magazines, newspapers and television. No 
other manufacturer, for example, can match our great 
array of TV shows. Each Division supports a show of 
top caliber so that the cars with THE FORWARD LOOK 
—Plymouth, Dodge, DeSoto, Chrysler and Imperial 
—are shown and sold to millions of TV viewers week 
after week. And behind the individual Division effort 


DESOTO 


CHRYSLER 


is a backdrop of Corporation advertising and pro- 
motion . . . including the great, new full-hour television 
shows—“Shower of Stars” and “Climax!” 


To any dealer who might ask, “What’s in it for me?” 
. . . the answer is, “Plenty!” The cars are right, the 
market is conditioned, the promotion is alert and 
lively. THE FORWARD LOOK is responsible for opening- 
up a new era of sales and profit opportunities. This is 


the year people will change to Chrysler Corporation | 


cars because the best engineered cars of all time are 
today’s best looking. 


There are good retail opportunities in a 
limited number of open points in some 
Divisions. Your confidential inquiry may be 
addressed to Chrysler Corporation, Box 258, 
Detroit 31, Michigan. 


IMPERIAL 


CHRYSLER CORPORATION 
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